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Stepping Into 1926—Profitably 


A National Survey of the Shoe “Future” by Leaders 
in Industry in All the Markets 


HE custom of mankind 
of making the calen- 
dar change a time to 
look into the future is 
a good one. The year- 

* ly cycle is the meas- 
ure of progress. It is 
human instinct to 

term the coming year a better year, 
if for no other reason than to give 
ambition an opportunity to step 
forward. 

The year 1925 was what might 
be termed an average, normal year. 
Under the new order of things in 
merchandising, undoubtedly many 
industries enjoyed substantial pros- 
perity. The shoe industry, by and 
large, made a little money. The 
shoe industry would have a great 
deal of contentment 
if it could forget the 
great prosperity year 
following the war, 
but unfortunately it 
uses that phenomen- 
al period as a meas- 
uring stick. That 
was the year when 
the shoe trade was 
much in the position 
of the optimist who, 
when the wolf was at 
the door, saw his op- 
portunity and 
stepped out next day 
with a fur coat. 

The industries 
faced in 1926 prac- 
tical realities in nor- 
mal consumption of 


shoes, and we hope most every 
member of the trade can look at the 
year as being on the profit side, no 
matter how small the margin may 
be. There is no expectation of phe- 
nomena! profits for the entire in- 
dustry in 1926. It isn’t in the cards 
—ours is a modest industry in its 
service to mankind. 

When a man will pay eight dol- 
lars for a necktie and kick like a 
steer at paying the same price for 
shoes, it shows that the shoe indus- 
try, as a merchandising craft, is 
pretty much of a cobbler. But 1926 
is a year of hopes and we will see 
women’s shoes appreciated at a real 
price per pair and some men’s 
shoes, too. 

The hope of the trade lies in sell- 


ing more pairs per person and with 
shoe consciousness on the increase, 
with style and intelligence more ap- 
parent, we enter 1926 with greater 
hopes. Here is what leaders say: 


“A Healthy Business” 


The extremely conservative buy- 
ing that has prevailed assures no 
surplus of stock on hand. Favor- 
able condition for trade prevails 
throughout agricultural and indus- 
trial districts. The ability to buy is 
unquestionable. Considering all the 
conditions, I look forward to a 
healthy business for the coming 
year—Jackson Johnson, Chairman 
of the Board, International Shoe 
Co., St. Louis, Mo. 


“Optimistic About 
1926” 


Barring tendency 
to excessive specula- 
tion in certain direc- 
tions, our sound eco- 
nomic and financial 
condition should in- 
dicate some improve- 
ment in _ general 
trade for 1926. Fac- 
tory capacity, how- 
ever, is so largely in 
excess of consumer 
requirements for 
shoes that general 
prosperity in our 
line seems improb- 
able. Until the con- 
dition of over-pro- 
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duction is to some extent corrected, 
instalment buying, which means 
mortgaging incomes before they are 
earned, it seems, will in time have 
its effect upon the retail volume of 
business. As a whole we are rather 
optimistic about 1926 and are look- 
ing forward to the future with con- 
fidence.—John W. Craddock, Chair- 
man of the Board, The Craddock- 
Terry Co., Lynchburg, Va. 


Business Getting Better 


From practically every section of 
the United States we are getting 
the same gratifying news—busi- 
ness is good, getting better, and 
1926 is going to be one of the very 
best years in American business 
annals. Building construction is go- 
ing to be greatest in our history, 
more automobiles will probably be 
sold than in any previous year; 
steel production will surely be 
high; agricultural conditions are 
improving daily. Wherever one 
looks he sees added indications 
which justify us in believing that 
as a whole industry is going to en- 
joy unusually good business during 
the coming year. Our own activity 
in forward orders verifies our ex- 
pectations—Milton 8S. Florsheim, 
Florsheim Shoe Co., Chicago, Ill. 


Big Year For Women’s Shoes 


Unless some cloud looms up on 
the horizon which we do not antici- 
pate, we look for 1926 to be a very 
big year in the women’s shoe busi- 
ness. For this market fundamental 
conditions throughout the country 
as I see them are good. Our St. 
Louis market is constantly growing 
and their facilities for handling big 
business is better than ever. We 
believe there will be a decided ten- 
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dency in 1926 for fancy, light, airy 
shoes, with more artistic curves to 
heels, shanks and general outline 
of shoe, in many cases heretofore 
overlooked—Howard V. Stephens, 
Johnson, Stephens and Shinkle 
Shoe Co., St. Louis, Mo. 


Greater Progress in 1926 


This has been the best year in 
our history and we expect to show 
still greater progress in 1926. Busi- 
ness, generally speaking, seems to 
be fundamentally sound and we are 
entering the new year full of opti- 
mism—H. L. Nunn, Nunn, Bush 
and Weldon Shoe Co., Mil- 
waukee, Wis. 


Must Be Live and Alert 


We are satisfied that 
1926 has in store the 
greatest opportunity for 
retailers who are deter- 
mined to grasp it that 
they have ever had. Un- 
fortunately, few are ad- 
justing themselves to 
changed conditions, 
and conditions have 
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changed very radically since the 
war. It is our impression, in fact 
Wwe are convinced from actual ex- 
perience, that the resourceful, up- 
to-date retailer is meeting less com- 
petition today than he appreciates, 
and we base this upon the fact that 
the process of elimination has been 
working faster than they realize. 
Many dealers, because of attempt- 
ing the impossible, and casting 
about and adopting policies that 
are impractical, have faded out of 
the picture. 1926 looks wonderfully 
good to us and should be equally so 
for the live merchant who ignores 
competition which he cannot beat 
and proceeds along definite, well es- 
tablished lines that can, and will, 
secure for him the business of his 
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community—H. W. Cook, A. E. Net- 
tleton Co., Syracuse, N. Y. 


Need More Order in Ordering 


As we see the women’s style situ- 
ation, we believe we are gradually 
working our way to a better under- 
standing for both retailers and 
manufacturers. The one big prob- 
lem that will have to be worked out 
before we can feel the industry as 
a whole is on a sound basis, is to 
have orders placed in a more order- 
ly way. For the present time the 
withholding of orders until after 
January first does not allow time to 
properly make and deliver the shoes 
to be ordered. The materials they 
are to be made of do not exist and 
have to be made in the short inter- 
vening time. This means a forcing 
up of prices on much of this ma- 
terial, resulting in higher prices 
for these shoes which should not 
be so. As I see it, this is the biggest 
problem ahead of us and needs the 
most careful consideration—Oliver 
E. DeRidder, E. P. Reed & Co., 
Rochester, N. Y. 


Business Volume Gratifying 


Business in our line looks very 
promising. Our traveling men, ten 
days out, are sending in business 
in very gratifying volume. With a 
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more colorful season ahead we can 
see but good business for retailers 
and manufacturers—I. Grossman, 
Inc., Chicago, IIl. 


Country Unusually Prosperous 


The country as a whole is un- 
usually prosperous and I see no 
reason why the shoe _ business 
should not share in that prosperity. 
Conditions indicate that retailers 
will buy only in small quantities, 
but frequently. Efficient merchan- 
dising will bring prosperity during 
1926—John R. Garside, A. Garside 
& Sons, Long Island City, N. Y. 


Better Year for All 


We expect 1926 will be a better 
year for tanners and shoe manufac- 
turers—also wholesalers and re- 
tailers of shoes—Chester B. Lord, 
Endicott-Johnson Corporation, En- 
dicott, N. Y. 


Should Place Orders Early 


Every indication points towards 
increased demand for white shoes. 
Unless retailers place orders in 
next few weeks, Easter will find 
them short of merchandise. Colors 
will be in demand, but white satins 
and black leathers will have the 
call as we approach warmer weath- 
er—E. F. Abbott, the Cushman-Hol- 
lis Co., Auburn, Me. 


Capacity Output Planned 


Late Fall business has been 
quiet, owing, I think, to retailers 
selling less shoes than anticipated, 





- 





during the past few months. This 
may be due to their having no dis- 
tinctive Fall type of shoe to offer 
different from those sold during the 
summer and spring. Orders are 
coming in freely and we are plan- 
ning capacity output from first of 
year. Anticipate the largest seas- 
on’s business in recent years—W. 
H. Dunn, Utz & Dunn Co., Roches- 
ter, N. Y. 


Big Increase in 1926 


1925 has given us wonderfully 
satisfactory business, but believe 
1926 will show big increase. We 
believe conditions in United States 
forecast excellent business for next 
year for all who are able to pro- 
duce merchandise of quality which 
will stand test of competition— 
Walter Booth Shoe Co., Milwaukee, 
Wis. 


General Prospects Never Better 


General business prospect never 
better than next six months prom- 
ise. Men’s wear at retail, however, 
has been quiet in most places. Only 
exceptional leadership has pro- 
duced volume commensurate with 
general conditions. Outstanding 
attainments seem necessary to rise 
above the flood of commonplace 
competition in men’s shoes—Paul 
Jones, Commonwealth Shoe & 
Leather Co., Whitman, Mass. 


Worst Is Behind Us 


The perplexing and trying condi- 
tions which have prevailed in the 
shoe industry in its relation to 
men’s shoes, have taxed the re- 
sourcefulness and energy of both 


(CONTINUED ON PAGE 129) 
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Selecting the Buying Points 


of Footwear 


The Real Value of a Trip to Market Is the Testing 
of Style and Its Relation to the Wants of 
the People of Your Community 


are an old story, ordinary and 
prosaic, presenting for you one 
unending and unchanging round of 
similar experiences every day, be 
sure the time has come to inject 


| F you, a shoe man, find that shoes 


something new into your life. The 
prescription is to get away from 
business for a time, forget about 
shoes, get yourself into a state of 
mind where you feel utter indiffer- 
ence as to whether people wear shoes 
or not, and give yourself over to 
the novelty and enjoyment of some 
other sort of experiences. 

Take a trip to all the shoe markets 
—visit a number of shoe factories 
—get a change of viewpoint—be 
neighborly with merchants  else- 
where. 

The story shoes tell the enthusi- 
astic shoe man is a serial story which 
never reaches a conclusion. Day 
after day there is something new to 
read; and this will be true as long as 
there are shoe designers and stu- 
dents of shoe style and ingenious 
men of mechanical inclinations 
absorbed in problems of shoe pro- 
duction. Look every day at the shoes 
in your stock, and see if you can 
answer the question, “What is there 
about these shoes that will make 
them sell?” 


The questions asked in this article 
merely suggest what may be done in 
the way of analysis of the merchan- 
dise the shoeman sells. The list is 
far from complete. Every merchant 
will want to add some questions that 
occur to him as especially pertinent 
to his own store. But this memoran- 
dum will start any shoe merchant 
on the right course of thought. 

The purpose of such questioning is 
to develop the facts about your mer- 


VERY merchant should 
swing around the circle, 
visiting— 
Cincinnati, 
St. Louis, 
Chicago, 
Milwaukee, 
Rochester, 
Philadelphia, 
New York, 
Brooklyn, 
Boston, 
Brockton, 
Lynn, 
Haverhill, 
And all points shoe-ward. 


chandise upon which you can base 
the appeals in your buying. The 
merchandise facts that have real 
value for the use you intend to make 
of them are the ones that attract the 
notice of customers and seem to be 
of interest to them. It will be well, 
then, in compiling such a list as the 
above, to bear in mind the questions 
which customers in your store ask 
about shoes, especially those ques- 
tions which you hear frequently— 
on style, suitability, materials, con- 
struction, workmanship, fitting quali- 
ty and price. If these matters are 
of sufficient interest to customers to 
encourage questioning when the 
shoes are being inspected in the 
store, you know they surely are the 
points which will be of interest to 
customers reading your advertise- 
ments. 


Do You Want to Write? 


If you were going to open a new 
shoe store, where would you open 
it?. Would you try to get in the 
center of the trading area, or down- 
town shopping district? Or, would 
you hunt a good location in the sub- 
urbs, in the outskirts, or in a good 
small town? 

One man says he would open in 
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Before You Buy a Pair Ask Yourself— 


Are there any reasons why some customers ought 
to buy it? 

Does it possess any superiority over other similar 
shoes? If so, what? 

What is the price? 

Is it a good shoe for the money? 

Is the price reasonable? 

Will it sell at the price? - 

Does it require a special price to. move it? 


What type of shoe is this? 

What grade of manufacture does it represent? 

Who makes it? 

What is the reputation of the manufacturer? 

Where is it made? 

What are the interesting or pertinent circum- 
stances connected with its manufacture? 

How can this shoe be fully and accurately de- 


scribed? 
What are the materials? 
What is its construction? 
What are its style features? 


Under what circumstances, or for what purposes, 


will it be worn? 


Will it give satisfaction under these conditions of 


service? 
Who will buy and wear it? 


Why should anyone want to buy it? 


Why advertise this shoe at all? 


Is it new? 
Is it style? 


Is it seasonable? 


Is it a leader? 


Is it a staple with a steady demand? 


Does it represent excess stock? 


Does it represent a broken lot? 


Is it slow selling? If so, why? 
How many pairs are there on hand? 





the suburbs because of the traffic 
congestion in the down-town dis- 
tricts. He says that people have 
been so annoyed by the parking prob- 
lem, the slowness of travel in the 
city, and the noise and confusion of 
the big cities, they are now becom- 
ing more favorably inclined to trad- 
ing in the suburban shops. 

Further, he says, the high rents 
and constantly increasing expenses 
of the down-town store make it al- 
most impossible for a man of limited 
capital to get a start. He makes the 
statement that in another decade the 
suburban shop will come into its own 
and become an active competitor of 
the big fellow in the heart of the 
city. 

There is room for some good argu- 
ments, pro and con, and the RECORDER 
wants its readers to give their opin- 
ions. Write the short article on the 
subject of—“The advantages of the 
suburban shop over the down-town 
store.” Limit your article to five 
hundred words. Tell the story in 
fewer words if possible. Do not 


hesitate to try your hand. You may 
have a better gift for writing than 
you suspect. 


Another Question 


If you were going to open a chi!- 
dren’s shoe store, where would you 


open it? Would you select a small 
store in the business district, or 
would you try to locate in the sub- 
urbs? One merchant says that 
mothers are becoming more favor- 
ably inclined to buy children’s shoes 
from the little store around the 
corner. They dread to take the chil- 
dren down-town to buy their foot- 
wear. 

Besides that the only day they can 
bring the children into town is on a 
Saturday, and every mother knows 
that is a bad day to shop with chil- 
dren. In a small shop out in the 
residential suburbs a mother can run 
in after school in the evening or be- 
fore school in the morning. Even 
though it be Saturday she will not 
be so inconvenienced by crowds in 


What sizes are on hand? (Take sizes.) 








the neighborhood store. 

This merchant says that a loca- 
tion in a neighborhood where there 
is a good school will soon make 
money for a merchant who carries a 
representative stock and exercises 
the proper amount of patience and 
ability to fit children correctly. 


A Pointer on Ad Writing 


It is always a good idea, when an 
advertisement is to be written, to 
have the shoes before you, so that 
your eyes may have them with the 
range of your vision while you are 
writing. In keeping your eye on 
your product and trying to maintain 
constant familiarity with it, you 
must not let it come to appear orcin- 
ary and commonplace to you. You 
must regard it every day with re- 
generated interest, so that it may 
always present itself to you as an 
object of peculiar, particular and 
limitless possibilities, the contempla- 
tion of which is an adventure in it- 
self. 
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An Intimate Industry 


HERE is no trade in the United States that 

has the intimate relationship, one man with 
another, that the shoe trade has. It is the marvel 
of other merchandising and manufacturing crafts 
that shoe men everywhere are so interested in 
what other shoe men are doing, interested in their 
success, and solicitous of their welfare. 

We come to the intimate period of the year and 
we apply that term of intimacy to the conventions 
in Chicago, St. Louis and Atlantic City, for they 
open the new year with opportunity. A new point 
of view, a change of scene, brightens every man 
for his work in 1926. We hope that every mer- 
chant attending these conventions will discover a 
new interest in shoes. We purposely make this 
issue a “thoughtful one” to give him a broader 
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vision of the shoe industry of the future. 

We ask each merchant to look at his own com- 
munity, not only as of the year 1926, but a number 
of years ahead. When wits become dull after 
months of store routine, a visit to market stimu- 
lates the imagination, and what is more, increases 
your appreciation of merchandise you have on 
hand and what you expect to purchase. You will 
find that you will know more about the merchan- 
dising possibilities of your community by talking 
with some other merchant who has solved his prob- 
lem. Your goods then will look fresh and new, 
attractive and intriguing and Easter will be a wel- 
coming harvest time. 

Are we coming back to the practice of looking 
at store stocks on the basis of two big seasons of 
the year—a peak for Easter and a peak for Octo- 
ber? There is a danger in peaking your stock. A 
better practice would be to buy for your needs for 
Easter and then for every month following to have 
something new and attractive to interest the public 
in buying. 

The store that is full of sizes and styles at only 
one time in a season lacks the spirited interest of 
the customer in the following month and lacks talk- 
ing points for the clerks. The floor salesman gets 
a thrill out of a new line of shoes and you need to 
stimulate his salesmanship by shipments right 
through the year. 





Come to Convention 


HY should a merchant attend a convention 
of his trade? Why should shoe merchants 
attend the conventions that are soon to be held? 
A shoe merchant should attend because it pays 
te attend. Any man who goes to a convention in 
the right spirit, with an open mind, with a desire 
to learn, will return home richer in knowledge and 
better in his heart. He will be broadened and 
softened by reason of his contact with his fellows. 
If for no other reason he should attend because 
he will meet other shoe men and talk man-to-man 
with them. He may even meet a competitor from 
his own town and get acquainted with a good fel- 
low. That competitor, who looked like an ogre at 
home, may turn out to be a charming gentleman, 
a man well worth knowing, a square shooter, and 
the acquaintance formed in the atmosphere of con- 
vention good fellowship, may result profitably to 
all concerned. 

A merchant should attend the convention of his 
trade because these days of keen competition have 
developed a new breed of merchants. The keen 
ones attend conventions. They learn a lot. -They 
go home and put that knowledge to work. They ex- 
change ideas and experiences with others. They 
give as much as they take. 

Any merchant who attends the coming conven- 
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tions with the notion that he can sit tight and say 
nothing, and still profit by his attendance, is all 
wrong and had better stay at home. “The closed 
hand receiveth naught.” In this life a man gets 
in proportion to what he gives. A shoe merchant 
who enters into the proper spirit of his convention 
will profit. 

Wise crackers, in an attempt to be humorous, 
often belittle conventions and make a lot of alleged- 
ly witty remarks about the Babbitts and the other 
conventioneers. Let them have their joke. They 
are funny to those who laugh at the mother-in-law 
joke in vaudeville shows. 

Shoe men, all over the land, will assemble in con- 
vention soon, to talk of shoes. That is your job, 
you shoe men. Get right to it. 


The Open Door 


HE National Shoe Retailers’ Convention this 

year is held in a hotel. The convention itself, 
in the big ballroom of the Hotel Sherman, will give 
to every merchant a forum for ideas and ideals. 
But many of the merchants attending a convention 
do so for the purpose of buying their Easter re- 
quirements. These merchants may spend three 
hours in the convention session per day, but they 
also want to spend five to seven hours in looking 
over lines, to say nothing about entertainment and 
those features that always go with conventions in 
all lines of business. 

The buying hours of these merchants should be 
a matter of real interest to the salesmen and man- 
ufacturers who have displays in the hotels.. We 
want to advocate the policy of the open door—a 
welcome to every merchant to come in and see the 
line. There have been previous conventions that 
have “flopped” because a 
few “decoy” styles were 
put down in the exposition 
hall and the good styles of 
the line were hid in a hotel 
sample room. 

The average merchant 
was welcome to look at 
the decoys, but wasn’t 
particularly invited to 
look at the real lines. 
There is no question but 
that many of the sample 
rooms will have tables full 
of decoys in the shape of 
weird and interesting pat- 
tern dreams. It would be 
folly for most merchants 
to look at them with the 
view to purehasing them 
for his eommunity. 


Shoe Conscious! 
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We hope to see practical shoes grouped together 
in each room so that any merchant may view them. 
At one of the sample making conferences of a big 
factory the salesmanager to “keep peace in the 
family” permitted every salesman to design pat- 
terns as his fancy might desire. The factory went 
to the expense of having the samples made, several 
hundred in number, and what a weird and wild 
collection of shoe coverings were assembled. These 
will all appear in one room at the convention and 
the salesmanager will give to each salesman on 
the opening day of the convention a little memoran- 
dum stating “Show them the decoys, but any man 
will be fired if he sells a pattern outside of the 
eighteen ‘best bets’ concealed in the inner room.” 
So it may be necessary to open more than one door 
to get the styles that you want for Easter, 1926. 


The “Right Shoe” Movement 


HERE was a time, years and years ago, when 

the wearing of patent leather shoes on the 
street in the forenoon placed a man under sus- 
picion of having been out all night. 

New York humorists had a lot of fun out of a 
certain local character who wore tan shoes with 
full evening dress. 

As time wore on and apparel became more and 
more important in man’s scheme of life, the finger 
of scorn was pointed at the man who was guilty of 
wearing wrong shoes on wrong occasions, or wrong 
shoes on right occasions, if you prefer. 

Have men slipped? Are they careless of their 
appearance in dress? Are they guilty of wearing 
shoes that are incongruous with their clothes? 

Are women equally negligent of their attire? Do 
they wear turn shoes when they should wear welts? 

Every shoe man in 
America will answer in 
the affirmative. What are 
we going to do about it? 

Educate them, breth- 
ren, educate them. Tell 
them what to wear. Tell 
men that colored shoes are 
entirely out of the picture 
after 6 o’clock in the 
afternoon. Tell the ladies 
something about the folly 
of wearing thin soles and 
fragile slippers on the 
street, and by that same 
token, tell them the incon- 
gruity of wearing heavy 
welts with an afternoon 
gown or party dress. Some 
of the dears do that, you 
know. 
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White and Black Both Strong 


for Spring 


Biscuit Tones Furnish a New Color Note 


OMER was the first fashion 
writer. He regaled the Greek 
world with. the following ob- 


three thousand 


servations some 
years ago: 

“E’en as she spoke the gold- 
throned morning came. On me she 
put a cloak and tunic 
as my raiment. The 
nymph bedecked her- 
self in a robe of sil- 
ver white, fine spun 
and _ graceful. She 
then bound a gold gir- 
dle ’round her waist 
and fixed a veil upon 
her head.” 
‘ And so present 
fashions hark back 
three thousand years, 
since white is finally 
in first place as a 
novelty, with gold 
more plentiful in 
dress. At the open- 
ing night of the 
opera, white and 
pastel colors are most 
in evidence. 

This means that 
when the circus time 
comes round again to 
take the place of the 
opera, white and all 
the pastels will be 
selected for “Queens 
of the May” as well fH «x 
as a favorite for most 
of the summer girls. 

White makes a 
gain that gives it 
equal right with any 
one other color. One 
manufacturer of wool his 
and worsted dress (im 
goods shows six 
weaves in white dress 
goods as against 
three one year ago. 
Manufactur- 
ers of silks for the 
masses continue to 
report a gain in the 
demand for white 


wear! 


»_ and pastel b 


‘She’ likes . . 


indesctibably beautiful . . 


... very decollere’.. 


rocade -uniquely paneled in a trim of 
Silver kid...a pair...33.00 : 


... unusual ‘gifty’ Slippers! .. 
- marvelous negligee slippers . . 
brocades in vivid high style colors.. charming mules 
of satin or kid, plain or trimmed . 
. ‘Comfys’, ‘D*Orsays’, ..cravelling Fi anes ns 


os. give Buckles of rhinestones “ing shine 
En Sika eoadin Adesonmen -& pait. ..8.00: to ~ 
50.00 «. tater serra: a 


“nag. 


By EUGENE PEIRCE 
Boot and Shoe Recorder Color Expert 


grounds decorated with 

While summoning all the evidence 
possible to prove that white is 
making a gain, we arrive at the 
parallel conclusion that black is do- 
ing the same thing. Dyers of in- 
ternational renown organized to 


D 


“<Chauay*.. fe i 


ag the newest style note in evening foor. 


. this sli fashioned of silver ‘ 
it sah Beautiful 


materials 
ito play a 


leading role champagne, 


in Spring 
footwear. 


you're sure . 
to ‘and thestyle 
-- exotic 


. there're 


. scintillar- 


406 iby SAS 
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colors. 


dye in the piece or skein have more 
dyeing orders booked for black than 
can possibly be delivered on the 
dates requested. 

In Paris and around the world, 
black is the intensifying color in all 
novelty silks. For example, on a 
white ground is posed a full blown 
rose the size of a cabbage, but in- 
stead of being green the attending 
leaves of the rose are black. Simi- 
larly, in most tinted grounds lit up 
with brilliant colors expressed in 
motifs drawn from flowers, black is 
introduced as an intensifying color 
and by way of contrast. 

In millinery shops black hats still 
sell like bread in a bakery. With 
makers of fine outer garments black 
satin coats are in the front rank of 
popularity. 

Referring specifically to colors, it 


“may be said that they will be lighter 


than at any time in the history of 
fabrics or leathers. Starting with 
leather will gradually 
deepen into a light, pure and un- 
adulterated beige. Tones of ecru 
will follow. 


Soft, light, pure biscuit 
tones, untinted with strong 
yellows or reds, just a step 
away from cream with a touch 
of “biscuit top brown,” will 
displace the Russia calf of 

last year. I am 
speaking of 
color—not 
leather. 


Every shoe man I 
meet stops and asks 
the pertinent ques- 
tion, “What about 
gray?” Answer— 
“Gray is a novelty 
fur color for the 
trimming of black 
coats, but as for foot- 
wear, it will not have 
a vogue _ because 
spring, according to 
my estimate, calls for 
pastel shades. 
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JOHN J. BAIRD, 


President 
National Shoe Retailers’ Association 





“The practical keynote of our great convention 
will be: How to Make More Money in the Retail 
Shoe Business in 1926. Come to Chicago and 
learn how. I want to help you in a convention 
planned for that purpose.” 
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N. E. JACOBS IRVING B. HOWE 
Vice-President Vice-President 


Leadership Means Obligation 


Each of these officers (or all) are available for the solution of the 
problems of those who attend the Convention. 


President Vice-Presidents 
John J. Baird Frank P. Meyer, First Vice-Pres. 
N. E. Jacobs, Second Vice-Pres. 
Secretary-Treasurer Irving B. Howe, Third Vice-Pres. 
Christian Ludebuehl Martin Murray, Fourth Vice-Pres. 


Manager President-Emeritus 
George W. Spangler A. C. MceGowin 


Assisant Manager Chaplain-Emeritus 
E. D. Gildersleeve 











iV MARTIN 
\N MURRAY 
Vice-President 


TH 
FRANK P. MEYER 
Vice-President 


SEATON ALEXANDER, Chr. Ex. Com. 
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HARRY W. HAHN . C. FEDLER, JR. 
Executive Commitee Executive Committee 


Past Presidents 


A. C. MeGowin C. K. Chisholm 
John O’Connor John Slater 
A. H. Geuting Seaton Alexander 


James P. Orr 





Directors 1925 


Seaton Alexander Percy Hart Martin Murray 
C. K. Chisholm Chester Harold E. N. Park 

M. A. Condon Irving B. Howe R. E. Sager 
Richard F. Barnum WN. E. Jacobs John Slater 

J. C. Fedler, Jr. Will Knight C. M. Stendal 
Harry E. Fontius L. E. Langston Roy. E. Stevens 
F. E. Foster Christian Ludebuehl Reuben Stiefel 
A. H. Geuting M. M. McCain D. F. Sullivan 
A. L. Gude H. C. McLaughlin V. E. Vaile 
Harry W. Hahn Frank P. Meyer C. E. Williams 
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Bs. E. D. GILDERSLEEVE 
Chaplain- Emeritus 


O. M. JOHNSON, Asst. Mgr. 
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élcome to. 
Chicago 


hoe Store 


tional Shoe Retailers’ Convention. Visiting merchants are asked to feel free 
to “butt in” at any old time, make themselves at home and ask all the ques- 
tions they want to. Resolutions to this effect have been passed by a large group of 
‘the Chicago men. Here they are: 
“A good idea gleaned from the experience of a friendly neighbor advances the 
art of merchandising and increases the respect of the American public for the ser- 
vices rendered by our craft. 


“Therefore, we, as shoe merchants within the Loop of Chicago, extend a hearty 
welcome to visiting shoe merchants. You are truly welcome.” 


ike retail shoe stores of Chicago have united to play the host during the Na- 


Fh AI Sin LION Ne NG IO OIE NS 


Boston Store 
Cutler 

F. E. Foster 
Fair Store 
Grossman’s 
Hanan 
Holden’s 
Hassel’s 
Marshall Field 
H. A. Meyer 
I. Miller 

R. Metz 
Mandel Bros. 
O’Connor & Goldberg 
Stetson’s 
Stevens 
Walk-Over 


(Signed) 


Wollack & Bauer 

C. H. Wolfelt 

Alfred J. Ruby, Inc. 
Feltman-Curme 

Nunn, Bush Shoe Stores 
A. E. Nettleton Co: 
Palmer House Boot Sho, 
Arnold Glove Grip Store 
Beggs Hubbard 

French, Shriner & Urner 
Regal Shoe Stores 

Selz Royal Blue Stores 
Dr. Reed Cushion Shoe Store 
Florsheim Shoe Stores 
Ground Gripper Shoe Co. 
W. L. Douglas Stores 
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A Convention—Earful 


And a Style Revue—Eyeful 


: CONVENTION is more than 
A an official program—it is the 

idea of one man meeting an- 
other, and the exchange of ideas 
having a practical application to 
mutual problems. The National 
Shoe’ Retailers’ Association in its 
fifteenth annual convention con- 
siders that the experience gleaned 
from former conventions is helpful 
to the convention of Jan. 7, 8 and 9 
at Chicago. 

For that reason the convention 
acknowledges that most shoe men 
are not particularly early risers and 
that an eleven o’clock meeting would 
be the best for all concerned. 
Therefore, the convention will open 
at eleven o’clock and close at two 
o’clock, condensing into>three hours 
a national interest in: subjects dis- 
cussed. 

There will be one dominant 
speaker for each session, making 
three in all—Thomas K. Kelly of 
Minneapolis, Minn., Fred W. Ander- 
sen of Cozad, Neb. and S. J. 
Brouwer of Milwaukee, Wis. These 
three leaders are expected to carry 
the major topics of the day, with a 
series of merchant sharpshooters to 
sit on the side lines. If interest 
lags they jump to the rescue. 


——————eeeee———eeee———e—eee——eeeeeee——eee—————————————————————— 





Merchant Orators 
Five-Minute Men 


George J. Bunn, 
Salem, Ohio 
Paul Crawford, 
Lima, Ohio 
Fred N. Greenwood, 
Boston, Mass. 

J. H. Mittenthal, 
Fresno, Cal. 

A. E. Felser, 
Washington, D. C. 
Fred S. Stuhler, 
Monticello, Iowa 
John R. Trimble, 
Calais, Maine. 
A. D. Barros, 
St. Croix Falls, Wis. 
Schuyler Jones, 
Wichita, Kan. 
W. H. Ackerman, 
Springfield, Ill. 
J. B. Langenberg, 
Appleton, Wis. 
Michael A. Levy, 
Santa Barbara, Cal. 
H. H. Minnick, 
Greenville, Ohio 
R. E. Cressey, 
Fairbury, Neb. 
J. C. Barclay, 
Monongahela, Pa. 
Eugene Kepler, 

Peoria, Ill. 





By this convention program 
Manager Spangler hopes to set a 
new record for accomplishment in 
behalf of the small merchant who 
considers his convention a forum 
for ideas. 


OFFICIAL PROGRAM 
Opening Day, Thursday, Jan. 7, 1926 


In the morning, until 11 a.m. In- 
spection of exhibits by manufac- 
turers. 


11 A. M. Convention opens.. Ad- 
dress of welcome by Hon. Wm: E. 
Dever, Mayor, City of Chicago. 

Invocation. Rev.. E.. D:. Gilder- 
sleeve, one of the founders of the 
association. 

Business of the convention: Ap- 
proving minutes of meeting, etc. 


Committees of the Convention. 

Resolutions Committee: Chairman, 
Irving B. Howe, Arthur D. Anderson, 
James H. Stone. 

Nominating Committee: Chair- 
man, Harry C. McLaughlin, N. E. 
Jacobs, Harry Fontius, E. N. Park, 
D. F. Sullivan, Harry W. Hahn, John 
G. Buckley. 
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Message of President—John J. 
Baird. 

The major topic of the day “Adver- 
tising and Sales” by Thos. K. Kelly 
of Minneapolis. 

Questions and answers. 

2 P.M. Afternoon open for buy- 
ing. 

8.30 P. M. National style revue 
staged by Edward Beck and led by 
Miss Cinderella. Fashion revue at 
Hotel Sherman ballroom in three sec- 
tions, morning and ‘street shoés, 
afternoon and semi-dress, dress and 
evening shoes. 


Friday, Jan, 8, 1926 

In the morning, until 1l a.m. In- 
apection of exhibits by manufac- 
turers. 

11 A. M. Convention opens: Ad- 
dress by Fred W. Anderson of Cozad, 
Nebraska on “Modern- Retailing.” 

(The Miracle Merchant—Mr. An- 
derson has built up an annual busi- 
ness of $350,000 in a town of 1300 
population. He has novel but very 
practical ideas.) 

Five minute talks by retail mer- 
chants. 

Open discussion. 

Afternoon open for buying. 

8.30 P. M. National Style Revue. 


Saturday, Jan. 9, 1926 

In the morning, until 11 A. M. 
Inspection. of exhibits by manufac- 
turers, 

11 A,M. Major topic—Selling and 
Fitting Shoes. S. J. Brouwer, Mil- 
waukee, Wis. 

Official business of the convention. 

Questions and answers. 

Five minute talks by retail mer- 
chants, 

3 P.M. Matinee Style Revue. 

7.30 P. M. National Banquet— 
Hotel Sherman. 

The National Cinderella—Presen- 
tation. 

Soldiers Courageous—Advertising 
the world over by Capt. Irving 
O’Hay. 

9.30 P. M. Dancing. 


HOEMEN attending the N. S. 

R. A. Convention in Chicago 
Jan. 7, 8 and 9, will be given an 
opportunity to hear speakers whose 
messages will have a visible effect 
on the cash drawer. 

The surprise of the business ses- 
sions will be twenty speakers—all 
retail shoe men selected from every 
part of the country—who will tell 
how they have met and overcome 
the obstacles to successful selling of 
footwear. These merchants will be 
“small town” merchants. Business 
men who have made successes in the 
shoe business in the little towns in 
all parts of the country and their 
intimate revelation of the means 
that they have used to build up vol- 
ume and overcome difficulties will 
be worth dollars and cents to the 
merchants attending. 

Fred W. Anderson of Cozad, Neb., 
the Miracle Merchant—who built 
up a business of $300,000 a year in 
a town of 1300 people, will tell the 
story of how it was done. Mr. An- 
derson speaks with authority for he 
has demonstrated the value of his 
own ideas and not only that—but he 
is able to tell his story in a most 
clear and convincing manner. Shoe 
merchants who are looking for the 
unique and unusual way of building 
business should be on hand to hear 
Mr. Anderson’s amazing story of 
what can be done in a small town 
with the right kind of tools and 
effort. 

Another speaker who brings an 
interesting message of retailing and 
retail experience will be Thomas K. 
Kelly of the T. K. Kelly Sales Sys- 
tem of Minneapolis, Minn. Mr. 
Kelly’s story—and the story of his 
successful retail methods—are well 
known to almost every merchant in 
the whole country. The methods by 
which Mr. Kelly has built up his or- 
ganization—the most remarkable of 
its kind in the world—will be told 
in detail to the shoe merchants. 

Mr. Kelly brings to the convention 
the result of more than a quarter 
century’s experience in developing 


retail businesses and the methods 
that he has employed are as efficient 
in daily operation as they are in sale 
events. 

In the past two years thousands 
of retail merchants at conventions 
have heard the stirring and educa- 
tional message that Mr. Kelly de- 
livers on “Retail Selling” and his 
presence has been asked at almost 
every important retail convention 
held in this country in the past two 
years. 

As the head of the great Kelly 
Sales System—and president of 
three State and one national bank in 
Minneapolis—Mr. Kelly gladly gives 
his time to the spreading of the 
gospel of good retailing, and shoe 
merchants who miss the stirring ad- 
dress that he is sure to give over- 
look a splendid opportunity to make 
their business a more profitable one. 


OWHERE else in all the world 

will there be an exposition of 
shoe styles equal to the Style Re- 
view given at this year’s convention. 
This year’s review will outdo in 
elaborate splendor any other review 
that has been staged at any conven- 
tion and the models used will be 
selected from among the contestants 
for the N. S. R. A. $1,000 Cinderella 
Prize Contest for the most perfect 
feet in Chicago. These young 
women will be selected from the 15,- 
000 applicants who have been meas- 
ured and cataloged for the contest. 

The National Shoe Retailer Asso- 
ciation for the past year has been 
continuing the work started by the 
Harvard Bureau and there will be 
an accurate cross-section of the shoe 
store costs and figures that alone are 
worth the trip to Chicago to study 
and follow. 

The open forum discussions this 
year will be lengthened and every 
merchant will be given an oppor- 
tunity to participate in the discus- 
sions. Styles, leathers, store and 
advertising methods and all kinds of 
problems of selling will be on tap. 
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Every room 
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Cooperators and Exhibitors at the 
National Shoe Retailers Convention 


— Foot X-Ray Corporation, Milwaukee, 

is. 

Albert & Son, J., Brooklyn, N. Y. 

Algier Shoe Manufacturing Company, Brook- 
lyn, N. Y. 

Amalgamated Leather Co., Inc., Philadelphia, Pa. 

American Shoe Co., Brooklyn, N. Y. 

American Seating Co., Chicago, IIl. 

Arnold, M. N., Shoe Co., North Abington, Mass. 

Arnold Bros. & Co., North Abington, Mass. 

Ault-Williamson Shoe Co., Auburn, Maine. 

Baker Shoe Co., Geo. W., Brooklyn, N. Y. 

Bally-Hoskins, Inc., Long Island City, N. Y. 

Bancroft-Walker Co., Boston, Mass. 

Barbour Welting Co., Brockton, Mass. 

Bates, A. J., & Co., Webster, Mass. 

Betty Shoe Co., Brooklyn, N. Y. 

Bleecker Shoe Co., New York City. 


Bliss & Perry Co., Newburyport, Mass. 

Boot and Shoe Recorder, Boston. 

Boyd-Welsh Shoe Co., St. Louis, Mo. 

Bradley Shoe Co., Haverhill, Mass. 

Brauer Bros. Shoe Co., St. Louis, Mo. 

Bresnahan Shoe Co., Boston, Mass. 

Bright Shoe Mfg. Co., Inc., Brooklyn, N. Y. 

Brockton Shoe Mfg. Co., Brockton, Mass. 

Brown Shoe Co, St. Louis, Mo. 

Capital Shoemakers, Inc., St. Louis, Mo. 

Carlisle Shoe Co., Carlisle, Pa. 

Carson, Pirie, Scott & Co:, Chicago, IIl. 

Central Shoe Co., Boston (Roxbury) Mass. 

Choteau Shoe Mfg. Co., St. Louis, Mo. 

Churchill & Alden Co., Brockton, Mass. 

Clapp & Son, Inc., Edwin, East Weymouth, Mass. 

Clinton Shoe Mfg. Co., Clinton, Iowa. 

Commonwealth Shoe & Leather Co., Whitman, 
Mass. 

Conrad Shoe Co., Brockton, Mass. 

Cornell Shoe Co., Inc., Brooklyn, N. Y. 

Lewis A. Crossett, North Abington, Mass. 

Craddock-Terry Co., Lynchburg, Va. 

Creighton, A. M., Lynn, Mass. 

Croxton, Wood & Co., Philadelphia, Pa. 

Davies Shoe Mfg. Co., Racine, Wis. 
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Dayton Last Works, Dayton, Ohio. 

Degen, Lipp, Inc., Brooklyn, N. Y. 

Diamond Shoe Co., Brockton, Mass. 

Dougherty, Inc., H. T., New York City. 

Douglas, W. L., Shoe Co., Brockton, Mass. 

The Irving Drew Co., Portsmouth, Ohio. 

Dryden Rubber Co., Chicago and St. Louis, Mo. 

Dunbar Pattern Co., Brockton, Mass. 

Dunn & McCarthy, Inc., Auburn and Bingham- 
ton, N. Y. 

Eaton, Chas. A., Brockton, Mass. 

Edwards, J., &-Co., Philadelphia, Pa. 

Einstein, J., Inc., 7-11 Spruce St., New York. 

Emerson Shoe Mfg., Co., Rockland, Mass. 

Endicott-Johnson Corporation, Endicott, N. Y. 

Evans’, L. B., Sons Co., Wakefield, Mass. 

The Excelsior Shoe Company, Portsmouth, Ohio. 

The Feder-Gregg Shoe Co., Cincinnati, Ohio. 

Fiebrich-Fox-Hilker Shoe Co., St. Louis, Mo. 

Field & Flint Co., Brockton, Mass. 

The Florsheim Shoe Company, Chicago, IIl. 

Foerderer, Robert H., Inc., Philadelphia, Pa. 

Ford & Co., Inc., C. P., Rochester, N. Y. 

Freeman Shoe Manufacturing Co., Beloit, Wis. 

Friedman-Shelby Branch, International Shoe 
Co., St. Louis. 

Garside, A., & Sons, Long Island City, N. Y. 

Geller Shoe Mfg. Co., Inc., Andrew, Brooklyn, 
N. Y. 

Gold Maid Hosiery Co., Chicago, IIl. 

William Goldstein, Inc., 127 Spring St., New 
York City. 

Green, Danl., Felt Shoe Co., Dolgeville, N. Y. 

Hazen B. Goodrich Co., Haverhill, Mass. 




























Every corridor 
a fashion parade 


Gregory & Read Co., Lynn, Mass. 
Goodyear Tire & Rubber Co., Akron, Ohio. 
Gray, John §&., Inc., Syracuse, N. Y. 


The Griffin-White Shoe Company, 
N. Y. 


Griess-Pfleger Co., Cincinnati, Ohio (General 
Offices here) , 


Grossman, I., Inc., Chicago, Ill. 
Ground-Gripper Shoe Co., Inc., Boston. 

Hakim Bros.-Kassar Co., Brooklyn, N. Y. 
Hallahan & Sons, Inc, Philadelphia, Pa. 
Hamilton-Brown Shoe Co., St. Louis, Mo. 
Harsh and Chapline Shoe Co., Milwaukee, Wis. 
Harding Shoe Co., Haverhill, Mass. 
Haseltine Co., Ernest D., Newburyport, Mass. 
The Hecht Fixtures Co., Chicago, IIl. 

Heim and Doremus, Inc., Brooklyn, N. Y. 
Howard W. Hill Company, Beverly, Mass. 
Holland Shoe Co., Holland, Mich. 

Hoyt Shoe Co., F. M., Manchester, N. H. 
Jefferson Import Co., Inc., New York City. 
Johansen Bros. Shoe Co., St., Louis, Mo. 
Johnson-Stephens & Shinkle Co., St. Louis, Mo. 
Johnston & Murphy, Newark, N. J. 

The Julian & Kokenge Co., Cincinnati, Ohio 


Brooklyn, 
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Keith Co., Geo. E., Brockton, Mass. 

Kurz & Lapidus, Brooklyn, N. Y. 

Mrs. A. R. Kimg, Inc., Philadelphia, Pa. 

Krippendorf-Dittmann Co., Cincinnati, Ohio. 

Kirkendall Shoe Co., Omaha, Neb. 

we & McLoughlin, Inc., Long Island City, 

Laird & Schober & Co., Philadelphia, Pa. 

Lampe Shoe Co., W. H., St. Louis, Mo. 

Lapidus, Morris, New York City. 

Lattemann, John J., Shoe Mfg. Co., Inc., New 
York City. 

LaValle & Lo Presti, New York City. 

Lax & Abowitz, Brooklyn, N. Y. 

Leavitt Co., Geo. B., Farmington, N. H. 

Lee-Gore Shoe Co., Brooklyn, N. Y. 

Levie Shoe Co., Chicago, IIl. 

The London Character Shoe Co., Brockton, 
Mass. | 

MacLaughlin-Sweet, Inc., Auburn, Maine. 

Manheimer & Co., Inc., Abe, St. Louis, Mo. 

Mackey Shoe Co., Inc., Brooklyn, N. Y. 

Marathon Shoe Co., Wausau, Wis. 

Marlborough Shoe Company, Inc., The, Marl- 
boro, Mass. 

Mazer Bros., Philadelphia, Pa. 
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McElroy Sloan Shoe Co., St. Louis, Mo. 

Meier Shoe Co., John, St. Louis, Mo. 

The Menihan Co., Rochester, N. Y. 

Menzies Shoe Co., Fond du Lac, Wis. 

Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 

Milford Shoe Co., Milford, Mass. 

Miller, I., & Sons, Inc., Long Island City, N. Y. 

Milwaukee Shoe Co., Milwaukee, Wis. 

Minor & Son, Inc., P. W., Batavia, N. Y. 

The Moore Shoe Co., St. Louis, Mo. 

Moore-Shafer Shoe Mfg. Co., Brockport, N. Y. 

Morse & Burt Co., Inc., Brooklyn, N. Y. 

Nettleton, A. E., Co., Syracuse, N. Y. 

Nunn, Bush & Weldon Shoe Co., Milwaukee, Wis. 

Ogden Shoe Co., Milwaukee, Wis. 

Ohio Leather Co., The, Girard, Ohio, 

O’Donnell Shoe Co., St. Paul, Minn. 

Old Colony Shoe Co., Brockton, Mass. 

Palter, Dan, Inc., New York City. 

Panco Rubber Co., Chelsea, Mass. 

Packard Company, M. A:, Brockton, Mass. 

Panther Rubber Co., Stoughton, Mass. 

Pedigo-Weber Shoe Co., St. Louis, Mo. 

Perfect Shoe Mfg., Co., Brooklyn, N. Y. 

Peters Branch of the International Shoe Co., 
St. Louis. 

Philipson-Lockwood, Inc., New York City. 

The E. B. Piekenbrock Shoe Mfg. Co., Dubuque, 
Iowa. 

Pinckney-Harding Co., Inc., Brooklyn, N. Y. 

Pincus & Tobias, Inc., Brooklyn, N. Y. 

Plant, Thos. G., Co., Jamaica Plain District, 
Boston. 

Premiér Shoe Co., Inc., Brooklyn, N. Y. 
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Racine Shee Mfg. Co., Racine, Wis. 

Ramsey, E. J., New York City. 

Reed & Co., E. P., Rochester, N. Y. 

Reynolds Co., The, Providence, R. I. 

Rice & Hutchins, Inc., Boston. 

Rice-O’Neal Shoe Co., St. Louis. 

Rich Shoe Co., Milwaukee, Wis. 

Rickard Shoe Co., The, Haverhill, Mass. 

Roberts, Johnson & Rand Branch of the Inter- 
national Shoe Co., St. Louis. 


Rothman, Benj., Inc., New York City. 
Samuels Shoe Mfg. Co., St. Louis. 

Saval Shoe Mfg. Co., Chicago, IIl. 

Scholl Mfg. Co., Chicago, Il. 

Schmidt & Co., Inc., Carl E., Detroit, Mich. 
Schwartz & Benjamin, Inc., Brooklyn, N. Y. 
Selby Shoe Co., Portsmouth, Ohio. 
Sherwood Shoe Co., Rochester, N. Y. 

Shoe and Leather Reporter, Boston. 

Shoe Specialty Mfg. Co., St. Louis, Mo. 
The Shoe Retailer, Boston. 

Sigman & Cohen, Inc., Brooklyn, N. Y. 
Silva & Co., Inc., Brooklyn, N. Y. 
Sinsheimer Bros. & Co.,. Chicago, IIl. 
Skinner, William, & Sons, New York City. 
Slater Co., C. B., South Braintree, Mass. 
Slipper City Shoe Mfg. Co., Haverhill, Mass. 
Smaltz-Goodwin Co., Philadelphia, Pa. 
Smith Shoe Co., J. P., Chicago, Ill. 

Smolen & Co., Inc., Harry, Brooklyn, N. Y. 
Stone-Tarlow Co., Inc., Brockton, Mass. 
Stonefield-Evans Shoe Co., Rockford, IIL. 
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Stetson Shoe Co., Inc., South Weymouth, Mass. 
Strassburger-Stiles, Inc., Brooklyn, N. Y. 
Standard Kid Company, Boston. 

Teeple Shce Co., Waupun, Wis. 
Thomson-Crooker Shoe Co., Boston. 

Tessier & Bowdoin, Haverhill, Mass. 

Three Star Shoe Company, Brooklyn, N. Y. 
Toomay Company, The, Boston. 

Tweedie Footwear Corp., Jefferson City, Mo. 
United Last Company, Boston. 

United States Rubber Co., New York City. 
The United States Shoe Co., Cincinnati, Ohio. 
United Shoe Machinery Corp., Boston. 

The Unity Shoe Mfg. Co., Brooklyn, N. Y. 


Universal Shoe Mfg. Co., (Craddock-Terry Co.) 
Lynchburg, Va. 


Vollman, Lawrence Co., Cincinnati, Ohio. 
Wall, Streeter Shoe Co., North Adams, Mass. 
Watson Shoe Co., Lynn, Mass. 

Wichert, Inc., Brooklyn, N. Y. 
Winkler-Thompson Co., Inc., New York. 
Wright & Co., Inc., E. T., Rockland, Mass. 
Witherell & Dobbins Co., Haverhill, Mass. 
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Who’s Who in Associations 


The Roil of Honor Spreads from Coast to Coast 


Bearing 


the Names of Those Who Lead and 


Serve in Behalf of Their Fellow Merchants 


Shoe Club of Baltimore 
Albert D. Slesinger, Pres., Balti- 
more, Md. 
David Goldstein, Secy., Baltimore, 
Md. 


Binghamton Shoe Retailers’ Assn. 

C. W. Kelsey, Pres., Binghamton, 
Ss. Al 

E. R. Watrous, Secy., Binghamton, 
| ape © 

Buffalo Shoe Dealers’ Assn. 

John J. Grannary, Pres., Buffalo, 
NY: 

Clarence I. Lanich, Secy., Buffalo, 

Re £ 


California Shoe Retailers’ Assn. 

Russell Williams, Pres., San Diego, 
Calif. 

F. A. Rittigstein, Mgr., San Fran- 
cisco, Calif. 

Cincinnati Shoe Men’s Assn. 

Henry Stock, Pres., Cincinnati, 
Ohio. 

George W. Dohrman, Secy., Cin- 
cinnati, Ohio. 
Connecticut Shoe Retailers’ Assn. 

M. C. Keir, Pres., Seymour, Conn. 

W. F. Myers, Secy., New Haven, 





Conn. : 


Dayton Shoe Retailers’ Club 
P. J. Myer, Pres., Dayton, Ohio. 
Paul E. Johnson, Secy., Dayton, 
Ohio. 
Fort Worth Shoe Men’s Club 


E. C. Jordan, Pres., Fort Worth, 
Texas. 

H. L. Goodspeed, Secy., 
Worth, Texas. 


Illinois Shoe Retailers’ Assn. 

W. J. Crawford, Pres., Peoria, IIl. 

J. W. Rodgers, Secy., Blooming- 
ton, IIl. 

Indiana Retail Shoe Assn. 

Earl Crawford, Pres., Crown 
Point, Ind. 

Clyde E. Young, Secy., Indianap- 
olis, Minn. 

Iowa Retail Shoe Dealers’ Assn. 

Fred Hardy, Pres., Winterset, Ia. 

Ira L. Welch, Secy. & Treas., 
Griswold, Ia. - 

Kansas Shoe Retailers’ Assn. 

Grant Templin, Pres., Minneapolis, 
Kans. 

Schuyler Jones, Jr., Secy., Wichita, 
Kans. 


Fort 





















Lancaster Shoe Retailers’ Assn. 
Harry I. Boyd, Pres., Lancaster, 
Pa. 


Shoe Retailers’ Club of Little Rock 
Harry Saifer, Pres., Little Rock, 
Ark. 
Norman Blass, Secy., Little Rock, 
Ark. 


Shoe Dealers’ Assn. of Los Angeles 
Fred E. White, Pres., Los Angeles, 
Calif. 
Alfred E. Adams, Secy., Los An- 
geles, Calif. 


Louisville Shoe Dealers’ Club 


Stuart G. Levy, Pres., Louisville, 
Ky. 

T. R. Browne, Secy., Louisville, 
Ky. 


Maine Retail Shoe Merchants’ Assn. 
T. Henry Black, Pres., Portland, 
Maine. 
Merton A. Lane, Secy., Portland, 
Maine. 


Miami Shoe Retailers’ Assn. 
David L. O’Berry, Pres., Miami, 
Fla. 
Sam H. Bailey, secy., Miami, Fla. 


Massachusetts Retail Shoe ~ 
Merchants’ Assn. 
D. F. Sullivan, Pres., Fall River, 
Mass. 
Fred W. Small, 
Mass. 


Milwaukee Shoe Retailers’ Assn. 
M. Diamond, Pres., Milwaukee, 
Wis. 
W. F. Wuerl, Secy., Milwaukee, 
Wis. 


Missouri Retail Shoe Dealers’ Assn. 


Chas. E. Williams, Pres., St. Louis, 
Mo. 


Arthur Ebbs, Secy., St. Louis, Mo. 


Secy., Boston, 
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Retailers’ 


Mountain States Shoe 
Assn. 


Robert H. Johnston, Pres., Den- 
ver, Colo. 

Muskogee Shoe Retailers’ Assn. 

R. H. Solsbury, Pres., Muskogee, 

Okla. | 
George S. Howard, Secy., Musko- 

gee, Okla. 

The Associated Retailers of Nashville 
J. P. Bell, Pres., Nashville, Tenn. 
Miss Sadie Hartman, Secy., Nash- 

ville, Tenn. 

Nebraska Shoe Dealers’ Assn. 
Emory C. Hardy, Pres., Lincoln, 

Nebr. 

C. W. Watson, 

Nebr. 

Shoe. Organization of New Orleans 
Philip A. Schiro, Chairman, New 

Orleans, La. 
Retail Shoe Dealers’ Assn. of 

New York City 
Adolph Gabriel, Pres., New York 

City, N. Y. 

Benjamin Barmann, Secy., New 

York City, N. Y. 

New York State Shoe Retailers’ 

Assn. 
Chas. T. Miller, Pres., Poughkeep- 

sie, N. Y. 

Harry A. Chase, Secy., Rochester, 

i he 

Northwestern Shoe Retailers’ Assn. 
W. N. Comer, Pres, Minneapolis, 

Minn. 

H. S. McIntyre, Secy., Minneap- 
olis, Minn. 

Ohio Valley Retail Shoe Dealers’ 

Assn. 
Charles Seidenfeld, Pres., Murray 

City, Ohio. 

W. J. Kinstle, Secy., Columbus, 


Secy., Lincoln, 


Ohio. 
Oklahoma Shoe Retailers’ Assn. 
D. M. Fezler, Pres., Oklahoma 
City, Okla. 


Sol Jacobs, Secy., Tulsa, Okla. 

Oregon Shoe Retailers’ Assn. 

George Williams, Pres., Portland, 
Ore. 

J. L. Zinglemann, Secy., Portland, 
Ore. 
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Pennsylvania Shoe Retailers’ Assn. 

George M. Garman, Pres., Phila-. 
delphia, Pa. 

Mrs. Mabel C. Preston, Secy. and 
Bus. Mgr., Philadelphia, Pa. 
Philadelphia Shoe Retailers’ Assn. 
Pies C. Bane, Pres., Philadelphia, 

a. 
Horace J. Gentel, Secy., Philadel- 
phia, Pa. 

Pittsburgh Retail Shoe Dealers’ Assn. 
" J. B. Morrison, Pres., Pittsburgh, 

: 
mn Morris Browdy, Secy., Pittsburgh, 

a. 


Rhode Island Shoe Retailers’ Assn. 


E. S. LaFayette, Pres., Woon- 
socket, R. I. 
are Casterlin, Secy., Providence, 
ye 


Rochester Shoe Retailers’ Assn. 


H. J. Van Arsdoll, Pres., Roches- 
ter, N. Y. 


Allan Draper, Secy., Rochester, 
N. Y. 
St. Paul Retail Shoe Dealers’ Assn. 

D. v. Bryson, Pres., St. Paul, 
Minn. 

Jos. Langley, Secy., St. Paul, 
Minn. 


San Francisco Shoe Dealers’ Assn. 
Jack G. Rogers, Pres., San Fran- 
cisco, Calif. ¥ 
Max. H. Sommer, Secy., San Fran- 
cisco, Calif. 
Seattle Retail Shoe Dealers’ Assn. 
E. N. Phelan, Secy., Seattle, Wash. 
South Bend Shoe Retailers’ Assn. 
A. J. Klingel, Pres., So. Bend, Ind. 
C. H. Towne, Secy., So. Bend, Ind. 














Southeastern Shoe Retailers’ Assn. 
Joseph Steele, Pres., Atlanta, Ga. 


Miss M. A. LaFourcade, 
Charleston, S. C. 


Spokane Shoe Retailers’ Assn. 


Otto Eggerts, 
Wash. 


Syracuse Shoe Retailers’ Assn. 

A. B. MacCormack, Pres., Syra- 
cuse, N. Y. 

T. H Fairbairn, Secy, Syracuse, 
a. Be 

Texas Shoe Retailers’ Assn. 

H. C. Scoggins, Pres., Beaumont, 
Texas. 

Ernest C. Jordan, 
Worth, Texas. 


Toledo Shoe & Leather Club 


N. C. Netter, Pres., Toledo, Ohio. 

J. H. Combs, Secy., Toledo, Ohio. 

Tri-State Shoe Retailers’ Assn. 

O. S. Poe, Pres., Little Rock, Ark. 

Abe J. Kempner, Secy., Little Rock, 
Ark. 

Vermont Shoe Retailers’ Assn. 

Clarence A. Brown, Pres., Rutland, 
Vt. 

B. J. Boynton, Secy., Burlington, 
Vt. 
Washington, D. C. Shoe Retailers’ 

Assn. 

Herbert J. Rich, Pres., Washing- 
ton, D. C. 

Arthur Burt, Secy., Washington, 
D. C. 

Wisconsin Shoe Retailers’ Assn. 

Chas. N. Cody, Pres., Antigo, Wis. 

Joseph . Langenberg, Secy. and 
Treas., Appleton, Wis. 


Secy., 


Pres., Spokane, 


Secy., Fort 
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Graceful Shoes With 
Flowing Lines 


The spirit of the dance swings into foot- 
wear fashions. Among the elements gov- 
erning shoe styles the most important by 
far is the coming flowing, frilly style 
of dress, shoes must bé in close harmony 
in blends of color or of a style that will 
lend itself easily to the ensemble the dress 
designers intend to produce. 


Women no longer buy foot 
covering. They buy foot 
adornment which they insist 
must harmonize with the 
vogue. 
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Bois de rose with sauterne lizard 
insert and goring beneath, with 
fized ribbon bow 
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Two soft shades of brown calfskin, 
stitching in harmony 





The saddle pump is the outstand- 
ing style number for spring 
This lew heeled number in Russia 
calf with patent colt bands 





Parchment kid with gold kid bind- 
ing and trimming, gore adjustment 
under throat 
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Parchment kid pump with geo- 

metric types in bois de rose. The 

idea of geometry in footwear is 

that the patches make the shoe 
look smaller 





Patent leather with slashed quar- 

ter.in mat kid with gore beneath 

the tongue—the beginning of a 
colonial vogue 


7}OR afternoon and in- 
formal ——s wear the 
tongue pump is foremost in 
the realm of good taste. Ef- 
forts are being concentrated 
toward devising new and un- 
usual effects never before ex- 
ploited in tongues, and the 
shoemakers in the custom 
shops are working on the 
same motifs that are dis- 
layed in afternoon frocks. 
he letter V seems to be the 
letter of the fashion law in 
several dresses, as it ap- 
peared several times on the 
new models. 
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Snake skin quarter and heel with 

outside leaf decoration. The lop- 

sided pattern is a real spring 
feature 


Satin slipper with a novelty tongue 
effect in dull kid bands and black 
jet beads 








The step-in as a good fitter permits 

of goring under the throat. This 

patent leather number has an o0s- 
trich panel 
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The basket weave sandal has scored 

such a hit as an evening slipper 

that it is being translated into 

afternoon wear. Parchment heel 

and quarter, golden kid lattice 
‘ront 





The fashion oxford permits of 

fancy overlays. Here we have a 

novel design appliquéd over a tan 
calf. The colors blend 





Russia calf oxford with wine calf 
trimming, bois de rose harness 
buckle with pinked strap end 
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A semi-open side effect is good in 

dress footwear, gray igator in- 

sert over opal gray kid. The strap 
fastens in a loop 


All over alligator open front ox- 
ford. Heels are narrower and 
higher in fashionable footwear 


T this time with the southern 

resort season still unopened, 
buyers assembling their wardrobes 
have shown preferences which in- 
dicate certain definite trends for 
spring. A few exceptionally well 
dressed women affected leather 
trimmings for coats and suits last 
year, but it now seems that leather 
trimming is to be a feature for 
spring. Lizard, snake, frog and 
alligator are used to advantage in 
natural colors as embellishments 
for spring models. Geometric and 
modernistic appliqués have been 
worked out in highly decorative 
effects. In other cases pastel 
shades of alligator either harmon- 
ize or contrast with the shades of 
the garments. 
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Every shoe adorned 25 
makes opportunity Re 


DY 









‘ for the merchant in 
profit and prestige— | 
and is particularly 


F: As pleasurable to his 








customer 




















of various kinds, so that no 
matter how seemingly impos- 
sible a support the throat of 
& pump may present, a good 
foundation for ornamentation 
is afforded. - 


HOE ornamentation is the vogue! 
And a vogue that is increasing. 
A practical style, as well as a 
beautiful one, with many merchants 
reporting a profit of at least 48 per 
cent on buckles, and so many “double 
pairs” sold. For instance, $12 shoes 
—$10 buckles; $30 shoes—$20 
buckles. So the sales records show. 
There are jeweled shoe heels and 
jeweled throats of step-ins, or plain 
pumps “idealized” with the latest in 
glistening decorative effects. 



























., There are rich metal instep straps 
and “bracelets” to secure more firmly 
the dainty plain pump to the wearer’s 
dainty foot in the syncopating meas- 
ures of the “Charleston” or fox trot. 
Even the shoe lace has this season 
taken on an added richness in its be- 
jeweled tip. There are enameled 
buckles, in all of the colors and com- 
binations of the spectrum. There are 
shells and cut steels, bronzed buckles 
and buttons, and buttons, too, of 
dainty rhinestones. There are hand 
engraved buckles. There are bows 
with beaded edges; bows of leather 
and bows of silk. 


There are the new pompons, of 
very fine ribbon, or of georgette 
crépe. There are a thousand-and-one 
different shoe ornamentation designs 
and devices. 
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And it is quite possible, in the wide 
variety of selection, to have entirely 
exclusive patterns. 
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In the realm of the very practical 
devices, there are the buckle supports 
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HE forward strides taken in five years, 1920- 

1925, have brought us to higher standards of liv- 

ing than have those taken in any quarter century 
of American life. 

The wage earner on Jan. 1, 1926, is in a place su- 
perior to that held by him in any civilization hereto- 
fore. Twenty-five years ago the difference in status 
between a man with a million and a man with a daily ly 
wage was great. Today the margin can be bridged in 
a single step. 

The workman with good health and a fair wage 
envelope can purchase all the conveniences of home, 
much the same foods, and enjoy the same luxuries, 
transportation, radio and movies. The span of life it- 
self has been lengthened out. A generation is no 
longer thirty-five years, but closer to fifty-eight. 

It is well at this time, therefore, to consider these 
things and plan our futures with an eye toward those 
developments which are bound to come. 
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" Towers of the Future 


When Footwear Is Worn Mostly 
for Adornment 












to step into the new year, and what is 
equally true, we are making seven league 
steps into a complete new era. The rapidity of 
American progress paints a stupendous picture 
of a great period ahead. Just one little peg to 
fasten the picture on. 


N OW is the time for visions. We are ready 









America, with its hundred and thirteen milions, 
and medical science lengthening out human life 
The modern skyline so that in a dozen years we may have close to two 










pig oS — hundred million! Huge cities like New York that 
great towers like can no longer spread out laterally, but must 





this. 





spread upward; transportation which now has 
reached the stage of being decidedly uncomforta- 
ble for the automobilist, coming to the stage 
where surface traffic is practically at a standstill! 
Then look for towering buildings with elevators 
lifting the people upward. 























Bridges utilized for apartments, 
for people of the future. Such is 
the dream of Hugh Ferris. 













December 26, 1925 BOOT AND SHOE RECORDER 





Ny et 
( 
ui 


ee 
U 





This is the picture we present in this series of 
remarkable drawings made by Hugh Ferris and 
Harvey Wiley Corbett, for Wanamaker’s great 
store in New York—-pictures to be translated into 
steel and stone—imagination let loose into a 
prophecy of what the city of the future will look 
like. 


In 1926, New York celebrates its 300th birth- 
day and this Wanamaker exhibit, one picture 
alone of which is sixty-five feet from top to bot- 
tom, illustrates the fantastic immensities of the 
future. What a titanic future lies ahead. 


We have left to the imagination of Forrest B. 
Monroe the footwear of the future when adorn- 
ment is incidental. Some of his dreams are no 
wilder than footwear now current, and he left out 
entirely the possibilities of civilization wherein 
the foot itself may become just as much of a 
factor of beauty and an index of character as ne da nay wn 
hands are now considered. where the traffic 
cop disappears 
We certainly are not looking far ahead for the itm sa ag 


purpose of letting our imagination run riot, for 





ULE 





Consider the great tenement districts 
of New York changed into parks, a 
center column higher than the Wool- 
worth Building turned into apart- 
ments with every electrical conveni- 
ence at a cost less per person than 
now paid for hovels. A maximum of 
sunlight and a marvelous improve- 
ment in standards of living. 
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we have in five years fulfilled the prophecy made 
by us in 1920. Here it is: 


“It is only within a few years that anything 


even remotely approaching this degree of care 
and study has been devoted to the designing of 
footwear in America or elsewhere, this country 
having had a leading influence and seeming likely 
to retain it. Why this lateness? Does it not 
come about from the following facts: 


1. That the shoe is the latest and newest of 
all details of costume to be invented by mankind. 


2. That the shoe therefore is less developed in 
the matter of historical background and material 
for study. 


3. That it is only within comparatively recent 
years, historically speaking, that it has been es- 
teemed as “an honorable garment,” meriting at- 


A structure designed tention in details other than those of mere utility. 
for the future, cov- 


t it P 
blocks. How vould 4. That the shoe, being thus a newcomer by 





eal ig ot comparison, has possibilities before it of radical 


tomer im your variation and innovation in basic structure. 
own building? 


5. That the shoe has great possibilities in the 
way of its extension among peoples of the earth 
who so far have scarcely used it at all. 





The buildings of the future in the 

age of steel and concrete will make 

life worth living. Then perhaps 

all the countryside will be golf 
courses. 
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6. That the shoe has great possibilities before 
it in the way of elaboration and ornamentation. 






7. That the conditions of modern city life, in- 
cluding very prominently the perfection of street 
paving and the maintaining of dry and clean 
pavements except in weather emergencies, favor 
a use of finer and more elaborate shoes for out- 
door wear than were ever before thus used. 






8. That recognition of the importance of the 
shoe to the physical activities of the individual as 
gaged in city life, in army use and in sports has 
broadened the field of specalized design and mate- 
rials. 






9. That modern attention to hygiene and sani- 
tation are certain to lead to developments accord- 


ingly. 


Might not a more extended study of these head- 
ings be interesting and useful? We believe so 
and will undertake it at an early date. 


We believe that it will pay every man in the 
shoe trade to study its problems and to be as near 
fundamentally right as he can be. 








A patch of skyline as it will appear 
in the future. No limit to the height 
of buildings—airplanes as common 
as Fords. 


(HORTA 





























How the streets of 
the future will look. 
Store windows will 
be one flight up. 
Try and get a lease 
on your present lo 4 
cation for 99 years. g 
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The Peacock Struts 


‘OWN the long avenues of time we see men 

of old colorfully arrayed, and then a big, 

dull spot that came with the age of machinery 

in the last century. Previous to that time man 

was the peacock—he was the dandy—his was the 
vanity. 

Are we on the first stepping stones of a new 
period in masculine dress? This we know— 
that the weaves and colors in spring clothes for 
men are more elaborate than in a century past. 
Are we to get glorious proof that man can dress 
the part? Weird and wild golf clothes, colorful 
shirtings—man’s day is just ahead. Will the 
shoe trade keep pace? 
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Each Season 















































HOES in their season give an oppor- 

tunity for the merchant to have dif- 
ferent weights—spring, summer, fall and 
winter. We-illustrate-on this page three 
typical spring and summer weight oxfords. 
The ball strap pattern for spring, the rub- 
ber heeled model for May Day and the very 
light sole for summer wear. 

_ The best part of the scheme of seasonable 
footwear is that it permits the merchant 
and manufacturer to utilize lighter weight 
stocks—usually at an economy to the trade. 

One of the great tailors of New York 
selected for us his best suitings for spring 


and they appear on these pages in a wide 
variety of colors and fancy weaves. 
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The Young Man | Sets the Style 


























HE real business in men’s shoes ex- 

experienced by merchants today is 
the result of youth getting in the lime- 
light. Smart styles are brought forth 
and exploited according to the desires 
and wishes of the young men. 

The wide bottomed trouser started 
with the college man and has had its 
influence in widening all pant bottoms. 
The college man took up the balloon last 
and as a result the short forepart and 
the wide ball are standard. Young men 
have been taking to black leather shoes 
this fall and a swing is expected toward 
light tans for spring. Here are some of 
the college selections in fabrics made by 
college tailors for spring clothes. 
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Go the Limit 





WOME” HOT STL TTY S 


























HE sport shoes start in the South in 

January and swing north as the birds 
fly. Unusual types of shoes are appearing 
in Florida, tricky patterns on all-over 
white suéde, calf combinations of white 
and black, and a very unusual combination 
of alligator grain over Russia calf in “hot 
dog” footwear. 

It is in the classification of sport foot- 
wear that a merchant can go to any ex- 
treme. He can buy them early, test them 
out and “get out from under” if they don’t 
sell in his community by June. 
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GREAT distribution year lies 
ahead of us. Nineteen hun- 
dred and twenty-six will see 
greater progress in the art of dis- 
tribution, so that the merchant can 
make a profit for the service he is 
rendering. 
The retail shoe merchant performs 
a very vital function in distribution 
because he makes available to cus- 
tomers, at any time and place, the 
style and size required. His true 
function is that of a purchasing 
agent for his community and the 
selection that he makes, and the 
policies he pursues, determine his 
volume of business and the profit 
thereon. 
Profitable merchandising 
order of the day for the man 


is the 
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Building a business—always putting off until 
tomorrow the idea of “getting profits” in the 
belief that when the business is big enough it 
will pay enough—all fine in theory—but how 
about getting the money in 1926—nothing else 


but. 
goes. 


Every business should pay a profit as it 
Pioneer work has its place—but now, no 


matter what may be the size of your business— 
GET THE MONEY. The Boot AND SHOE RE- 
CORDER sets itself in 1926 to help you do it. 


tunity to guide and direct the 
methods of distribution and further- 
more supplement our findings with 
the results of study made at the con- 
ventions in the West in the early 
weeks of January. 

On this page we indicate in a 
chart the one outstanding policy that 
will make money in the retail shoe 
business in 1926. It has got to be 
done by turnover. 

If the entire capital of a business 
(except that tied up in what are 
known as fixed assets) is invested 
in stock which turns only once an- 
nually, there is no reserve to fall 
back on in the event of an unfore- 
seen contingency. As the stock turn 
increases, with the same annual 


volume of business, increased funds 
are released from stock investment 
and made available for expansion or 
to meet temporary sluggishness in 
business conditions. The graph 
on this page shows that by turning 
the stock twice a year the capital 
requirement for merchandise is cut 
in half; and if the stock-turn is in- 
creased to four annually the capital 
investment in merchandise is de- 
creased proportionately. 


E express our appreciation to 

the National Distribution Con- 
ference of the Chamber of Commerce 
of the United States, held in Wash- 
ington for the diagrams shown in 
this section. They each deliver their 
message and are backed by 





who would make money in the 
retail shoe business in 1926. 

The publisher and the edi- 
tor of the Boot & SHOE 
RECORDER considered the sub- 
ject of distribution of such 
major importance that they 
attended the National Distri- 
bution Conference in Wash- 
ington, Dec. 15 and 16, to 
sense the general conditions 
affecting distribution. They 
brought back a wealth of 
ideas with which to start 
1926. 

These basic national meth- 
ods of distribution will na- 
turally be translated into 
shoe merchandising practice. 
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EFFECT OF TURNOVER ON CAPITAL 
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the authority of a _ great 
organization—the Chamber of 
Commerce of the United 
States. 

The Boot & SHOE RECORDER 
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CAPITAL AVAILABLE FOR OTHER PURPOSES. 


SEED INVESTMENT IN STOCK. 
GMB INVESTMENT IN FIXED ASSETS. 
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is edited for merchants and 
every issue “by merchants.” 
Merchant editors in all parts 
of the country discuss the 
wide variety of topics in this 
issue for your benefit. We 
make due acknowledgment 
and appreciation to them for 
their cooperation. Progress 
comes through in minds 
centering on the same topic 
of distribution to the end that 
the public will be better 
served and the profit and 
of the shoe business increased. 








We, therefore, have an oppor- 
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How to mane dara 











INCE the average woman buying 
shoes does so on account of the 
style change, it is only natural to 
if suppose that shoes illustrated in 
:) newspapers as well as the direct mail 
it advertising should be of the exact 
+t type as the ones in stock at that time 
in order to fit the person reading 
the ad. Specifically, state the kind 
of leather; patent, satin, black kid, 
or any other material with which 
you can fit the reader. Also state 
the run of sizes usually carried in 
your pattern or patterns illustrated. 
Frequently, women in seeking 
beautiful footwear say nothing of 
the ad they saw, and unless the sales- 
man happens to show the person this 
i particular pattern they saw in the 
ad, regardless of where it was, the 
customer might ask to see the one 
illustrated in such and such an 
advertisement. However, these cases 
are rare, as the average buyer as- 
sumes the merchant will show her 
the shoe she came for even though 
she did not speak of it. If the cus- 
tomer asks to see the shoe as illu- 
strated, and the exact pattern and 
size wanted is produced and put on 
the person’s foot, the shoe is sold. 
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by Advertising for Results 


TUT ee ee eee eee eee ee eee eee eee 


Rarely does an ad ever appeal to 
a person unless the price attached 
to the advertisement suits the pub- 
lic’s purse. I firmly believe that 
high grade footwear, $8.50 and up 
and some as low as $7.50, should be 
advertised alone. No other item 
should be mentioned in the ad of a 
less price as the reader immediately 
becomes confused and his attention 
is taken from the article he is really 
reading. 

Be persistent in your advertising. 
Run a quarter page ad twice a week 
or a half-page ad once a week rather 
than a small ad every night. Make 
the ads read so that the contents 
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are completely taken in at one glance. 
For instance, LADIES’ NOVELTY 
FOOTWEAR. Bring this out in 
heavy bold type. The reading, mat- 
ter to follow, which should be brief, 
should be in small type. Then the 
price you wish to advertise should 
be bold type, $7.50, or whatever price 
you are to sell it at. Then the vari- 
ous materials, sizes and kinds should 
be set up in small type. Then the 
firm name and address should be in 
large, bold type at the bottom. In 
glancing over an ad set up in this 
way, you would read it as follows: 
Ladies’ Novelty Footwear; $7.50. 
Firm name and address at the bot- 
tom. This could be read at a glance 
and the customer who is interested 
will then go into detail and read the 
entire ad. 
By Merchant Editor, 
JOSEPH J. ECKHARD, 
Eckhard Bros., Alton, II. 
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by Skillful Service to Children uf 


T the peak of prices when a 
mother parted with $12 or more 
for shoes for herself, she was most 
unwilling to pay the price for shoes 
for her youngsters—she thought it 
was terrible that she was asked to 











4 
| OPERATING EXPENSES IN INQEPENDENT RETAIL SHOE STORES IN 1923 
i According to the extent to which they are under the control of the hant 
{ (Net Sales=100 per cent) 
>. a. 
i 1. Expenses Primarily Not Under the Control of the Merchant...........00.00cceeeseees 4.3 
TN Ns oo tiv bcos 6a hv ecccsspcccccccccséssesaccosoouseses 0.5 
I aks bld Hes chee edie ddésdediccs desbdicopsccubbcetooveecs 0.5 
Interest (on money borrowed and money owned) Ldciacubtnsontdwdie ves 2.7 
Repairs of Store Equipment... .......-...eceeeeeeceteeeeee serecere 0.2 
Depreciation of Store Equipment... ........0-scecccsccccccceteeecees 0.4 
2. Expenses Primarily Under the Control of the Merchant. .....000.02---ccccceeceescets 21.6 
Salaries and Wages (Including all commissions and bonuses)............ 14.7 
Advertising (including all forms of publicity)............+.00+eeeeeeeee 2.2 
Tack dedbacedcaccdedcccscccesiccocsccousedcwiededecvorcccvevece 3.5 
DE Is 0 bce cokes Cwepceccicccdccdemsscervesonveseteen 0.2 
GES Ie OG FOTRIIDS 055i occ vv vcckccccessericscrsceccscuccese 0.4 
ewes ccc ccctnsveccaesedbdivebeesesetcesiccce 0.6 
3. Expenses Due Principally to Competition... . 2.0... ccc cece cece eee eececceeeeesenes 0.5 
Se pentssicogurecestcccee 0.3 


Poe ee Cee OCCU Pe eee eee ee eee 


OPERATING EXPENSES CLASSIFIED 
ACCORDING TO THE MAIN DIVISIONS GIVEN ABOVE 


Total Expense =100 per cent 


















































ANANAAAAAA 229 


pay $5 for shoes for her little girl— 
only 10 years old, who had passed 
that “chasm” between a two and a 
two and a half. 

’ And it was not strange that re- 
tailers lost enthusiasm and dimin- 
ished their efforts along the chil- 
dren’s lines; they were carrying too 
many shoes, getting no turnover and 
little profit from them. 

During the past few years our 
children’s business has been more 
satisfactory; we are carrying but a 
few styles—sizing often—and em- 
phasizing the proper shapes for 
growing feet, and telling the world 
that we fit them with care and 
with skill. 

Our volume is small, but isn’t that 
word “volume” a bugaboo for too 
many good shoemen? At this season 
when one’s mind turns to making 
good resolutions, why not determine 
that NET PROFIT shall be the goal 
for 1926? 

By Merchant Editor, 

W. HAL STEWART, 
Iowa City, Iowa 


A Children’s Department Is a 
Store’s Real Business Builder 


E are pushing our children’s 

department just the same as 
we did four years ago when we in- 
stalled it. 

We make service attractive to the 
mothers and children by giving a 
present of some kind on Saturdays, 
such as balloons, lolly-pops, pencil 
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cases, miniature harmonicas and 
other inexpensive presents. It is a 
sure thing that the children’s mind 
is on the Buckley Shoe Department 
when they come to town with their 
parents. 

We have all manner of play equip- 
ment, crazy mirrors, musical chairs, 
rocking horses, velocipedes, etc., for 
the children to play with. 

Since installing this children’s de- 
partment four years ago it has been 
a wonderful drawing card to our 
store and our children’s trade has 
increased wonderfully. We certainly 
advise any shoe retailer to try out 
a department of this kind set aside 
for the children and it will be a pay- 
ing investment for them. 

By Merchant Editor, 

W. E. BUCKLEY, 
Buckley Shoe Co., Inc., 
Houston, Texas 


Consider the Widths of Lasts in 
All Grades of Children’s Shoes 


FIRMLY believe that every retail 

merchant should be definitely 
committed to a program—a _ well- 
defined policy. My program is to 
build Store Character: character 
that makes for permanency of per- 
formance. In the long run short 
profits, rather than the one-night- 
- stand idea of the long profit. Per- 


haps my ideas may seem impractic- 
able, but they are the result of many 
years service given to selling just 
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children’s, misses’, youths’, boys’ and 
growing girls’ shoes. 

In this field, however, one soon 
realizes the impossibility of getting 
in a rut, simply because one is in 
what may be termed a Garden of 
Growing Things. Here knowledge 
becomes like an open book. If one 
reads aright one soon learns that in 
this particular “garden” opportunity 
for a better cultivation lies all about, 
because there has been sad neglect 
by many makers and retailers of 
children’s shoes to recognize the 
crying need of the hour—which is: 
That makers should realize that 
narrow feet are not the monopoly 
of the rich, and wide feet the mon- 
opoly of the poor, but that Nature 
builds feet by a common model: and 
her variations in width impose upon 
the maker and retailer the duty of 
recognition of the fact. 

So it sems to me there is a “royal 
road” to knowledge in the essential 
things in the field of children’s shoe 
retailing. And when once recog- 
nized, and put. into practice, success 
is bound to follow. If every retailer 
of children’s shoes will resolve to do 
this in 1926, their contribution to 
the common welfare will be large in- 
deed, and their profits much greater 
through the added compensations 
that good service is bound to bring. 

By Merchant Editor 
L. M. CHURBUCK 
(The Children’s Shoe Store) 
Brockton, Mass. 


How to MAKE MONEY 


Budget 





by A Buying 


OW as to buying footwear. 

That problem has solved itself 
and I believe no live merchant would 
plan to do otherwise than have a 
four to six weeks supply in advance. 
This will bring about a more healthy 
condition for the retailer; .fewer 
markdowns will be taken and a big- 
ger percentage of net profit be 
shown. This in turn will help the 
manufacturer to reduce his losses on 
account of bad credits. The day of 
buying shoes far in advance is over 
and the manufacturer who attempts 
to load up the merchant today is 
entitled to lose that account. 

The matter of determining styles 
is one that calls for thought, study 
and analysis of the situation con- 
stantly. The matter of having your 
merchandise bought in proper pro- 
portions depends entirely upon the 
system that you install to determine 
these facts. A mau only gets out 
of a business in proportion to what 


he puts into it. No man is a com- 
petent manager in our organization 
unless he is able to enthuse his sales- 





Al A2 as a4 


123 


force, prove himself a leader, push 
slow selling lines and develop the 
power of leadership and initiative 
within himself. ‘ 

The outstanding. obstacle to the 
ultimate success of a shoe dealer, 
especially who caters to the better 
class of trade, will be the matter of 
not getting sufficient markups to 
justify the inevitable markdowns. 
that come to all of us sooner or later. 
All of us are playing the style game 
to the limit today, and just in pro- 
portion as the styles change radi- 
cally and as frequently as they do 
today, will it be necessary to get a 
larger markup to offset the losses 
all of us must sustain no matter how 
carefully we purchase our merchan- 
dise. 

We keep an absolute record of our 
operating costs, our markdowns, and 
every other item pertaining to our 
business, and we try to price our 
merchandise accordingly, so that a 
reasonable net: profit is shown us at 
the end of the year. 

By Merchant Editor, 

WALTER W. HOSKINS, 
Pres., the H. M. & R. Shoe Co., 
Toledo, Ohio 


New Styles—Always 


HE shoe business appears to us 

to be on a more substantial basis 
than it has been in ten years. We 
are believers in new styles, for that 
is the only hope for volume, but we 
do think that radical style changes. 
should be discouraged by all think- 
ing shoe manufacturers and mer- 
chants. 

By Merchant-Editor 
B. L. DILLINGHAM, JR. 

(Dillingham Shoe Co., Austin, Tex.}> 





Bl 


Fig. 1—Here are two ways of illustrating the profits due to more frequent turnovers: 


Series A is based on a given period and 
shows how , investment and interest grow 
less while the pro“t increases 


Series B is based on a given investment so 
that the interest also remains the same 
although the profit increases 
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by Better Window Display eee 


IME and study should be de- 

voted to window displays because 
they are as a mirror reflecting the 
character of the store. 

Linking up your windows with 
local events marks itself in increas- 
ing the amount of good will main- 
tained by the store as well as 
increase in sales. 

We trim our windows with the 
cards or advertising materials fur- 
nished by the promoters of the event 
and tie them up with our own show- 
card advertising our merchandise. 

In the case of a local “Milk Week” 
we used a large card “Health 
Builders” over a display of milk and 
milk products, and special shoes for 





children having many health fea- 
tures. 

In regard to drapes and back- 
grounds we use drapes of good qual- 
ity and color (harmonizing with the 
season) on which shoes show up to 
good advantage. Unit backgrounds 
have proved to be the most practical 
in our windows, inasmuch ‘as they 
are wide and shallow. These win- 
dows we find are practical because 
the passerby can see the merehandise 
in the rear with ease. 

We find a well filled window to 
have the most sales appeal, except 
on rare occasions such as fall or 
spring openings, because they will 
not only attract the regular cus- 


How to MAKE MonEy 


Adequate Mark-up 








ay 


THINK the retail shoe business 
will be better for 1926 if the re- 
tailers make the proper mark-up on 
the goods instead of trying to get 
a big volume without a satisfactory 
mark-up. 

That is*one place for them to look 
for a profit. The other place is in 
the shrinkage account. The large 
volume with the present cost of floor 
selling and other service required is 
not very profitable without the 
proper mark-up. 

When I speak of large volume I 
refer to the idea which has been 
prevalent in the shoe business for 
some time past of pushing a business 
up in volume every year regardless 
of whether there is any money in it 
or not. It is understood, of course, 
that every business is obliged to 
have a certain volume in order to 
make money but what I have re- 
ferred to is forced growth and not 
the growth that comes naturally 
from the conduct of a business. 

In regard to advertising, news- 
papers are first for the adver- 
tising both of men’s and women’s 
goods. 

There is a place for direct mail 
advertising but I believe it is more 
successful for stores in larger cities 
to reach their out-of-town custom- 
ers. I refer to letters to customers 
and not circulars that are used in 
connection with local advertising. 

Small space used regularly shows 
better results than large space in- 













frequently, that is to promote the 
prestige of a store. For sale pur- 
poses, of course, the large “ads” get 
a rush for a few days but for a 
year’s budget the regular small 
“ads” get a rush for a few days but 
for a year’s budget the regular 
small “ads” will build a steady busi- 
ness and good will. 

Keep the advertising on percent- 
age budget and your advertising ac- 
count will rise and fall with the busy 
season and the less active season. 
Two per cent of sales is a fair ap- 
propriation for the ‘‘ad” account. 

The kind of advertising that ap- 
peals to most men and women de- 
pends, to a large extent, upon the 
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tomer, but the window shopper who 
comes in because she sees what she 
wants. 

Using plenty of show cards and 
changing them often in color and 
design, will keep the passers interest 
even if the display is not changed. 

Do not neglect to take advantage 
of the sales possibilities in nationally 
advertising footwear. Cut out the 
ad, mount on a card, and place to- 
gether with the shoes in your win- 
dow, thereby letting the prospective 
customer know where she-can buy 
the shoe she sees advertised so much. 

Hosiery properly displayed adds 
color and life to the show window. 

Moving displays have a strong 
appeal. These can be constructed 
with the use of a small motor at a 
very reasonable cost. 

By Merchant Editor, 

STANLEY J. BROWN, 
of S. J. Bronwer Shoe Co., 
Milwaukee, Wis. 

















store and the class of trade they are 
catering to. 

One great principle in advertising, 
as we all know, is to create a desire 
to possess something that is for sale. 

By Merchant-Editor 
GEORGE E. PEIRCE 
(Thomas F. Peirce & Son, 
Providence, R. I.) 


How to “MAKE MonNnEy 


eos on Styles 





HE problem of: today is turn- 

over with the continuous change 
of patterns, lasts and colors. The 
only suggestion I can offer is to stan- 
dardize at least one-half the pat- 
terns, lasts, heels and colors. In so 
doing will be able to suggest to the 
trade at the time purchase is made, 
that this particular pattern is stan- 
dardized and if satisfactory the same 
size and pattern can be duplicated. 
By so doing you will eliminate four 
trips a season by salesman, decreas- 








ing his expenses and increasing his 
commissions. This will decrease the 
cost of manufacture, due to the fact 
that reorders will be received con- 
tinuously. 

I feel that the year 1926 will not 
compel the retalier to go through the 
hardship they have been going 
through the last few years, but will 
be a pleasure. 

By Merchant-Editor, 
B. SCHULEIN, 
Sioux City, Iowa 
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Hlow to MAKE MonEy 
bu Profits by Departments 





O facilitate quick handling of 

trade, and to eliminate errors in 
replacing shoes in cartons, use the 
triplicate mate numbers. For a nom- 
inal sum you can buy them put up 
in book form like postage stamps in 
pooks of 5000 or 10,000 triplicate 
numbers running consecutive. Stick 
one on the breast of each heel, and 
the third on end of carton. When 
putting up shoes after waiting on 
a customer you only took at number 
on breast of heel, and number on end 
of carton. The shoe always belongs 
in the carton with corresponding 
number, this eliminates looking in- 
side of shoe for size or width or any- 
thing else to find which carton it 
belongs in. On very busy days it is 
a time saver for the salesmen, be- 
sides keeping stock correctly, elim- 
inating mismates. 

Mark factory cost of shoes on end 
of each carton in characters, have 
salesmen mark the cost price on 
each sales ticket every day and the 
cost of each sale and deduct from 
stock on hand and add to stock of 
merchandise received or shoes re- 
turned to stock, that has been sold 
(either credit or refund) the differ- 
ence will be amount of stock on hand. 
This cost system will also let you 
know if profits exceed expense by 
deducting cost of merchandise each 
month from merchandise sold, the 
difference gives gross profits, deduct 
gross profits from expense gives net 
profits (if any). 

To ascertain which of your sales- 
men are best pleasing the customers 
by helping make satisfactory selec- 
tions, and properly fitting, have the 
salesmen number that made sale put 
on each credit, refund, or exchange 
ticket, at end of each month add 
credits, and refunds, and count the 
exchange tickets, and the salesman 
having least percentage of his sales 
returned is selling most satisfactory 
to customer. 

A ‘store selling men’s, women’s, 
and juvenile shoes can know the 
profits of each department with 
the cost and sales system out- 
lined by writing on each sales 
slip whether the shoes are (Men’s), 
‘Women’s), or (Juveniles’), if a na- 
tional cash register is used, the 
cashier can ring up on the key cor- 
responding to ticket, if no register 
is used, separate the sales tickets by 
departments and add both cost and 
sales, this will give the proportion of 
total sales to each department, both 


as to cost and sales, which shows 
which is the most profitable depart- 
ment. 
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The system here outlined can be 
carried out in detail with very little 
expense and with the information 
you will have at hand, worth to you 
many times the cost. 

By Merchant-Editor 
THOMAS W. SHERRON 
(Sherron Shoe Co., Memphis, Tenn.) 


DIVISION OF THE CONSUMERS DOLLAR 


BETWEEN 


PRODUCER, WHOLESALER AND RETAILER. 


PRODUCER 


AUTO 
ACCESSORIES 


WHOLE- RE- 
SALER TAILER 
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by Concen trating Your Buyin gue 


NDICATIONS point to novelty 

footwear for the coming year. 
High footwear has long been dis- 
carded; even the staple oxford for 
street or semi-dress is loosing 
ground. High heels will be almost 
as popular as they were in 1921, 
and simplicity in style and pattern 
seems to be in the limelight. 

The return of high heels will of- 
fer unlimited opportunity for a 
wider variety of patterns which 
heretofore could not be developed in 


lower heel footwear. However, no 
merchant can afford to “play” high 
heels too strongly. He should re- 
member how “passee” they were in 
1922, and the tremendous losses 
taken by every retailer who was 
heavily stocked at that time. 

Mr. Merchant will do well to take 
the advice of his manufacturer; and 
although he covers his wants on nov- 
elty footwear, also remember that 
fifty per cent of his customers will 
still demand good stylish shoes made 
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over conservative lasts and paterns. 
No manufacturer wants to “load” 
his customer with shoes he cannot 
successfully clean up at a legitimate 
profit. 

Concentrate your buying. Elim- 
inate those lines from which you 
have just picked a shoe here and 
there because you thought it was 
“their best bet.” Do more buying 
from lines you have confidence in 
‘and which have always been far- 
sighted enough -to offer you styles 
that would sell to the last pair. 

Concentrate your prices; maintain 
three or four prices that will cover 
the various grades of shoes you sell; 
advertise and build a reputation on 
these established prices so that peo- 


ple will know your store price policy. 

Feature in your display window at 
various times groups of shoes at one 
price. In this way you will be able 
to tell by the end of 1926 what grades 
of shoes your trade demands. 

If you are not keeping a card in- 
dex of your customer’s sizes, by all 
means start the year with one. It is 
the most valuable asset any store 
can have. At the end of the year 
make a chart listing all the sizes and 
you will, in this way, be.able to tell 
what sizes sell best in your com- 
munity. 

By Merchant-Editor, 
WILLIAM P. HOGAN 
(Fantle Bros., Yankton, S. D.) 
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by °ing More Pairs to Men | 


EN of today are not dunes 
dressers, yet they spoil their 
appearance by not paying enough at- 
tention to the most important part 
of their apparel, their shoes. Shoes 
worn too often not only mar ones 
appearance because they are shabby 
or dilapidated, but they are un 
thealthy. For health reasons ones 
shoes must. be changed as often as 
‘hose or underwear. It is a known 
fact that shoe linings absorb per- 
spiration, the acid from the body 
‘and retain the poisonous elements 
‘more than hose or underwear and 
therefore must be left off to be ven- 
tilated and exposed to fresh air. 
Pains, blisters and callous and 
even infections are caused by wear- 
ing the same pair too often and for 
proper foot comfort and sanitation 
one should have enough pairs of 
shoes to change frequently. 
It is just as unhealthy and unsan- 








itary: to wear the same pair of shoes 
two days in succession as wearing 
underclothes continuously. 

Don’t be penny wise and pound 
foolish, a poor way of thinking is 
that economy may mean wearing the 
same shoes continuously, but healthy 
feet means frequent changing and 
less foot troubles, as well as the 
preservation of ones footwear at the 
same time. 

I want to emphasize the fact that 
men today are wearing shoes more 
appropriate to their style of dress 
than ever before. You will note the 
man wearing the fashionable wide 
trousers, wears shoes best fitted for 
this type of dress, and the man still 
clinging to the snug fitted trousers, 
wears shoes quite different from the 
wide trouser wearer, but best be- 
fitted to his get-up. 

At night, after six, you will note 
more black shoes and during the day 
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more tan, and yet there are many 
men who are wearing shoes long 
after they should have been relegated 
to the ash heap. Not only for dress 
reasons, but as heretofore stated, it 
is unhealthy to wear your shoes too 
long and too steady. 

We are a nation of the best 
dressed men in the world, yet you 
will find any number of men wear- 
ing tan shoes at night, which is as 
much out of the place as wearing tan 
shoes with formal dress, or patent 
leathers on the golf course. Most 
geod dressers have at least five 
changes in their shoe Fiat 
comprising: 

Shoes for business wear; shoes for 
evening wear and shoes for sport 
wear, consisting of: 

Two pairs of tans, one pair of 
black, one patent leather and one 
pair of sport shoes. 

By Merchant-Editor, 
JESSE ADLER " 
(Adler Stores, New York) 





Specializing on One Number 
at a Time 


I will just jot down one thought 
that comes to me at the moment 
and it may help some good fellow 
that has never tried it out. Re- 
cently we received over 30 pair of 
women’s blonde kid narrow strap 
pumps with spike kid covered heels. 
They look so good I said “take 
everything out of the window and 
put them all in the window over 
Saturday, nothing else.” It stopped 
every girl that passed the store and 
we sold 16 pair on Saturday. 

When you have a new shoe that 
will attract attention put them in 
the window by themselves. Special- 
ize on one thing at a time and you 
will attract more attention and 
your sales will grow faster than 
trying to show up a pair of every 
style you carry. Try it. 

By Merchant-Editor, 
W. C. GOODWIN, 
Fitchburg, Mass. 





The Fit Is Everything in Store 
Service 


In reply will say that we believe 
that one of the best ways to in- 
crease business in 1926, and years 
following, is to give the people 
shoes that fit them. Give the cus- 
tomers real service in the matter of 
proper fitting, and the profits will 
be satisfactory. This is no new 
scheme, but it’s as true and sure as 
it is old. 

By Merchant-Editor, 
S.C. HAYNES, 
Morse-Haynes Co., Springfield, Mass. 
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merchants and their habits of living, Irving S. Paull, business analyst of Washington, 


and a member of the RECORDER staff in a statistical capacity, has charted the merchant’s day in 1900 and the mer- 


chant’s day in 1926. 


The outer wheels cover the morning and the inner wheels afternoon and evening. The idea is a good one. 


It 


brings order in the business day. It is not a fixed schedule by any manner of means, but gives a man an idea of 


allotting to definite hours in the day certain specific duties. 


your business day in 1926. 


How to MAKE MONEY 








by Grading Values Upward 


N the matter of advertising, 

whether newspaper or direct 
mail publicity, to our minds depends 
soley on the location of the store. 
For us we feel sure that direct mail 
advertising is the better. We are 
located about four and one-half miles 
out from the main shopping district 
of our city and located as we are we 
cannot expect to obtain results from 
the newspapers commensurate with 
the expenditure. We figure that 
about a third of the circulation of 
the papers would be beneficial to us 
—the other two-thirds is too far re- 
moved from our store to produce re- 
sults. So while we do use the news- 
papers periodically, our main efforts 
are in direct mail advertising. The 
only time that we make price an ap- 
peal in our advertising is when we 
have a sale or something special to 
offer, 

We have striven to build our busi- 
ness on service and fit and there is 
never a copy for an ad. leaves our 
store without our slogan ‘“We’ve 
Fitted Feet for Fifty Years,” ap- 
pearing on it somewhere. Of course, 
the question of price or style appeal 
depends on the store—were we run- 
ning a store where the prices of our 





shoes were possibly five dollars and 
under, no doubt price would be the 
principal selling point, but our shoes 
run from six dollars and up, and ser- 
vice and style is what we try to drive 
home. And incidentally we want 
to add that we are glad that we are 
in the game in the little better grade 
shoes as we feel that there are plenty 
of people in our neighborhood who 
feel that from seven to twelve dol- 
lars is not too much to pay for real 
honest-to-goodness shoes. 

By Merchant-Editor 
CHRISTIAN LUDEBUEHL, 
(P. Ludebuehl & Son) 
Pittsburgh, Pa. 





Style Comes First with 
Women, Price with Men 


Am tickled to be enrolled as an 
editor, even if a merchant-able one. 
As to advertising, relative value of 
newspapers or direct mail—guess 
the former comes first, though the 
latter a good auxiliary. As between 
style and price, should say style 
comes first with women. Men are 
more difficult to reach, and prob- 
ably price appeals. As to big space 
seldom, or small space oftener, be- 








It is worth while to try the scheme of budgeting 


lieve that is a question many a one 
considers often times. 

The larger space gives an im- 
pression of importance; the smaller 
ones place the name more to be 
remembered. Believe the best copy 
is a straight-forward story. If it 
can be spicely embellished without 
exaggeration—so much the better. 
always to the fore the presentable 
facts. In conclusion would say, do 
not let Mr. Terhune, Sr., see the 
issue this may appear in. 

By Merchant-Editor 
C. HANN, 
Birmingham, Ala. 





Selling Men’s Shoes for Com- 
fort and His Satisfaction 


The easiest and quickest way to 
sell a man a pair of shoes is, after 
determining what size he should 
wear, by accurate measurements, to 
slip on a shoe that you know will 
be comfortable, first. Do not make 
the mistake of havin« the first shoe 
fit snug, for he will think that all 
shoes in your store will be uncom- 
fortable. 

Do not talk too much. Most men 
resent familiarity. Be brief, pleas- 
ant and business like. Find out 
what he wants, serving him with 
speed and accuracy 

By Merchant-Editor 
M. A. DOYLE, 
Shreveport, La. 
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Are Styles Becoming “Sectional?” 


Short Vamps Dominate the West While the East 
Encourages Longer Foreparts—Watch Your 


Community Carefully for Spring 


AVE we come to the period of 
Hee independence? We know 

hat women are more and 
mort style conscious—are they now 
becoming style intelligent? Are 
women getting “set in their ideas of 
comfort” and expecting style to be 
put into wearables that don’t meas- 
ure up to the old idea “I’ll be style- 
ful if it kills me?” These questions 
come uppenmost at a very important 


time, for in the next few 


weeks the majority of stores canis — 
will place orders for Easter | NCE you noted the dull and drab appear- 
footwear. For the purpose ance of the male. Now the males are 


of finding facts the editor 
of the BooT AND SHOE RE- 
CORDER made a flying. trip 
through the States of New 
York, Indiana, Illinois, Ohio, 
Missouri, West Virginia, 
Pennsylvania and back to 
Massachusetts. This one 
point is certain—the new 
year will step off with a 
lusty stride—but on what 
foot? 

First—has woman’s style 
independence impeded the 
popularity of the medium 
narrow toe last shapely fore: 
part and proclaimed as the 
next step of fashion? We 
found the Atlantic seaboard 
interested in the new vamp 
with its moderately pointed 
forepart—but the great 
Middle West won’t have it in shoes 
below $12 in price. That is, speak- 
ing by and large, the demand for 
the short vamp, not as blunt as the 
French toe, but decidedly round and 
short, has the call in factories for 
advance delivery and in stores for 
immediate sales. The moderately 
pointed vamp is challenged by all 
grades of shoes but more particular- 
ly in the lower grades. 





Some merchants say the short 
vamp is a universal fitter and gives 
greater comfort. They claim all the 
more reason for short vamps in the 
raising of heels, and indicate that a 
stage-last cycle is ahead. 

. The Atlantic seaboard on the 
other hand—New York, Boston, 


styles. 


nature’s way. 








Philadelphia and Washington—says 
the new and correct thing is the 
longer vamp. Some of the Pacific 
Coast stores selling high grade mer- 
chandise agree. Does the mid- 
western revolt against the dictates 
of fashion come as a result of ex- 
perience in selling and fitting short 
lasts so that women insist that lasts 
shall be constant, let the pattern 
come where it may? 


Easter. Women have shown a 
preference for it throughout the 
West and South and in‘spots-on both 
coasts—that’s sure, as indicated by 
merchants and manufacturers. This 
conflict between the two lasts is 
very important because of its bear- 
ing on styles in your own com- 
munity. Happy the day when lasts 
arrive at that stage of perfection 
where they won’t change at all— 

making one thing in foot- 





wear constant. Let there be 





as brilliant of plumage as the fair sex—al- 
most. 
Stand in front of a high school or college 
building and watch the young men and 
women come out of the assembly halls. 
is a spectacle most amazing. The blazers, 
sweaters, shirts and ties of the men are even 
brighter than the apparel of the women. 
All this will have an effect upon shoe 
You will find a tendency on the part 
of the younger man to dress up his feet in 
keeping with his new and highly colored ap- 
parel. 
And why not? Has not mere man lived a 
dull, drab life, insofar as his dress goes? Is 
he not entitled to more brilliancy? The male 
of the bird tribe is the gaudy one. 
Why is it considered unnat- 
ural for genus homo to bedeck himself? 


That is 


variety in patterns and 
materials—they give prob- 
lems enough to the mer- 
chant. 

Is there a geography of 
lasts and one of materials? 
It Why is it that New England 
is wedded to low heels and 
to tan calf? One buyer 
after some years of Boston 
selling experience tried to 
buy his styles on the same 
basis in another city with 
the result that he lost thou- 
sands of dollars in “wrong- 
buys” and his job as well. 

Every community is be 
ginning to have its style 
preferences and we are in 4 
new period of style selec- 
tion therefrom. College 
turns vary from _ noimal 

















The idea of two classes of style 
has been voiced in, first, predicted 
styles; second, accepted styles. In 
predicted styles we see the hand- 
work of houses originating new foot- 
wear fashions, expert designing and 
the indorsement of not only Paris 
and New York, but the Styles Con- 
ference committees of the trade. 
These new lasts therefore are sold 
and worn in upper classes, by smart 
women who rule in clothes. 

The accepted styles are these 
which “catch on,” become popular 
and sell to the greater majority of 
women. Perhaps the longer vamp 
is too far ahead of this demand, for 
as matters now stand, the short 
vamp is a factor in footwear for 





turns. For example,. Jerome 
J. Sholem of Champaign. 
Ill., “the town made famous by Red 
Grange,” says “short vatmps—the 
shortest yet. Long vamps are as 
unpopular and as much hated as long 
skirts.” The “light tan calf oxford 
for college women sells best” in that 
family of style in his stores where- 
as blacks sold best in hundreds of 
other communities. The Regent 
pump on a short vamp with spike 
heel was his outstanding “seller.” 
His news trade was “60-40” black 
against tan; pigskin was a good bet, 
and wing ties and bluchers didn’t 
rate at all. How is it in men’s 
shoes in your town? Is the fight on 
between balloon and swing lasts? Is 
the short vamp for men a seller in 
your town? These questions are 
pertinent. 
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Stepping Into 1926—Profitably 


merchant and manufacturer. We 
believe that both are coming 
through with a thorough knowledge 
of the changed condition which has 
taken place, better equipped to 
meet the issue than perhaps at any 
time during the present generation, 
this knowledge and experience re- 
sulting in a greater confidence in 
retailer and manufacturer to meet 
1926 than has prevailed during the 
last few years. 

Collections, which perhaps re- 
flect conditions better than any 
other factor, at the present time are 
good and we in our own particular 
business believe that shoes for men 
in the grade in which Ralstons are 
made—from $7.00 to $10.00—will 
enjoy a greater volume of sales in 
1926 than they have since the latter 
part of 1919—Frank S. Farnum, 
President, Churchill & Alden Co., 
Brockton, Mass. 


Prospects Very Bright 


Prospects for next year seem to 
be very bright. Business I believe 
will be very good. I can’t see any- 
thing in the way to stop it. The 
only thing they want is good shoes, 
nice designs and good shipments, 
and any concern that can do this, 
will certainly get their share of 
business. I believe you will have a 
big colored season. Colored kids 
will go very good in January and 
February; colored satins will be 
good for March and April—Emil H. 
Strassburger, Strassburger-Stiles, 
ine., Brooklyn, N. Y. 


Steadier Demand Expected 


Shoe forecasting is a popular, but 
arduous occupation these days, but 
here goes. Our peers in Washing- 
ton predict excellent business in 
1926 and support their opinions 
well. Current statistics upon gen- 
eral business also very good. Yet 
with notable exceptions shoe busi- 
ness lags behind. However, with 
the good start promised for early 
year we believe 1926 will show 
some improvement and a steadier 
demand. The shoe man’s problem 
is to show the consumer relative 
value—shoes versus luxuries and 
also in different shoe grades—Geo. 


[CONTINUED FROM PAGE 87] 


H. Leach, vice-president, Geo. E. 
Keith Co., Brockton, Mass. 


Better and More Prosperous 


Everything seems to point to a 
better and more prosperous busi- 
ness year’ during 1926. Big busi- 
ness in all its ramifications, seems 
to be preparing for greater and 
more continuous activity and any 
prosperity that is enjoyed by big 
business is passed around pretty 
generally. 

Obviously this will enable the 
shoe-dealer to size up more of his 
styles, resulting in less loss 
through obsolescence. This one 
feature alone will be worth mil- 
lions of dollars to our retailers, and 
enable them to make a -profit in 
keeping with the intelligence used 
in merchandising. 1926 bids fair 
to be very much better than 1925— 
John J. Baird, President of the N. 
S. R. A. 

I believe that there is distinct re- 
vival of interest on the part of the 
average retailer in the wholesaler 
and his service. I believe the aver- 
age wholesaler has enjoyed an im- 
provement in business during 1925 
and has every reason to look for- 
ward to further improvement in 
1926. Hand to mouth buying has 
come to stay. There is no one so 
well equipped to take care of deal- 
ers following this practice as the 
wholesaler. There will undoubtedly 
be a further increase in chain 
store distribution. Chain stores 
perform a largé part of their own 
warehousing. This curtails to a 
certain extent the market of the in- 
dependent wholesaler. There is, 
however, a limit to which chain 
retailing can go and remain prac- 
tical. There will always be a field 
for the aggressive and intelligent 
independent retailer. This retailer 
is going to be less and less im- 
pressed with the fetish “buy di- 
rect” or the other equally unfortu- 
nate slogan (from his standpoint) 
of “eliminate the middleman.” If 
the wholesaler will approach his 
problem with courage, with abso- 
lute faith in his own economic use- 
fulness, with readiness and deter- 
mination to fight his own battle 
aggressively, it seems he must suc- 
ceed, and that the field of oppor- 
tunity was never any more certain 


than it is right now—Ralph B. 
Jones, president of the National 
Association of Shoe Wholesalers. 


Good Year for the Salesman 


The forecast of general business 
conditions for 1926, is a very en- 
couraging one. The Traveling Shoe 
Salesman should reap his propor- 
tionate share of the expected satis- 
factory business. The _ gradual 
bringing under control, by the vari- 
ous branches of the shoe industry, 
of the style situation is unques- 
tionably a step in the right direc- 
tion and with every reason to be- 
lieve that 1926 will see a further- 
ance of this movement, the travel- 
ing shoe salesman should profit 
thereby as the retailer will have 
more confidence to buy. The chaotic 
condition of shoe styles of the past 
few years resulted in many retail- 
ers distributing their buying over 
too many sources and was harmful 
to the salesman, inasmuch as his 
orders were small. The year 1925 
has seen a little more of the return 
to buying “lines” of shoes and 1926 
should see this advanced more and 
more. 

The year 1926 will mean the al- 
most continuous traveling on the 
part of the salesman that has been 
his lot for the past several years. 
This means a continued hardship 
and far from satisfactory condition, 
nevertheless, a necessary evil for 
obtaining a volume of business. By 
hard, intelligent work, continuous 
activity, constant study of prob- 
lems facing the independent retail- 
er and helping him solve these, the 
traveling shoe salesman should en- 
joy his share of a prosperous year 
that general conditions of business 
warrant—James L. Scanlon, Na- 
tional Shoe Travelers’ Association. 


Country Is Sound 


Good business lies ahead. The 
country is sound, wages are the 
highest in the world and standards 
of living are such that there is 
plenty of money in circulation. The 
shoe trade’s opportunity is in start- 
ing the new year aggressively. The 
Spring run of styles is a little more 
complicated in patterns and colors 
—therefore merchants must be 
careful in thei rselection. In 1926, 
watch us grow—A. M. Creighton, 
Lynn, Mass. 
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St. Louis Ready to Stage 
Style Pageant 


Tes details of the St. Louis 
Pageant of Footwear Fashions, 
to be held in the Statler Hotel, 
Jan. 4, 5 and 6, have been completed. 
To the St. Louis Shoe Manufac- 
turers and Wholesalers’ Association 
must go the credit of presenting to 
the retail shoe merchants of the 
United States one of the predomi- 
nant style shows to be given during 
1926. It will be the premier pro- 
duetion created for the purpose of 
introducing to shoedom spring’s 
brightest footwear offerings. In a 
market the magnitude of this one, 
unusual styles with an accurate in- 
terpretation of customer require- 
ments will prevail on the “solewalk” 
of the elaborate pageant. 

Retail shoe merchants will virtu- 
ally be ringside spectators, as the 
special ballroom of Hotel Statler 
will be transferred into a veritable 
auditorium of brilliance, with a 
practical seating arrangement per- 
mitting the merchant to get a 
“close-up” of each style presented. 

An illuminating arrangement has 
been worked out which will throw 
light on the newest styles in a per- 
fect manner. The style creators of 
the manufacturers’ association all 
promise to have surprises in the 
patterns to be exhibited. With a 
radical departure pronounced for 
spring footwear, every shoe mer- 
chant who possibly can should seek 
the very latest information on the 
style trend by attending the St. 
Louis Pageant, Jan. 4, 5 and 6, then 


proceed to Chicago for Jan. 7, 8 and 
9 for the N. S. R. A. convention. 
Hotel reservations thus far re- 
quested indicate an attendance that 
will far exceed the record figure set 
last year. F. A. Mahler, secretary 
of the association, stated that he 
estimated not less than five thou- 
sand mrechants will be in attendance 
in St. Louis. Excellent rooms in the 
best hotels are still available for 
those anticipating being present. It 
is requested, however, for the con- 
venience of the: merchant that res- 
ervation for hotel spaee be made at 
once through F. A. Mahler, secre- 
tary, St. Louis Shoe Manufacturers 
and Wholesalers’ Association, 1602 
Locust Street, St. Louis, Mo. 


LL members of the St. Louis 
Shoe Manufacturers’ Associa- 
tion will have their lines spread in 
Hotel Statler, which will be reserved 
exclusively for them. However, in 
other hotels will be displayed the 
first extensive line of Easter foot- 
wear displayed in 1926. Every 
market will be represented and in 
a substantial way. The hotels— 
Jefferson, Mayfair, Maryland and 
Marquette—will be the principal 
hostelries to house the outside lines. 
Six performances of the pageant 
itself will be given—two each day, 
the afternoon show starting at 2 
p. m. and the night-cap affair start- 
ing at 8 p. m. 
It has been arranged by the 
manufacturers that at each revue 


one of the outstanding executives of 
the industry will address the retail 
merchants. Jackson Johnson, chair- 
man of the board of the Interna- 
tional Shoe Co., will extend the glad 
hand of welcome on Monday after- 
noon at the premier performance. 
Many will be interested not only in 
hearing this chief executive of the 
world’s largest shoe institution, but 
will as well enjoy the personal con- 
tact which his appearance will give 
to each visitor. On Monday night a 
similar function will present John 
A. Bush, president of the Brown 
Shoe Co. On Tuesday Frank C. 
Rand, president of the Interna- 
tional Shoe Co., and Wm. M. Sloan 
or W. F. McElroy of the McElroy- 
Sloan Shoe Co. will extend the hos- 
pitality of the shoe industry to the 
visiting merchants. Other promi- 
nent manufacturers will do similar 
honors on. Wednesday. This per- 
sonal appearance of the industry’s 
principal potentates will have an 
added interest to many merchants 
who have been doing business with 
these houses for years but who have 
never had the opportunity of seeing 
and meeting these men outside of 
their businesses. 


HERE will be three style revues 

in which the very finest of the 
city’s glorified feminine youth will 
present the footwear styles. Aside 
from the wonderful patterns to be 
exhibited, each mannequin will wear 
the proper habiliment of spring’s 
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latest edict. The entire garment 
and millinery market has cooper- 
ated in supplying spring’s best gar- 
ments and this feature will have 
unusual merit for the retail shoe 
merchant, who can study the com- 
plete style question and its relation 
to footwear fashions. 

An ali-star cast has been engaged 
for the entertainment features to 
appear between the style revues. 
Rae Samuels, vaudeville’s choicest 
morsel of personality and headliner, 
will top an entertainment program 
that will savor of the best theatrical 
talent: 

Others of unusual merit will com- 
plete a well rounded performance. 
The zest and pep of the show will be 
delegated to Grace Brinkley and her 
Frolicsome Footwear Favorites, who 
last year won the plaudits of the 
huge audiences that thronged the 
ballroom at each performance. 


ENE RODEMICH’S | sixteen 

piece orchestra will strum. the 
tunes of the style strutters and cause 
the feet of the retail merchants to 
shuffle. These syncopators have been 
engaged from the finest theater in 
St. Louis for this occasion and are 
nationally known through their 
Brunswick records. 

Women’s footwear style will of 
course be the center of attraction, 
but advanced information 
on children’s styles is of 
such interest that par- 
ticular attention will be 
paid to the little tots’ 
footwear fashions. The 
sweetest, loveliest little 
peaches have been se- 
lected to carry away the 
honors in the juvenile 
class. The daintiness of 
Dresden dolls but hardly 
describes the bloom of 
these little ones, and re- 
gardless of your interest 
in children’s footwear, 
you are sure to be capti- 
vated by their cunning- 
ness. 

The men’s manufac- 
turers will as well display 
their lines on the run- 
way, and _ important 
styles for spring will be 
seen in these promenades, 

The Southwestern Shoe 
Retailers’ Associa- 
tion will hold their con- 
vention on the same dates 
as the Pageant, Jan. 4, 5 
and 6. Chas. E. Wil- 
liams, president of the or- 
ganization, has prepared 
a program which has fii 
not yet been completed, | 











but announcement of the principal 
speakers is expected to be released 
this week. 

The sessions of the convention 
will be held each morning of the 
three days’ gathering in the Statler 
Hotel. John Baird, president of the 
National Shoe Retailers’ Associa- 
tion, has been asked to speak and 
it is expected he will occupy a place 
on the program. 


EDUCED railroad ratés for the 

entire United States has been 
granted and those merchants who are 
coming to St. Louis at that time are 
requested to ask for certificate 
which, when validated in St. Louis, 
will entitle them to a reduced rate 
fare. Be sure to secure certificate 
when purchasing raifroad ticket to 
St. Louis. President Williams has 
announced that a special train to 
Chicago over the Wabash Railroad 
has been organized and will be 
known as the Southwestern Shoe 
Retailers’ Association N. S. R. A. 
special. Members of the associa- 
tion, officers and directors headed by 
its president, Chas. E. Williams, 
will be aboard this train. 

The retail shoe merchant’s great- 
est interest in an event of this char- 
acter is, of course, shoe styles. 
Assurance is being poured from 
every factory where styles in all 
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grades emanate that patterns intro- 
duced during the pageant will possess 
to the utmost degree every fashion- 
able appeal, which will satisfy the 
customer requirements of retail shoe 
merchants, however exacting they 
may be. 


REATER profits in 1926 should 

be the resolve of the merchants 
everywhere. To attain this goal your 
footwear selections must be carefully 
made. You must possess the correct 
knowledge of fashion’s whim as it 
is molded into footwear. Your visit 
to St. Louis will equip you to make 
a profitable decisicn in your spring 
footwear purchases. For your enter- 
tainment and enjoyment has been 
planned an elaborate performance 
that savors of the very best amuse- 
ment. 

The Statler Ballroom where the 
style revue will be held on the three 
days at 2.15 in the afternoon and 
8.15 each evening has been trans- 
formed into a veritable palace of 
loveliness. The word “Unusual,” 
hardly describes the unique way in 
which models will trip forth on the 
“sole-walk” which has been construct- 
ed by theatrical engineers to present 
shoes in their most attractive appear- 
ance. Scientifically lighted, this run- 
way will give shoe merchants the 
bright side of every. style displayed. 

Feminine youth glori- 
fied will be seen in the 
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three promenades. The 
loveliest girls with the 
daintiest feet will present 
fashion’s choicest foot- 
wear creations. 

The proper costuming 
of each mannequin from 
head to hose will put the 
shoes exhibited in an at- 
mosphere that will, in it- 
self, be an invaluable asset 
for every merchant. When 
he returns to his store he 
will possess complete 
knowledge of spring gar- 
ments and the proper foot- 
wear to accompany each 
style tendency. 


HEATRICAL stars 

of national promi- 
nence have been engaged. 
Individuals whose names 
are studded in electric 
lights along the flaming 
avenue of theatrical 
prominence will entertain 
the merchants between 
the style revues. Rae 
Samuels, “The Blue 
Streak” of vaudeville is 
only one star of the array 
of talent selected. 
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The Biggest, Peppiest Convention, Exhibt- 
tion and Style Pageant in the East! 


. HE TIME is rapidly approaching when our great yearly event will occur. Already most of 
CG the exhibition rooms have been taken by prominent manufacturers, the program for the 


business sessions is practically completed and Chester I. Campbell has made arrangements 
for the biggest Style Pageant of the East. There isn’t a shadow of doubt but what those 
who so immensely enjoyed the convention last year will enjoy themselves to an even greater extent 


this year. 


The Prettiest Style Pageant We’ve Ever Held! 
25 Beautiful Girls Glorifying the 
American Foot and Ankle 


HAPELY MISSES, every one supple in her gracefulness, with perfectly contoured feet and 
ankles that will enhance the newest styles for Spring and Easter, will glide charmingly 
down the long, elaborately decorated runway so that you may feast your eyes on sheer 
beauty. Several “regular fellows” and a few of the younger generation will exhibit men’s 
and children’s shoes. This extravaganza of feminine pulchritude will make you glad you came. 


Buy for Spring and Easter 


NE entire day of the Convention is to be devoted to looking over the 100 lines that will be 
on exhibition. You can look them over leisurely, select what you need, and get them in 
time for your Spring and Easter business. Big and little manufacturers will be there. 
Women’s, misses’, children’s and men’s lines will be on display. 





12th Annual Convention, Exhibition and Style Pageant 


Pennsylvania Shoe Retailers Association 
Hotel Traymore, Atlantic City, N. J., January 18, 19, 20 
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This Model from the 
Regular Line of 
Johnson, Stephens and 
Shinkle Shoe Company 
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Women’s Shoes must, above 
all things, be shapely. This 
fashionable shoe is made in 
The Schmidt Calf Leather in 
a combination of Copper 
Lustre and Blonde. This soft, 
pliable leather is light in 
weight, yet because of its 
superior quality, the shoe 
retains its smart shapeliness. 


Carl E.Schmidt & Co. Inc. 
Tanners of The Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 






























This Model from the 
Regular Line of 
N. B. Thayer Company 





It is The Schmidt Calf Leather 
In Glistening Broadway Tan 





Good Shoes retain their shape 
without spreading out over 
the sole. Only the best of 
leathers make such shoes 
possible. The Schmidt Calf 
Leathers in Smooth, Two-way 
Boarded and Eric Grain are 
ideal for Men’s High Grade 
Shoes. Two especially good 
selling colors are Broadway 
Tan and Copper Lustre. They 
look quality. They are quality 
and are uniform in color. 





Carl E.Schmidt & Co. Inc. 
Tanners of The Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 
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Come w Chicago! 


N.S.RA 








The manufacturers who : 
make up this section, will | 
have, their lines on display J 

at the Sherman Hotel. 3 ; j 


‘ 
















This Certificate of 
Co-operation is a 
badge of honor 
and a guide for 
buying by~ shoe 
- "merchants from 
. leading concerns. 
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Up To The Minute 


LASTS 
PATTERNS 
COLORS 


AND MANY SPECIAL 
CONSTRUCTION FEATURES 


Jan. 4-5-6th Jan. 78-9th 


MEZZANINE FLOOR AT ROOM 1147 


MAYFAIR HOTEL SHERMAN HOTEL 
ST. LOUIS CHICAGO 


BE SURE TO SEE THE 
CHAPLINE LINE 


When writing to advertisers please mention Boot anp SHor REcorper 
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) Uery | prominently among those 
present at the 





Ganuary 7th, 8th and oth 
will be 
Smith Smart Shoes 
for Men and Women, and 
Dr. A. Reed Cushion Shoes 
for Men 


Hotel La Salle, Chicago 


Chicago and New York 











N.S.R.A. Convention 


We extend a cordial invitation to you to look them over at the 


J. P. SMITH SHOE COMPANY 
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SPRING SHADES 
of 
COLORED KID 


No. 178 BOIS de ROSE 
CARAMEL 
PARCHMENT 
SAUTERNE 
BLONDINE 
ASCOT TAN 
GOLDEN BROWN 
OPAL GREY 
PEARL GREY 

- TITIAN : 
BLUE ROYALE 
F.B. & C. WHITE GLAZED KID 


The merit of F. B & C. Kid will best 
be realized when seen in the shoe. 


AMALGAMATED LEATHER Cos. INC. 


315-317-319 Arch Street, Philadephia, U. S. A. 


Factories: WILMINGTON, DEL. 
When writing to advertisers please mention Boot ann Suoz Recorper 
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SHOES FOR’ THE.OCCASION 
displayed at N.S.R.A- National Convention 








ARCH SUPPORT SHOE 


IMPORTED ENGLISH BLEACHED CALF 
BACKSTAY, SIDESTAY, HEELSTAY AND 
BLUE LINING. 



















FELT 
PADDED 
TONGUES. 


FI 
oeAneiy 

HALF RUBBER 

HEEL, 
EXTRA HEAVY- 
WEIGHT CORRU- 
GATED STEEL 
ARCH SUPPORT 

SHANK. 
FULL GRAIN 
LEATHER INNER- 
SOLE. 


Manufactured by 


e e e ° . Mhearded. 
Davies Shoe Manufacturing Co. Racine, Wisconsin Our Eompane 
The Kid and Kangaroo House of America National Shor Retailers 
4 Association 
: Distributors Fe — oe or 
| Simmons-Bramhall Corporation Hutchison Wholesale Shoe Co. National Shor Convention 
Belfast Maine Fort Smith Arkansa nape flrranry TI 1806 










In the construction of our Arch 
Support last, a specially de- 
signed arch support effect is 
used when combined with a cor- 
rugated steel Arch support 
shank attached in such a way 
that it leaves a perfectly smooth 
insole without any ridges what- 
soever, which gives that much 
desired strengthening effect. 
Davies Arch Support does not 
bear on any particular point, 
but is distributed over the whole 
foot. This feature has made 
our ARCH SUPPORT SHOES 
such a marvelous success. 


Style No. B-5568 
Genuine Imported Australian Black 
Kangaroo Arch Support Blucher 


Oxford. 
$4.40 


Style No. B-5497 
Genuine Imported Australian Brown 
Kangaroo Arch Support Blucher 


xford. 
$4.90 


Style No. B-568 


Genuine Imported Australian Black 
Kangaroo Arch Support Blucher. 


$4.50 


Style No. B-497 


Genuine Imported Australian Brown 
Kangaroo Arch Support Blucher. 


$5.00 


9 IRON OAK OUTSOLE 





gesitiotet Paper, 
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ied Pip er 









Shoes 


You have a line that’s different. Your shoes have many patented 
features. You receive unusual selling co-operation. Besides, with 
PIED PIPER SHOES is offered you the most comprehensive and far- 
reaching merchandising plan in the children’s shoe business. 


ied Piper 
Shoes 


Pied Piper oxfords, straps, pumps, sandals 
and sport shoes—for infants, children, 
misses, youths, boys and growing girls. All 
made by the Pentler & Short Patented Im- 
proved Welt Process—THE GREATEST 
TRIUMPH IN PRESENT-DAY SHOE 


MAKING. 
ied Piper 
Shoes 


Rooms 


1460-1461-1462 
HOTEL 
SHERMAN 
N.S.R. A. 


Maiathon Shoe Co; CONVENTION 


Wausau Wisconsin January 7, 8, 9 


Pied Piper Shoes will be on display at Maryland Hotel, St. Louis, Jan. 4-5-6 
"hen writing to advertisers please mention Boot AnD SHog RecorpEr 
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Travelers Shoe Company, Boston, Mass. 


A well dressed store 
brings well dressed trade 


eng looking, attractive shoe stores attract not only more trade— 
but also better trade. For people prefer to buy of—and be seen 
in—progressive, prosperous looking stores. 

And further—shoppers the world over have more confidence in well- 


ance in a store naturally reflects careful management—better values— 
and quality goods. 

Modern, high grade, comfortable shoe store chairs— American Inter- 
locking Shoe Store Chairs—can be the greatest factor in giving your 
store an air of distinction—a background of prestige. 


15 years of experience offered free to you 


For more than 1§ years we have made a specialty of Shoe Store Chairs. Have pro- 
duced thousands of chairs—equipped leading stores from coast to coast. 


Our designers and draf experts in their work—will suggest free, and with 
no obligation on your part, an arrangement of chairs to enable you to serve more cus- 
tomers with greatest speed and convenience and add greatly to the decorative effect. 
Suggestions gladly forwarded by our Shoe Store Service department if you will write us. 








groomed stores, more respect for the merchandise. For good appear- _, 





Illustrating 

No. 9015 
back. 

Ply beck. | 




















Send today for our illustrated booklet, “The Shoe Store Beautiful.” It shows 
many attractive shoe store chair styles and installations. It will be sent you free. 


See Exhibit at Rooms 742-743, Hotel Sherman, N. S. R. A. Convention 


American Geating Company 


1016 Lytton Building Chicago, Illinois 
BRANCH OFFICES: : 
. BOSTON 
‘- Room‘ 302, 69 Canal St. 


NEW YORK PHILADELPHIA . 
Room 601, 119 W. 40th St. Room 703, 1211 Chestnut St. 














a 


Our Company, 


National Shor Retailers 
Association 











Ce Go to Chicago ~January 7~§~9 pL 
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st SHOES FOR BOYS 


Style No 54 
DINTY TAN KIP (Crepe Sole) 
Boys’ BCD |... $3.65 
\ Youths’ BCD 220: 
Little Men’s CDE 





TERMS, 5% 10 DAYS 
See them at Rooms 1225-1226, Morrison 
Hotel, Jan. 7-8-9. Co-operative Contribu- 
tors to N.S.R.A. Convention, Chicago. 


TEEPLE SHOE CO 


WAUPUN ~ WISCONSIN 




















When writing to advertisers please mention Boot ann Snog Recorper 











144 





BOOT AND SHOE RECORDER December 26, 1925 


























MEET US 
AT THE SHOE CONVENTION 


AT SUITE 111 AND 112 
HOTEL SHERMAN 
JANUARY 7, 8, 9- 





WE WILL HAVE 700 SQUARE FEET—AND WE 
WILL NEED IT BECAUSE OUR DISPLAY WILL 
BE VERY EXTENSIVE, EMBRACING A LARGE 
LINE OF WOOD, GLASS AND WROUGHT 
METAL FIXTURES. 


OUR DISPLAY WILL EMBRACE MANY NOVELTIES 
AND NEW IDEAS, ALSO WINDOW VALANCES, RUGS, 
PLUSH AND NEW LIGHT WEIGHT FABRICS. 














Quality—Service—Courtesy 


Viste Our Chicago or New York Show Room 


= = —— -~ ——— x” 














NEW YORK SHOW ROOMS THE HECHT F IXTURE CO. 


16 West 31st St. DEPT. 12 
Between Broadway and Sth Ave. 
Medinah Building, Wells St. and Jackson Blvd., Chicago, Il. 
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SHOES FOR THE OCCASION 
displayed at N.S-R-A- National Convention. 











THE PROVEN 
ARCH SHANK 
YIELOS GENTLY BENEATH 

IME STEP, INSURING 

UNMAM PERED MUSULAR 
ACTION --AND PROTECTS 
ALL ARCHES OF THE FOOT 





Ah! Its easy to step fast Ne. CO 
and keep on steppin’ in the a GE cea, a ad 


comfort for the foot—skill- 


Certi ea fully tailored for a snug fit 
at the heel. No. 31 nut shade 


in fine grained, soft kid. The 
N quarter is lined with bleached 
calf. A plump, shock-ab- 


sorbing 13-iron sole with 


Se ‘Sho ee rubber heel. 


No. 868—Same as above in 


Black Vici Kid. 
For Men and Women ack Vici Kid 


The adult foot which has not known complete support 
for the arches will find a new comfort—new life—in the 
shoe which supports the arch across the ball as well as 
from heel to ball. For the wearer this means increased 
earning power and a keener enjoyment of life. For you 


it means increased business and prestige. gqiitiate of Co 


Room 205, Sherman House, Chicago, Jan. 7-8-9 Dhearded Lo | 
@ur Gempamy, 


STONEFIELD-EVANS ial. so 
SHOE COMPANY Acme 


Checage January 789136 
ROCKFORD, ILL. Cire 
Cre Go to Chicago ~January 7~8~9 
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Arrow indicates 









center, an exclusive 
patented feature of 
Dr. Scholl’s Nw 
Grip Heel Liner 





Patented March 7, 1916. Do not accept disappointing imitations 


Show your customers how they can make their 
expensive silk hosiery wear longer by preventing 
slipping and rubbing at the heels. Demonstrate 
to them how Nu-Grips save them the pain and 
discomfort of irritated, blistered heels. 


It is an easy matter to sell women Nu-Grips for 
every pair of shoes they own. In fact, after they 


--—MAIL COUPON NOW--, 
THE SCHOLL MFG. CO. 
W. Schiller St., C’ . Illinois 
aw. tach Sta, New York City NY. L ofice 
GENTLEMEN: Please ship us the following Dr. Scholl's 
Nu-Grip Heel Liner at $2.25 per dozen. 




















: 

I 

I 

I 

l 

Men’s Sizes Women’s Sizes | 

caiaiall Doz. Black Den. Black | 

sneoccontntgnil Doz. Tan ————- r 

joimsadhinnitaa Doz. White exeeseveeeeeeee OZ. White i 

naan Doz, Champagne Doz. Ch | 

Name | 
Street and No | with a patented 

City State | 
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Saves 
Stockings 


Dr. Scholl’s Nu-Grip Heel Liner (and Stocking 
Savers) have special patented features which place 
them in a class by themselves. They are designed 
with a smooth, cup-shaped center that fits the con- 
tour of the heel perfectly. 


In addition to the patented cup-shaped center, 
Nu-Grips are fashioned to fit perfectly the heel 
of the foot and the shoe. 


The world’s largest makers of fine silk hosiery 
endorse Dr. Scholl’s Nu-Grip Heel Liner (and 
Stocking Savers). They not only save hosiery and 
heels but make shoes fit better at ankle and heel. 


Sell Nu-Grips with every pair of shoes 


once use them women will not be without them. 


Sizes for men and women. Four colors— White, 
Black, Tan and Champagne. Colors absolutely 
fast. Have gummed back and can be attached in 
two minutes by customers. Packed one pair in a 


carton. 


$2.25 Per Dozen: Retail 30c Per Pair. 





Dr. Scholl's Nu-Grip Heel Liner and Stocking Savers are made of a velvety rubber 


center which holds heel firmly in place. They are expertly 


cup-shaped 
fashioned to fit all slippers and shoes in styles fot Men and Women and in four colors— 


White, Tan, Black and Champagne 
© 1925, The Scholl Mfg. Co. 
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Make your visit to this con- 
vention a profitable one 


Shoe merchants who are specializing in Dr. Scholl’s Foot 
Comfort Service will be greatly interested in having unfolded 
to them the most ambitious advertising and merchandising 
campaigns in the history of our firm. 


While thousands of merchants have been doing a splendid 
business on the Dr. Scholl line of Foot Comfort Appli- 
ances and Remedies, yet when our new plans are in full 
operation, their business and profits are going to show re- 
markable increases. 


There will be others at this convention who have been over- 
looking one of the finest business opportunities ever offered 
the retail shoe industry. These men, by not having a clear 
conception of what Dr. Scholl’s Foot Comfort Service is, are 
losing business, profits and prestige. 


We want to extend to this class of dealers a cordial invita- 
tion to call at our booth No. 29 on the Mezzanine Floor at 
the Hotel Sherman or Room 1057. When you learn how 
easy it is to operate a Dr. Scholl Foot Comfort Department; 
what a small investment is required; the extra profits'you can 
make and the additional. patronage it will bring you, there is 
not a shadow of a doubt about your accepting ‘it. 


At least we want the pleasure and privilege of meeting you. 
We all profit through the exchange of ideas. 





Remember Booth No. 29 on the Mezzanine Floor or 
Room No. 1057 in the Hotel Sherman 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller St. 62 W. 14th Street 112 Adelaide St. East 
CHICAGO, ILLINOIS NEW YORK CITY, N. Y. TORONTO 


LONDON - PARIS * FRANKFORT - BUENOS AIRES - CAPE TOWN - HAVANA ~- OSLO - STOCKHOLM 
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National Retailers Mutual Insurance Company 


Insurance Department 


NATIONAL SHOE RETAILERS ASSOCIATION 


This is the time of year to consider changes in your business methods 
which will increase your 1926 profits. 


Leading shoe retailers have found insurance costs can be safely and 
substantially reduced through our legal reserve mutual 
company devoted to the service of the organized shoe 
retailers. 

The cash saving has been 30% on fire insurance, (sometimes our 
advice cuts present cost over 40%) and averages 25% on 
automobile (all forms), liability, plate glass, burglary, 
fidelity bonds and other lines. 

Resolve now to meet 1926 overhead expense with courage and place 
your renewal insurance where you receive the best insurance 

at cost. 


Visit Our Insurance Bureau at the Convention, Jan. 7, 8, 9 
Or Write for Particulars 














Pantheon Bldg., Chicago. 





JAMES S. KEMPER, Manager 








“See 


the 
Adrian | 
X-Ray 
Foot 
Fitter 





Be Great Britain Se 


The Shoe Trades Journal 


is the oldest established Shoe 
and Leather Trades Paper in 
Great Britain. 


Established 1869 


ON THE MEZZANINE FLOOR _ ‘ . 
Our Advertising Tariff will be 


SHERMAN HOTEL 
supplied by the Boot and Shoe 


N. S. R. A. Convention, Jan. 7, 8, 9 Recorder, Boston Mass., upon 
IT’S NEW application. 
IT’S IMPROVED 


IT’S PRACTICAL 
IT’S A NECESSITY 


ADRIAN CORPORATION THE SHOE = JOURNAL 


ENTERPRISE BUILDING Leicester “ F ng 
MILWAUKEE WISCONSIN land 
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SHOES FOR THE OCCASION 
displayed at N.S.R-A- National Convention. 


d See xy 
Com c a erman . 


Room 1222 4 











No. 869—Gallun Tan Calf, 
“Kum Back” Toe, College Last. 
In stock B to D. 


No. 815—Same in Black Calf. 


If you have fixed certain towns in your mind as producing centers for men’s 
shoes that sell, inspect this CLINTON line—note the he-man styles, the care- 
ful shoemaking, the quality of materials, the modest pricing—and you'll mark 
a ring around Clinton, lowa, on your shoe map. 























met pt 
Ce CLI NTON, oe 
ent | 
@XCANSAS ciTy eet 
st.Lovis @ Our Company, 


SY 
National Shar Retailers 
Association 


CLINTON SHOE MFG. CO. | === 


CLINTON ; IOWA a TICE 























GE Go to Chicago ~ January 7~8~9 pl 
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WE ARE IN BUSINESS TO SERVE YOUA 


a 





at St. Louis 


January 4, 5 and 6 


HOTEL STATLER 


Room 633 


See the Whole Advanced Sty 








Built for seasons and occa- 


MSN» SHOES sions over the proper wood 


—complete in every detail 


The slogan of the shoe business to- 
day is ‘‘shoes for seasons and occa- 
sions. The Allied Shoe Industries 
are solidly behind this movement. 





See our display 
cooperating 





| along this line 











The same display will be shown at the Convention] o 


ATLANTIC CITY, - - January 18, 19, 20, 1926] R 














UNITED LAST 
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VULe ween 2S FTO SELL YoU Lasts 





at Chicago 


January 7, 8 and 9 


HOTEL SHERMAN 


Booth 31 Mezzanine Floor and 
Rooms 1133-1134 


Style Picture Before You Buy 











All completely fished 


YVVOMENS SHOES } and built right over the | 


most favored new lasts 


In the most advanced Spring 
styles and methods covering the 
most modern shoe construction. 


See the New Heels 
The New Edge Irons 
The New Shank Irons 
The New Bottom Finishes 











onf of the Pennsylvania Shoe Retailers Association 


26— Room 221 . . ; HOTEL TRAYMORE 


'COMPANY. 


When writing to advertisers please mention Boot anp Snore RecorDER 
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That’s A Perfect Job! 


Wi a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it can easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 


Repco Dye is now put up in convenient 24%-ounce bottles. This 
new size is particularly adapted for home use. Your customers will 
welcome Repco as a means of getting longer wear out of their light- 
colored shoes which have become hopelessly soiled. Black polishes 
and pastes can be applied over Repco with excellent results. It will 
pay you to keep a supply of Repco Dye on hand. 








For Sale by Shoe Findings Dealers 


iI > United Shoe Machinery Corporation, Boston, Mass. 
| ; San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City 
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FOR A NAME 


The manufacturer of a new line of growing 
girls’ welt footwear is looking for a distinctive 
name to characterize an individual line of shoes. 


The product will be extensively advertised and 
for that reason a name that is unusual is desired. 


The line of shoes will be made of the finest 
grades of calfskins—over specially designed 
lasts and will consist of about twelve numbers. 


The contest is open to shoe merchants and their 
clerks and will close February first. 


All names submitted will become the property 
of the manufacturer. 


The announcement of the winner will be made 
in a February issue of the Boor AND SHOE 
RECORDER only. 


Address Contest Editor, Boot and Shoe Recorder 


Room 607, 189 W. Madison St. 
Chicago, Ill. 





When writing to advertisers please mention Boot anp SHox Recorper 



































156 BOOT AND SHOE RECORDER December 26, 1925 













At 
St. Louis 
Style Show 
Jefferson Hotel 


Rooms 
223 and 330 






























4600—Blonde Kid one strap with 
Bois De Rose kid underlay. Blonde 
kid lining. Silk Frenc corded. 
17/8 Spiked Full Louis. A-B-C 
width. rice 50. 


4601—Same style, Patent leather, 
Blonde kid underlay. A-B-C width. 
Price $4.00. 






















1842—Patent leather pump, with Bois 

De Rose kid underlay, Ivory kid lin- 

“<< 14/8 military covered heel. AA- 
-B-C width. Price $3.85. 










2700—Patent leather Lucille pump, 
combination kid collar. Ivory Kid 
yvw s at 18/8 Spiked Full Louis heel, 


width. Price $4.50. IMMEDIATE 


2704—Same style, 14/8 covered mili- 


tary heel. AA-A-B-C width. $4.25. DELIVERY 


2702—Same style, Blonde kid with 
combination kid collar. AA-A-B-C 
width. Price $4.85. 




















At 
Chicago 
Convention 








Morrison 






Hotel 
: Rooms 
pesee rae? | feoter. eee 1339-1340 






lining. 17/8 Spiked Full Louis heel. 
A-B-C width. rice $4.2: 




















4602—Blonde kid gore pump with 
combination kid bow. Ivory kid lin- 
ing. 17/8 Spiked Full Louis. A-B-C 
width. rice $4.25. 

4603—Same style, 13/8 covered mili- 
tary heel. A-B-C width. Price $4.00. 






NOVELTY SHOE CO. 


True to Its Name 


32 So. Wells St. 














Chicago, Ill. 
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SHOES FOR THE OCCASION 
displayed at N.S-R-A- National Convention— 











There’s a Lot of Good Healthy Merchandising In 


sINBAc 





HELTHY-FUT SHOES “FOR LIFE’S SPRINGTIME” 


Sturdily built and gracefully styled, the Helthy-Fut line 
is chosen by those who appreciate sound, healthy merchan- 
dising conditions in the store. Each sale of Helthy-Fut 
shoes is a clean sale—with the customer pleased, goodwill 
established and a repeat sale later on. 


The finest in Welts, McKays, Stitchdowns and Turns for 
young people of all ages—‘“For Life’s Springtime’—are 
manufactured in our own factories. Each type of shoe is 
made ina different factory, specializing in one kind of con- 
struction only, insuring expert workmanship. All stock is 
carried on the floor in Chicago, where shipments within 
eight hours of receipt of order are the rule. 


For a healthy turnover, tie up with the Helthy-Fut line. 


ON DISPLAY AT THE CHICAGO CONVENTION 


Room 1636, Hotel Morrison 
Room 661-62, Hotel Sherman 


sINBAc 


SINSHEIMER Lt 
11-13-15 W. MO ROE St 


c HI CAGO 















Gee Go to Chicago ~January 7~8~9 
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CHICAGO 
cA Great Shoe Market 


Chicago—the great Hub city of 
America, the bottleneck through 
which passes approximately sixty 
per cent of all intra-national ship- 
ping of the country is probably the 
greatest shoe distributing center in 
the world. ie 

Aside from the half a hundred 
wholesaling concerns and manufac- 
turers among whom are listed two 
of the leading American manufac- 
turers of men’s fine footwear, prac- 
tically every manufacturer in the 
country of any size maintains a 
sales and display office in Chicago’s 
shoe district. 

The strategic position of Chicago 
is ideal for footwear distribution 
for Chicago is the hub of the great 
transportation wheel of America 
and more cities can be reached in 
forty-eight hours time from Chi- 
cago than from any other point in 
the United States. This is a tre- 
mendous advantage to the mer- 
chant in a game where style and 
quick delivery plays such an enor- 
mous part in the profit making. 

Within the city of Chicago— 
every conceivable type of shoe is 
made. There are factories making 
turn footwear for women and child- 
ren—plants where beautiful McKay 
novelties are a part of the daily 
program and concerns where welts 
for both men and women are made 
—and made famous for high stan- 
dards of style and quality. 

A total of twenty-nine shoe fac- 
tories operate within the limits of 
the city of Chicago, three of them 
of enormous size and their products 
known in almost every corner of 
the civilized globe. 

Probably ten thousand workers 
find employment in Chicago’s shoe 
industry and close to 40,000 pairs 
of shoes are daily turned into the 
avenues of distribution by the 
manufacturers alone. 

Among the wholesalers in Chi- 
cago are many whose names have 
been written in the shoe industry 
for almost a half century—some 
whose active entry into the trade 
commenced more than a quarter of 
a century ago. To these goes the 
credit for the birth of the industry 
in Chicago and to their later fol- 
lowers the credit for maintaining 


the position of the city in the shoe 
markets of the country. 

Here in Chicago have sprung up 
a little coterie of keen, active men 
who have built a splendid organiza- 
tion for the distribution of women’s 
fine novelty footwear as well as the 
children’s and men’s lines. 

Much of the style that has been 
a part of the national interest in 
footwear has been originated by 
men in the wholesale and manufac- 
turing industry in Chicago—men 
who have not been content to be 
anything else but leaders in their 
field. 

Merchants—especially through 
the central and northwest have 
found the Chicago markets well 
worth buying in. They have found 
quality and style that was not to 
be surpassed in. any shoe market in 
the country and they have found 
shipping delivery that gave them 
days of advantage when time 
counted. 

Chicago’s shoe market has the 
elements that will inspire growth. 
Today while one of the greatest 
of shoe centers—Chicago’s shoe 
market is growing and the future 
of this center can safely be intrust- 
ed to the splendid men and the 
splendid organization who are 
working to make it first—where 
shoes are considered. 

Men’s fine shoes are manufac- 
tured in Chicago and distributed to 
all parts of this country and to for- 
eign countries in greater volume 
than any other center, and they are 
more extensively advertised na- 
tionally than any other makes of 
men’s high-grade shoes. Medium 
priced men’s shoes and women’s 
and children’s shoes that are distri- 
buted from the Chicago market are 
manufactured for Chciago distrib- 
uting houses largely in smaller cit- 
ies and towns within a compara- 
tively small radius. 

The distribution of shoes from 
Chicago is estimated to be far in 
excess of $100,000,000 a year. 

Chicago has over 163 permanent 
sales rooms representing manufac- 
turers in all parts of the country 
who have availed themselves of 
Chicago’s advantages as a distrib- 
uting center. Among the forty 


wholesale shoe firms in Chicago are 
some of the largest distributors in 
the country. One large distributor, 
for instance, sells practically the 
entire output of twelve large fac- 
tories. Others keep from six to ten 
plants busy. 





Frank Lakofka to Open Own 
Wholesale Business 


The newest entry into Chicago’s 
wholesale shoe market is the F. H. 
Lakofka Shoe Company, Inc., at 45 
South Wells Street. 

Frank Lakofka—president of the 
new concern has been identified 
with the Chicago shoe trade for 
nearly twenty-five years and his 
host of friends have united in best 





F. H. Lakofka 


wishes to Frank and the success of 
the new venture. 

The newly organized company 
will specialize in women’s novelty 
footwear in welts, turns and Mc- 
kays and will take over the distri- 
bution of the famous Vinsonhaler 
line of St: Louis. They will also 
carry a well known line of women’s 
corrective footwear. 

For eighteen years. Frank has 
been buyer at the Harper Kirschten 
Shoe Company of Chicago and for 
the past five years has served also 
in the office of vice-president. 
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At Chicago— 


In our display rooms at 311 W. Monroe 
Street, only 3 blocks South of Hotel 
Sherman. 


| Double Your Business 
Selling Shoes That 
Give Service Like This 


“From February 2nd to October 8th, 1924, we paid out $19.65 
for shoes and re-soling for our little boy. Then in February, 
1925 Mr. Abraham opened his store here with the Kinder- 
Garten line. We bought one pair of Kinder-Garten shoes 
for $2.50 and one pair of Kinder-Garten Oxfords in July for 
$2.75, and these shoes are today (Nov. 9th, 1925) in fine con- 
dition. There is not a hole in the soles or tops. Yet our boy 
has given them hard wear. He is constantly on the run or 
playing with his coaster wagon. So the difference in our 
shoe bill for two equal periods of time amounts to $14.40!” 
(Signed) Mrs. Roy Armentrout 


Garner, Iowa 


Long wear is only partly the reason why Kinder-Garten 
dealers prosper. Flexible comfort, handsome appearance, 
variety of style, reasonable price—these features, too, bring 
Mothers back to your store. Start the New Year RIGHT 
by stocking Kinder-Garten. 


On Display in Room 1021 
Hotel Morrison, Chicago 
January 7, 8 and 9 


Manufaotured and Distributed by 


FARGO-HALLOWELL SHOE CO. 
311 W. Monroe St., Chicago 
































Patent One-Strap Cutout Band and Quarter 
Special Kinder-Garter Chrome Sole 


No. 8045—$2.50 Sizes 12% to 2 (Rubber 
No. 8046--$4.15 Sizes 8% to 12 (Rubber 
No. 804 7-—$1.85 Sizes 5% to 8 (Wedge 
No. 8018 $1.40 Sizes 2 to 5 (Wedge Heel). 





Patent One-StrapCutout Vamp and Quarter 
Special Kinder-Garten Chrome Sole. 


No. 8041—$2.50 Sizes 12% to 2 (Rubber 
No, 8042--$2.15 Sizes 8% to 12 (Rubber 
No. 0%3-=$1.85 Sizes 5% to 8 (Wedge 
No, $011 —-$1.40 Sizes 2 to 5 (Wedge Heel). 





Patent Cutout Sandal. 
Special Kinder-Garten Chrome Sole. 


No. 8057—$2.50 Sizes 12% to 2 (Rubber 
No. $058—-$2.15 Sizes 8% to 12 (Rubber 
No. n09--$1.85 Sizes 5% to 8 (Wedge 
No. dabe-$1.40 Sizes 2 to 5 (Wedge Heel). 
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Waaow Values are the best Christmas gift for your 
store. They build good will, increased sales and added 


profits. 






Up to the Minute 
Styles for 


Early Spring 








No. R911—Northwestern Russide Mellow 
Tan upper stock, ten iron ‘‘A’’ grade co. Sa ae ee 7 — | 
bend soles—tfull | quarter linedi— 





° tsol full If rter lini ara titehed 
fall balloon last Six branches are located heel. seat. »Wingtoot heels. inked tip 
a MD. 660bdéb ce beccecceeesnnued $2.35 hi ° . ation last with extra wide extension 
a pereedmeeetnitaniaim at easy shipping points coles. 
No. R913—Gun Metal as above. e | -18% bbs éndqhedtddebemsidabaane $2.75 
No. R915—Patent Leather as above. to serve you wit h ede WUSaseSSeeSeeSseeSaesseeS 8-00 


Yiido. Footwear. 


DMeA-SWwader Co. 


Distributing Houses Factories 
New York Philadelphia Annville, Pa. Elizabethtown, Pa. 
Pittsburgh Chicago Middletown, Pa. Palmyra, Pa. 
Seattle San Francisco Lebanon, Pa. 
165 Second St. 

















See the Complete Yrardoy Line On Display During the Chicago 


Convention at Room 933, Morrison Hotel. 
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We sincerely thank our many retail friends for the loyal 


patronage with which they have favored us on{QRaaAdy 
Shoes during 1925. 







Up to the Minute 
Styles for 
Early Spring 








_ OLIVE—A combination of beanty and 
BEATRICE —An attractive new pattern elegance with certain appeal to younger 





for the stylish miss. In thorough accord trade. Full chrome patent leather strap 








with advanced style trend. Full chrome ° “os 

Pp, gun metal lerlaid bi h ttern 

| patent gore pump—chased silveroid oval Six branches are located pu _o = i. a Goes y 

5 ae Gray te quarter and sock hi ; ‘ t Gray kid full leather quarter linings and 
sock linings. 

F . 2 | SEPP ClO RTEEEe oe 4 at easy Ss ipping poin at dr $ontoesseneeeteeesendeewen o.09 

11%- aod 6 Wit A oese-andia e See acti i ° CUE? Sd Guscetn¢0 se cieeeential 2 

Dy acute snh sebelah «coun 2.75 eS ouwlt SS epee hennet: atte ies 2.75 

t ose rv Goodyear Welts over combination lasts at 


2 

claacens te OT TEesy ood 2.35 MEE cacececsestucstastnadaiea 
A area maldetitn Gebot +r 80 Qriidoy Footwear. Fy Dimi hemptemeca ate pe *F 80 
Sele Oni, die ov actos tip nse<s 3.25 NNGEE: Scsusccdcstcceceroumaamane 3.25 


MAS WradoyCo. 





Distributing Houses Factories 

New York Philadelphia Annville, Pa. Elizabethtown, Pa. 
F Pittsburgh Chicago Middletown, Pa. Palmyra, Pa. 
Seattle San Francisco Lebanon, Pa. | 
165 Second St. | 














See the Complete Yraidoy Line On Display During the Chicago 
Convention at Room 933, Morrison Hotel. 
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THESE MANUFACTURERS AND 


WHOLESALERS OF CHICAGO 
Invite You 


HE manufacturers and whole- 

salers of Chicago will hold “open 
house” to visiting shoe merchants 
during the N.S.R.A. Convention 
Jan. 7, 8 and 9. 

Shoe merchants will find much to 
their advantage to take time to get 
acquainted with the lines and the 
facilities offered by these great or- 
ganizations in the Chicago market. 

ATHLETIC SHOE CO., 916-934 
North Marshall Avenue, manufacturers 
of men’s, boys’ and. youths’, and 
women’s medium McKays and turns; 
also sporting shoes and sheepskin moc- 
casins. 

AXMAN-WEISS SHOE CO., 303 
West Monroe Street, distributors of 
women’s novelty footwear, in stock. 

B & B SHOE CO., 1809 Thomas 
Street, manufacturers of infants’ soft 
soles and moccasins. Product sold 
through wholesalers only. 


CHECKER SHOE CO., 900. West 
Lake Street, manufacturers of women’s 
high style novelty McKays. 

CLARK & PARSONS SHOE CO., 
815 Union Park Court, manufacturers 
of ladies’ fine turns. 

THE CLAYTON SHOE CO., 19 
South Wells Street, manufacturers 
and distributors of children’s and in- 
fants’ welts and stitch-downs, featur- 
ing the “Chums” line of Flex-Welts. 

FARGO-HALLOWELL SHOE CO., 
311 West Monroe Street, manufacturers 
of the “Kindergarten Line,” misses’, 
children’s and infants’ stitchdowns. 

THE FAUST SHOE CO., 19 South 
Wells Street, builders of juvenile foot- 
wear, specializing in Dr. Mary Hall 
stitchdowns. (See advertisement.) 

THE FLORSHEIM SHOE CO., main 
office Adams, Clinton, Jefferson and 
Quincy Streets, manufacturers of 
men’s fine welts, dress, golf and hunt- 
ing shoes. Makers of “The Florsheim 
Shoe. 


S. FREEHLING & SON, 19 South 
Wells Street, distributors of infants’ 
and children’s shoes. 

THE GODING SHOE CO., 833 West 
Chicago Avenue, manufacturers of 
men’s welts. 

I. GROSSMAN, INC., 625 Jackson 
Boulevard, manufacturers of women’s 
fine McKays. 

HARPER & KIRSCHTEN SHOE 
CO., 2831 West Monroe Street, whole- 
salers women’s novelty welts, turns 
and McKay footwear. Also Mary Adams 
Foot Comfort line. 

KEEHN BROS., 219 West Monroe 
Street, distributors of men ’s, boys’ and 
little gents’ high grade | Goodyear 
welts and McKays; misses’ and chil- 
dren’s fine stitchdowns. In stock ser- 
vice on Blue-Tip and Venti-Flex shoes. 

A. S. KREIDER CO., 312 West Mon- 
roe Street, manufacturers of misses’, 
— 4 and infants’ medium McKays 


and wel 
FRANK J. LAKOFKA SHOE CO., 








231 W. Monroe St. 
Chicago, Illinois 





ary Adam, 


“Hi-Archa Shoe 


HARPER and KIRSCHTEN SHOE CO. 


She Walks in Style and Comfort 


in the 


No. B1333. Patent Leather, 
Goodyear Welt, Covered Heel. 
B to & GV. oc cscccsyess $5.00 


No. B1334. Same in Black Kid, 
Leather Heel, Rubber Top Lift. 
SY ). Keer eee $4.85 


No B1335. Same in Black Satin, 


Covered Heel. A to E 3/9 
$5.00 
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INC., 45 South Wells Street distribu- 
tors women’s novelty welts, turns, Mc- 
Kays and Foot Comfort specialties. 

THE LEVIE SHOE CO., 500-532 
Throop Street, manufacturers 
fine welts. akers of “The Levie 
Shoe” and “Avon Stratford.” 

LONGWEAR SHOE CO., 24 South 
Wells Street, manufacturers of Dr. 
Edgar’s “Body Builders” - line of 
women’s stylish comfort shoes, in stock. 

H. F. MALOTT SHOE CoO., 1915 
Girard Street, misses’ and children’s 
fine .stitchdowns and ballet slippers. 
Makers of “Health Makers” shoe. 

MARGOLIN SHOE CO., 229 West 
Huron Street, manufacturers of wom- 
en’s and children’s medium McKays. 

C. W. MARKS SHOE CO., 41 South 
Wells Street, distributors of men’s 
work and dress shoes, women’s novelty 
and comfort shoes, children’s shoes, and 
a large line of felts. Also distributors 
for the Dr. Kelly line, an orthopedic 
line of women’s and men’s shoes. 

MONARCH SHOE CO., 913 Roose- 
velt Road, manufacturers of infants’ 
soft soles, distributed through whole- 
salers and jobbers exclusively. 

NATIONAL SHOE CO., 45 South 
Wells Street, distributors of comfort 
shoes, satin, leather and felt slippers. 

NOVELTY SHOE CO., 32 South 
Wells Street, style leaders of women’s 
novelty shoes. 

FRANK J. PARTRIDGE, JR., 24 
South Wells Street, selling agents for 
Novelty Slipper Co., 121 West Nine- 
teenth Street, New York City, manu- 
facturers of felt, satin and leather 
boudoir slippers, in stock. 

SAVAL SHOE MFG. CO., 316 Union 
Park Court, manufacturers of women’s 
high style novelty McKays. 
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SELZ, SCHWAB & CO., Superior 
and Kingsbury Streets, manufacturers 
of men’s and women’s fine and medium 


; ; 2 Ne and McKays; also golf and work 
of men’s - shoe 


B. H. SHAPIRO SHOE CO., INC., 
24 South Wells Street, distributors of 
women’s popular priced novelties, car- 

ied in Re. 


ri 5 
SINBAC, 211-15 West Monroe 
Street, manufacturers of “The Helthy- 
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Fut Line’—turns, stitchdowns, I[‘c- 
Kays and Goodyear welts “For Life’s 
Springtime.” 

J. P. SMITH SHOE CO., 671 Sanga- 
mon Street, manufacturers of. men’s 
and women’s fine welts. Makers of 
“Dr. Reed Cushion Shoe” and “Smith 
Smart Shoes.” 

STANWEAR SHOE CoO., 45 South 
Wells Street, distributors of women’s, 
children’s and infants’ shoes. 


Clarence Darrow to Be Principal Speaker at Chicago 
Travelers’ Dinner 


LARENCE S. DARROW, per- 


haps: the mest outstanding 
criminal lawyer of his day, will be 


the orator at the banquet to be ten- 


dered all branches of the shoe trade 
at Hotel Sherman on the evening of 


Wednesday, Jan. 6. 


By reason of Mr. Darrow’s_atti- 


tude on such matters as prohibition 


and evolution and his prominence 


during many years in such notable 


cases as the Haywood case in Colo- 


rado and the Loeb-Leopold case in 


Chicago, the Darrow eloquence and 


convincing diction are too well 
known to require any more than an 


announcement to insure a capacity 
attendance at the open-house wel- 
come of The Chicago Shoe Travel- 


ers. 





Clarence S. Darrow 








NEWEST STYLES 


45 South Wells St. 








Chicago’s Newest 


NEWEST NOVELTIES 
AT 


CHICAGO’S NEWEST WHOLESALERS 
STYLE—RIGHT ON TIME 


NOVELTIES—WELTS—TURNS 
McKAYS 


A SPLENDID LINE OF CORRECTIVE FOOTWEAR 
ALL IN STOCK 
SEE US WHEN IN CHICAGO 


F. H. LAKOFKA SHOE CO. Inc. 


Chicago, Illinois 











































OT AND SHOE RECORDER 


Increased; 


JAN UARY 


- skilled Chicago . 
shoemakers 


- =. Conveyor, 
ory equipmen 

- double vine 

_ steady production 


ENABLES US TO 
ANNOUNCE 


anew price of 
, 




























on the ft 


quality standard 
ines Y styhah models \ C 


SEE THEM AT N.S. R. A. CONVENTION H] 





















BOOT AND SHOE RECORDER 


1925 December 26, 1925 


f rod uction 
Y RFIRST 19 SF 2 O 


MODELS 


LP ities designed 
ys. attract trade ~ 


Carried in stock 
crv: Nationally advertised 


ey: 
aS 


1X © Be great American 


shoe value 


42 


— << 
tere iS 


we 
silable g * 


t 
pore ta ‘one = seaieal 
_ a Oo cas 
pot se —_ 
tsed, "Pr oper erly pri 
li o ffered ~~ 








Selz for ” Spring 1926. 
Write for an interview: 


ee oe 


HICAGO, HOTEL SHERMAN, ROOMS 604 AND 606 





















Yime alone, ote 
that ——— body of retailers who 
anaes the retail shoe trade and 
ca VA utd | the T. K. Kelly Sales System. 
And to the shoe trade The T. K. 
oe Sales System wishes a year 
achievement and splendid 
® 
JN the entire history of The T. K 
Kelly Sales System there never ™® 
has been ‘a period in'which the call “ 
from the shoe trade & Kelly Serv- 


ace has equalled t 
“ing months of I 








¢ It is with : 
mind that’ I have welcome 
invitation extended to me. to: 
in the#eliberations. of the 1926 
vention of the National Shoe’ Re- 
. tailers Association. . 
@ I know. well the value of this. 
great gathering: t to every man at- 
tending it and it is my hope that I 
will. he able to contribute ‘some- -. 








thing to assist-in making ‘the. 1926 
. convention. of the National Shoe 
Gaps Association of memorable . 
vaiue ~ 


T. K. Kelly.’ 
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N RUBY KID we give our 
+ oe the shoe manufacturer and 
wg BLACK GLAZED KID 
is not ‘only as good as ex- 
parr and ability can produce, 
but: (more important still), con- 
tinues as nearly as possible the 
same, year after rear in shoe after 
shoe. 
‘Its two most appealing achees 
tema E : 
Ist, A bronze black that makes it the 
i plackest blach—also the most bril- 
‘ Kant. 
tnd, iiiuity tight Wit dep: very durable 
|. * finish: permits an extraordinary high 
» ' polish on the grain of the skin, 
‘ - which never dulls during the life of 
‘ the shoe.’ 
jouN R. EVANS-8 COMPANY 
s.., AMDEN, NEW JERSEY 
ina ‘Beanches in All ‘Principal Shoe Centers 
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) MAXIMUS 


PATENT 


Meas represents the utmost 
in PATENT LEATHER. 
It goes far beyond giving most 
satisfactory results in the lasting room 
—it gives the customer the fullest 
measure of comfort, elegance of ap- 
pearance and durability in service. 


To give MAXIMUS its charac- 
teristic satiny feel and kid like “‘creas- 
ability’, we sacrifice at the outset of 
the tanning process 10% of the hide 
surface. 

Then the MAXIMUS elastic finish 
—so fine a coating that the full grain 
of the leather shows plainly through 
—gives a comfort almost like kid. 


These are only two reasons why MAXI- 


MUS users find it to be a powerful yearly 
sales increaser. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Branches in All Principal Shoe Centers 












UIR 
de NEIGE 


(SKIN OF SNOW) sestneniaemns 





N no other kind of shoe is the 
beauty and surface of the leather 
more likely to be remarked and re- 
membered than in WHITE KID 
~~ shoes. 
And since our great underlying 
thought in making EVANS 
LEATHERS is to help our users sell ‘7 
more shoes from year to year, we ulliglrde OR 
have taken special pains to attain the 2 : 
utmost perfection in WHITE Se Evans Brands 
GLAZED KID through CUIR DE 
NEIGE. 
A uniformly pure white in case 
after case—rare beauty and elegance 
in shoe after shoe— that is what 
comes of standardizing on CUIR DE 
NEIGE. 


JOHN R. EVANS & COMPANY 
CAMDEN, NEW JERSEY 
Branches in All Principal Shoe Centers 

















PEACOCK 
COLO 


VANS PEACOCK COLORS are 

4 made on most carefully selected skins 
and tanned in their separate unit plant. * ae 

The utmost regularity possible in run 


of color and service is a natural result. "OY 
; 7 tandardize on 
The list of PEACOCK COLORS in- ( , 

, Evans Brands 


cludes every fashion prescribed shade. 


GOLD ASCOT TAN 
SILVER OPAL GRAY 
PARCHMENT RUGBY TAN 
CHAMPAGNE NUT BROWN 
SAUTERNE BRONZE 
BOIS DE ROSE 


JOHN R. EVANS &6 COMPANY 
CAMDEN, NEW JERSEY 
Branches in All Principal Shoe Centers 
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New Kingland at the Show 


New England’s pre-eminence as a shoe manufac- 
turing center will be paralleled by her part in the 
great show at Chicago, held in connection with the 
N. S. R. A. convention of 1926. Don’t fail to in- 
spect her merchandise—shoes for all the family in 
the widest possible range of values—shoes made to 
fit the purses and to meet the discriminating style 
whims of all the country. 





Not all the New England exhibits are to be found 
in any one hotel but it will pay you to see them 
all. The extra effort involved will be as nothing 
compared with the benefits received. | 


The time to plan your spring opening is right 
now—and the Chicago show, with its attendant 
wealth of material, is the place to do it. Orders 
cannot be longer delayed if merchandise is to be 
on your shelves for the feast time of the industry 
immediately preceding Easter. 


Don’t say it with flowers—say it with New Eng- 
land footwear. The public response will be tremen- 
dous. Your profits will be commensurate. 


New England’s manufacturers join in 
welcoming you to this greatest of all 
conventions. 
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“The Shoe 





At the 
N. S. R. A. Convention 
in Chicago 
January 7-8-9 
On display at the 
Palmer House 
and Hotel Sherman 
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Reg. U. S. Pat. Off. 


that’s Different’ 


And at the 
Pennsylvania Shoe 
Retailers Convention 

January 18-20 
Atlantic City—Hotel Traymore 


HieReO.G1 i TON MA S.S:. 


When writing to advertisers please mention Boot anp Snor Recorper 
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The Great Source of Supply of 
the Shoe Industry 


New England at Y our Service—Alert, Capable | 


EW ENGLAND is the cradle and 
home of shoemaking. 

There is annually produced the 
largest volume of footwear of any local- 
ity on earth. 

There are_ 600 establishments making 


every kind and grade of shoes for men-,’ 


and women, boys and girls, children and. 
infants; of the very finest quality and 
also of lesser les; by every process, 
and for every human need. 

There is the largest supply of trained 
labor on earth; equipped with the skill 
that eleven generations of shoemaking 
generates. Es 

One hundred and fifty New :England 
tanneries, great and small,’ here pro- 
duce leather of every variety and for 
every use of the shoemaker, from the 
heaviest of service leathers to the dainti- 
est of lightweight skins; all grades are 
made to meet the demands for every 
kind of footwear leather material. 

New England has been,. and still is, 
the great source of textile supply. There 
are looms for weaving every kind of 
fabric usable in shoes; here is the textile 
labor supply bred and skilled for many 
generations in the art of weaving 
strong, beautiful fabrics. 

Footwear made wholly, or in part, of 
rubber; heels and soles of rubber and 
rubber compound—65 factories in New 
England annually supply a very large 
proportion of the needs of the industry 
in these lines. 


Fok generations New England last and 
pattern makers have led the industry 
in invention and in production of these 
extremely important adjuncts to correct 
fitting, handsome appearing footwear. 
Over a hundred establishments here con- 
tinue to supply the industry with these 
elements. 

Since about 1860, when shoe-machin- 
ery processes began to replace hand 
making, New England has been the one 
great, unfailing source of invention and 
supply for the mechanical aids to shoe- 
making. No industry has witnessed such 
a magnificent transformation, accom- 
plished by New England genius and ca- 
pacity. Today over 500 different shoe- 
making machines are here produced 
many rivaling the most intricate and 


useful works of man in any field: The 
whole world comes to New England for 
its shoe machinery; to no other place. 
And not alone shoe machinery—here 
were invented and are produced literally 
every machine employed in the coordi- 
nate branchés of our industry—in last 
and pattern making, rubber and gubber 


‘ footwear, heel and sole«production, coun- 


ter making, weaving, s lace making, 
box making, welting, tanning, and dozens 
of other significant elements, all of 


- which find their way into the retail shoe 


store. 


ELTING, counters, box toes, black- 

ing, stains, cements, bottom fillers, 
stays, facings, eyelets, ‘tacks, shanks, 
heels, cut soles, insoles,:goring, thread, 
shoe trees, rands, abrasives, dies, cartons, 
laces, and a hundred other items of ac- 
cessory use, are produced here in volume 
exceeding any other section. 

Not matter what the need of the shoe 
manufacturer, shoe wholesaler, or shoe 
retailer; the tanner, the leather mer- 
chant, the shoe repair man, or any 
others in the industry, New England is 
a complete source of supply for every 
purpose and in every grade and variety. 

The great New England resources of 
capital and credit, labor and experience, 
are at the service of the industry; these 
substantial sinews of business are 
soundly administered and grounded in a 
long, honorable record of careful, hon- 
est, successful management. Nearly 3000 
New England establishments—manufac- 
turing and distributing—form the work- 
ing organization of this complete source 
of supply. 

Quality of New England goods and 
services is based on generations of in- 
herent skill and experience, with many 
advantages, all assuring buyers of New 
England goods that they may rely on 
their integrity and capability to serve, 
and in turn they may build their own 
business reputations thereon. 

New England, sometimes charged with 
conservatism, never forgets that good 
craftsmanship is forever allied with sen- 
sible conservatism and can be had in no 
other way. 

New England, the great source of sup- 
ply of the shoe industry, is at your ser- 
vice—fully equipped, alert, capable. 
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=C. H. ALDEN COMPANY®"""“ 


DESIGNERS AND MAKERS OF MEN’S FINE SHOES 
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For Winter 


A sturdy grain oxford for 
the better dressed man 








BOSTON OFFICE, 10 HIGH STREET 

















) FACTORY AND EXECUTIVE OFFICES 
nae ON, | 
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Shoes by courtesy of 


GEORGE W. 
BAKER SHOE 
CO. 


325 Classon Ave., 
Brooklyn, N. Y. 


Shoes on model made 
of Vode Kid, Color 
411, BOIS DE ROSE, 
heel covers and trim- 
ming Vode Kid Color 
112, BABY LIZARD, 
Quarter lining Vode 
Kid Color 346, BABY 
PINK. Step-in made 
pf Vode Kid Color 
152, SAUTERNE 
Heel covers and trim- 
ming Vode Kid Color 
51, BABY LIZARD. 
Quarter lining Vode 
Kid Color 363, NILE 
GREEN. 
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Vode. e Ki 
BOLE Be ISD 


See the New Spring Shoe Colors 
Authoritatively Expressed In 


VODE KID 


ON MEZZANINE FLOOR OF 
HOTEL SHERMAN, CHICAGO—JAN. 7-9 


VODE KID colors most authorita- tailers Association, style conference com- 
tively express the shades accepted by the speniets 
Make sure that your shoes unerringly 


National Boot & Shoe Manufacturers embody the Spring’s chosen colors by 
Association and the National Shoe Re- asking for VODE KID in your orders. 


THE STANDARD KID CO. 
209 South St., Boston, Mass. 
and branches 


— 





f. The following Vode Kid Colors express the recommendations of \ 
the Joint Style Committee for Spring and Summer, 1926. 


Color 50White Color 112 Ascot Tan 


. Alveady the _ de- 
Color 646 Tea Rose Kid Spring colors Color 91 Mauvette 
fo sa thet we Color 411 Bois de Rose 


Color 71 Opal Gray friende ome = Color BRugby Tan 


Color 170 Pearl Gray cn Color 311 Copper 
loss oO nese. 
Color 752 Sauterne : Color 88 Bronze 


Be as Baby Lizard in all popular shades. es al 
\ - a ’ 
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[ Boston Office—Rice Building 
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NEW ZEPHYR-WEIGHT LINE 





Eisendrath Calf Color 18. College Last. 
Zephyr Weight Construction. Retails profit- 
ably at $7.00 


New Zephyr weight line, with exclusive lasts and patterns designed 
for this popular new type of shoe for men, insures our leadership in 
this field. You will buy these shoes if you see them. 


This new sport line has all the latest ideas in lasts, patterns, leathers, 
soles, etc. Zephyr weight shoes, and sport wear sales, mean added 
volume, and volume means profit. 


Fourteen years of successful manufacturing experience combined 
with an excellent reputation places us in a wonderful position to be 
of great service. 


CHICAGO CONVENTION 
sample rooms, Hotel Sherman, (Room 821) also at the Palmer House 


IN ATTENDANCE 


Messrs. J. E. Wall E. L. La Montagne 
F. A. Huetter E. P. Streeter 


WALL-STREETER SHOE COMPANY 


Snappy and Satisfactory Shoes for Men 
NORTH ADAMS, MASS. 


Detroit Office—Temple Bldg. 


—KNOCKOUT STYLES— 





A 
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[NSTEAD of showing you one 


new style this week, we invite 
you to 


See All Our Latest Models 
On Display? At 


HOTEL SHERMAN 
CHICAGO, ILL. 


January 7, 8, 9 
Rooms 828 and 829 


In attendance 


Mr. WALTER I. PERRY 
Mr. NORMAN P. MERRILL 
Mr. HARRY J. BEATTY 
Mr. NORMAN N. SOUTHER 








[! isn't difficult to sell a woman her second 
pair of BLISS & PERRY TURNS—and every 
pair she buys helps to continue her pleasure and 
confidence in the store where she first found such 
unusual style and value at only $8. to $10. 


BLISS & PERRY COMPANY 


Makers of WOMENS TURNS Exclusively 


BOSTON OFFICE NEW YORK OFFICE 





170 A Tremont St. Newburyport 1515 Bush Terminal Sales Bldg. 
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And thnk of ut 


oes of° 


Did you ever think what 
would happen to your busi- 
ness if the comfort feature was 
taken out of shoes? 

















Style is quicksilver 


But comfort is the Rock of 
Gibraltar. 


SALLY SWEET SHOES 


In Stock 
Upper left 
The Kiki, Style, 223-3, Patent 2 Strap, $3.35 
Upper right 


The Elizabeth, Style 213-3, Patent 2 Strap, 
$3.35 


Lower left 
The Bo-Peep, Style 235-3, Patent 2 But- 
ton, $3.60 

Lower right 

by Helen, Style 266-3, Patent 3 Strap, 

$3.3 











LUTE O 
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“These are the Comfort | 


“lomorrow 


Here’s a turn line built on 
comfort lasts by comfort pio- 
neers and made attractive by 
style for women who demand 
both easy and graceful shoes. 





















We call it “the turn of style in 
comfort.” 


And you'll call it the best sell- 
ing line you ever stocked. 


Complete line will be on 
display at Hotel Jefferson, 
St. Louis, and at Hotels 
Sherman and Morrison in 
Chicago. 


MaAcLAUGHLIN-SWEET, INC. 


Auburn, Maine 

















@ with Comfort 


1667 


J 
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LOTUS SHOES 


(Made in England) 


12 STYLES 
IN STOCK AT BOSTON 





Style 363—Waterproof tan Scotch 
grain boot, 614 inches in height. 





Style C8193—A genuine tan water- 
proof Scotch grain 12-inch hunting 
boot. Moccasin cut vamp. 

Style 361A—17-inch hunting boot. 





Style 479—Men’s tan Scotchmoor 
Calf oxford on the Haig last, low 
flange heel, medium heavy single 





sole. 
Style 480—Same in Black. Style 775—A Scotch grain blucher 
. oxford on our famous rocker bot- 
Shoes of Standing tom last now being adopted in this 
country. An all the year ‘round 

shoe. 


for men and women will 
be on display in Chicago 
at Hotel Sherman, Room 
1003, January 7-8-9. 





Style 679 — Extreme lightweight 
oxford on the Sulgrave last made Style 864—A winged tip brogue 
with French sole leather bend. oxford. Light shade of imported tan 


Style 680—Same in Black. calf with overweight outer sole. 
Broad flange heel and wide Scotch 


edge. 
Another typical college shoe. 





Style 776—Tan Scotch grain oxford 
on the Haig last, all leather lined 
with flange heels. 





Style 774—Tan Scotch grain blucher 
oxford double upper, guaranteed 
waterproof. 


THE TOOMAY COMPANY 


145 South Street, Boston 
Sole Distributors for Lotus Ltd., in the U. S. 
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Style No. 863—The new tan golf 
shoe, patented rubber sole. 
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At ATLANTIC CITY During the 
PENNA. SHOE RETAILERS’ 


-HOTEL TRAYMORE, Room 204 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


1876 ® 




















Te 
Phe No. 417 
SHOE The Boylston 


Samples on request 


icc ni Fisig> 


January 7, 8, 9, the Complete Line of 


vr; 
ee ped te Se 


HOTEL SHERMAN, Rooms 907-908 


CONVENTION—January 18, 19, 20 


1926 
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Announcing a New Bates Service! 


N DER the new and difficult conditions 
of shoe retailing that now prevail, and 
probably will continue indefinitely, there is a 
special and highly co-operative service that 
dealers in Men’s shoes need from the manu- 
facturer. We have arranged to supply it. 





To attract men customers and sell them 
in large, steady volume at a profit, in spite of 
the ever-increasing competition, are the 
pressing requirements of ambitious dealers. This 
problem must be solved, or they cannot profit- 
ably remain in business. 


We therefore announce the new A. J. Bates 
policy of building several. popular lines of 
Men’s shoes, priced at from $4 to $5 whole- 
sale. They meet every normal and abnormal 
condition in today’s high-pressure retail mer- 
chandising. They contain the famous style 
“snap” and reliable quality that have made 
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Bates Shoes easy to merchandise in every 
section of the country. | 


We include “abnormal” conditions, because 
this Bates Plan is so comprehensive and flex- 
ible that it applies perfectly to all sales re- 
quirements arising from wnusual local consumer 
demand for special styles and prices. 


This advanced service will be strikingly 
demonstrated in our exhibit at the Chicago 
convention of the National Retailers. We 
shall have complete displays of the new lines 
of shoes, also of the most unique local adver- 
tising helps for dealers that have appeared in 
the trade in many years. 





If you come to Chicago, do not fail to let us exhibit 
this new plan to you in full 


Rooms 929 and 930, at Hotel Sherman 
Rooms 827 and 828, at Morrison Hotel 


A. J. BATES CO. 


WEBSTER, MASSACHUSETTS 
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~ New 


Leads Every Shoe Center jn 


lo Make 


New England shoe manufacturers, tanners and allied 
tradesmen always rally to any cause which serves their 
industry in the largest sense, for the benefit of all. 
They co-operate earnestly and with energy to promote 
better times for retailers and their brother manufac- 
turers. To them SERVICE is a living thing to be re- 
corded in deeds and by constructive actions. 


These New England shoemakers and allied tradesmen 
‘are supporting the N. S. R. A. Convention by person 
and purse, co-operating to make this great annual 
event an unparalleled success. They join hands in 
the belief that union makes the strength necessary to 
bring about a worthy accomplishment. 


With them to Chicago go the far-famed products of a 
hundred and fifty years of New England shoe crafts- 
manship. Proud of their tradition, they are prouder 
of the footwear which upholds that tradition. 
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England 





SRA. Conventio 
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"Coéperate With New England ~ New England ¥ 
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ooperates.:---- 


nM poperating 
CESS + 
















The firms represented in the 
panel, will be at the N. S. 
R. A. Convention in force. 
Visit their exhibits and see 
how New England leads in 





the production of fine shoes 
for both men and women 
. products of co-opera- 
tion between adroit stylists 
and dexterous craftsmen. 


nd odperates With You’ 
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No. 507—$3.75 
BLACK KID 
AA/A 4-9, A/B 3%-9, 

B/C, C/D 2%-9. 


No. 907—$3.85. 
Patent Leather. 





No. 502—$3.75 
BLACK KID 
AA/A 4-9, A/B 3%-9, 

B/C, C/D 2%-9. 


No. 902—$3.85. 
Patent Leather. 





No. 625—$3.35 
BLACK KID 
A/B 3%-9, C/D, D, 
24-0, /m 3-8. 

No. 645—$2.85. 





No. 483—$2.85 
BLACK KID 


AAA/A 4-9, AA/B 3%- 
9, A/C, B/D, C 
2%-9. 











For the convenience of the many retailers 
attending the Chicago Convention we have 
arranged for four displays of our lines of 


“Constant Comfort’ 


and 
“Constant Style” 
Shoes 


Complete exhibits will be made at the Hotels 


La Salle 
Palmer House 
Morrison 
Sherman 


All executives of the Company and all sales- 
men will be in attendance. A cordial wel- 
come awaits every A-W retailer. 


We suggest to dealers who do not sell “CON- 
STANT COMFORT” and “CONSTANT 
STYLE” shoes that they visit our displays 
and talk with retailers of these lines. We are 
glad fo allow any A-W retailer to present our 
sales credentials. 


AULT-WILLIAMSON SHOE CO. 


Turn Shoe Specialists 


416 North 12th St., St. Louis, Mo. 
Factory at Auburn, Maine 


The Nationally Advertised Line 
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The language of shoes 
is not anything that 
can be really reduced 
to writing, but we 
know this; Haseltine 
shoes satisfy. 


In Chicago 
HOTEL SHERMAN 
Rooms 916-917-918 

January 7-8-9 
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. yyy 
Cat yy? i 


“HIGH HOOK" 
AND ONE SIDE 
OF THE BOAT 
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“HIGH HOOK" 
AND ONE SIDE i 
OF THE BOAT | 


December 26, 1925 








Year after year he earned the title of “High Hook” 
in the summer colony where fishing was the major sport. 


Others would go out at the same time with him and 
fish in nearby waters, but their catch was always small 
compared with his. They called it “fisherman’s luck.” 


One day they decided to study his system. It was 
so dead simple they almost missed it. 





While others would try one spot and then another 
—would cast from the bow and then the stern, he just 
stuck to one place—fished and fished and never seemed 
to fish-it-out. 


But—he always caught the most fish. 














 Walk-brofi 


aL -SMART SHOES FOR WOMEN ARE MADE BY 
==>. BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 





~~ 


— 
~~ 


“PICK A GOODLINE AND STICK TOIT 

















: ! 
Go to the National Shoe Convention 
NATIONAL SHOE RETAILERS’ ASSOCIATION 

HOTEL SHERMAN, CHICAGO 

' January 7-8-9 

; 

| |W. L. DOUGLAS LINES 






















BOOT AND SHOE RECORDER 


December 26, 1925 





AF CHICAGO 


HOTEL 
SHERMAN 





SAMPLE ROOMS 
824-825 





MEN’s SHOES 


W. L. Douglas Spark Street Line 


The finest line of Young Men’s Styles in 
the country to retail at $7.50 and $8.00. 


W. L. Douglas Montello Line 


A real strong line of snappy Oxfords and 
High Shoes for men to retail at $6.50 
and $7.00. 


W. L. Douglas “W.L. D.” Line 
An attractive Full Grain Calfskin line to 
retail at $5.50 and $6.00. 


W. L. Douglas Retailers’ 
Reserve Line 


A complete line representing a splendid 
stock of 200,000 pairs always ready for 
immediate shipment. 


W. L. Douglas Sport Shoes 


To retail for $7.50 and $8.00. This line 
which led them all in Florida this Fall. 


WoMEN’s SHOES 


W. L. Douglas Fashion Welt Line 
Close Edges, Trim Shanks, Wood Heels, 
all the appealing neatness, light construc- 
tion and style usually confined to Turns 
or fine McKays plus the durability of 
Welts, an able development of the Fash- 
ion Welt idea. Unusually low prices and 
good margins of profit. 


W. L. Douglas McKay Line 
A new line with all the new Lasts and 
Patterns. Made the Douglas way which 
gives smooth foot surface and longer 
wear. The styles speak for themselves. 
Provision is made for popular prices and 
good percentage of profit. 


W. L. Douglas Spark Street Line 


A fine showing of Ties, Straps, Oxfords 
—all the leading styles. Trim, attractive 
welts. A line worth seeing. . 


W. L. Douglas Retailers’ 


Reserve Line 


Women’s staple lines carried in stock in- 
cluding the well known Corflex shoe. 


ThezGreatest Display of W. L. Douglas Shoes Ever Shown Anywhere 
All Our Western Salesmen in Attendance. All Dealers are Invited to Call. 
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A New Year—A New Line! 


The Merchants who attend the 
N. 8S. R. A. convention at Chicago— 
Jan. 7-9, 1926 
will see the new Creighton Line 

At Rooms 833-834-835-836 


.. SHERMAN HOTEL 





They'll understand why so many dealers profit most when 
they 
“FOLLOW THE CREIGHTON LINE” 


























A. M. CREIGHTON 


LYNN, MASS. 
BOSTON OFFICE 215 ESSEX STREET 
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Another five years of industrial peace 
is assured Haverhill by the signing of 
the new pact between manufacturers 


and workers. 


Factories will continue to hum busily, 
production will expand steadily, ship- 
ments will be made promptly. 


Haverhill is carrying on with greater 
determination than ever that its name 
shall gain increased lustre and prestige 
as ‘The Slipper City of the World.” 


Felstiner Shoe Co. Marshall-Harris Shoe Co. 
M. Garbelnick Shoe Co., Inc. Moss-Seamans Co. 
H. B. Goodrich & Co. M. T. Ornsteen Shoe Co. 
Harian Shoe Co. The Rickard Shoe Co. 
Co., Inc. Slipper City Shoe Co. 
Ce. Edward E. Sullivan 
A. Jonas Shoe Tessier & Bowdoin Co. 


Co. 
Co., Inc. Triangle Shoe Co. 
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Wherever Haverhill footwear enters 
the market there is an immediate 
quickening of trade. Haverhill styles 
rise brilliantly to define and illustrate 
the current mode. All Haverhill 
shoes bear the unmistakable hallmark 
of skill and knowledge, showing the 
experience of an unbroken line of 
generations of master shoemakers. 


You need Haverhill footwear. Buy 
it to sell profitably and continually. 


BUY: Haverhill Shoes 
h y Will Be Made B 








O Ler ca Union ‘Work~ 


















‘Delivered On‘ Fame 
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HARDING'S NEW PROCESS 


HAND TURNS, — 
Style-Fit-W ear, Guaranteed 


Every Merchant selling turn shoes ought to 
see this line. 


The New Process adds nothing to price but 
makes a fine line of turn shoes better. 






















Charlie Harding and Dave Hermann will show 
Harding’s New Process Turns at the Sherman, 
Chicago, January 7-8-9. Come and see some 
real novelty turns that strike a new note in 
turn shoemaking. | 


“See Me Anywhere” -- Charlie Harding 


HARDING SHOE COMPANY, Inc. 
HAVERHILL, MASS. 
































iachacttactiactiacteatiactactactaatacn cts 
be oe 
“ JEFFERSON IMPORT CO, Inc. - 
fe Marbridge Bldg., New York 
ae | Showing at the , a 
33 HOTEL SHERMAN a 
x) January 7-8-9 oR 
re Room 1663-4-5 x 
a Novelties, Patterns and Styles a, 
2 Discovered and Developed on a 2: 
;" Buying Tour of Europe Just Re 
Ee completed by our Mr. Bender. x 
+ : Pf 
“Fashion’s First Port of Call” 3 
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New models of 
RICKARD Feminine 
Footwear will be on 
review at the Hotel 
Sherman. 


Janice 


No. 32—All Patent Leather, 17/8 Spanish 
beel .65 


Rooms 1210 to 1217 No. 33—All Black Satin, 17/8 Spanish heel, 


two rows close zig zag stitched imitation Py mR 


N.S. R. A. Convention end quarter euler 


We RICKARD SWOL COMPANY 


HAV ERHILI on: NG TPASERE 
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WHAT WOMEN WANT IN SHOES TODAY 








OC ee) 





_ BEAUTY—Woman has always loved loveliness; today 
she demands it. That simple fact goes far to explain the 
great selling power of Butterfly Footwear Leavitt 
Fashioned. 


Day in, day out, they charm women by their beauty. 
Each is a triumph of design, newly created by skilled de- 
signers and produced by a factory of expert workmen. 


Our Spring collection will be ready for you in St. Louis, 
Hotel Jefferson, Rooms 224 and 226 and Mayfair Hotel. 
In Chicago, Hotel Sherman, and Hotel Morrison, Rooms 
237-8-9-40. 


GEO. B. LEAVITT CO. 


FARMINGTON, N. H. 
BOSTON OFFICES 183 ESSEX ST. 





Style No. 709. A two-tone patent leather vamp 
with a blonde underlay and an [8/8 heel. This 
shoe is on our very latest vamp last. 


a OE i | 
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| 
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Style No. 681. A parchment satin one-strap 
with suede trimmings to match and a 17/8 heel. 


Style 717. A Tan calf one-strap with a Bois de 
Rose Calf overlay and strap. This model carries 
a 14/8 Cuban heel. 





Style No. 703. A D’Orsay tongue pump with a 
parchment vamp, blonde quarter and Cuban heel. 
It has a three-tone tongue shading from parch- 
ment to Bois de Rose. 


Style No. 696. A blonde kid oxford with tan calf 
overlay and a new 16/8 Cuban heel. This is only 
one of many models of laced oxfords with short 
vamps which we have. 


FOOTWEAR. 


| | O A E- 
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povercorees Pe StONe-Apsley 
} 4: Buckle Arctics 


In-Stock for Immediate Shipment 
The “weather-wise” are buying now. 
“LITA”—the biggest value 
in the industry—F ull 
height black fabric upper— 
fleece lined — Adwear heel 
—Semi-rolled sole—Water- 
proof rubber vamp—Bright 
finish—bound edges. Bears 
the Firestone-Apsley name 
and guarantee. 









Men’s 6-12 $2.50 
Boys’ 2%-6 2.25 
Youths’ 11-2 2.00 
Women’s 2%-8 2.00 
Misses’ 11-2 1.90 


Children’s 5-10% 1.65 


Packed 12 Pairs to a 
Case, in Cartons. 


Subject to change without 
otice. 


J. A. KEMLER 


Always “Under priced” 
108 Lincoln St. Boston, Mass. 
Keep in touch with me for underpriced jobs always on hand 








INSURED 


An Invitation 


We have been showing on the pages of previous issues, 

pictures of the many numbers that we are carrying in our 

Stock Department for your convenience. But now we wish 

to state that it will be a pleasure for us to show these styles 
to you in reality upon the occasion of the 


PENNSYLVANIA SHOE RETAILERS ASSOCIATION 


January 18th—19th—20th 
Room 128 
Hotel Traymore, Atlantic City, N. J. 


Call and see us 


C.S.GIBBON CO." 
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Women’s Comfort Oxford 


Knights-Allen Turn Shoes are the kind 





Distributed by the following concerns: 
Harper-Kirschten 
Shoe Co. 
Chicago 
“Mary Adams’’ 
Merritt -Elliott Co. 
N. ¥. C. 
Mecobuilt 
Archheaith 
United States 
Rubber Co. 


HAVERHILL, MASS. 
Makers of women’s turns 
“Put together a little better.” 
Boston Office: 207 Essex Street 














TS new year is approaching. 
Why not start it right? Sell 









my boudoirs and see the profit 
you can pull down on them in an- 
other twelve months. Black and 
colors. Black Kid, leather or rub- 
ber heels. Colored Kid, leather 
heels only. In_ stock. 
Deliveries in 36 pair 
cases. Leading jobbers 
carry my line. 
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rr nbar originates — 
| Pe N.S.R.A. Chicago 
- Convention 
Wherever fashion footwear is shown, 
there you will find the evidences of 
Dunbar Service. 


At the forthcoming convention in Chicago 
there will be as usual a preponderance of 
shoes made on Dunbar patterns. Many will 
be original Dunbar creations. Others will be 
the fruit of cooperation on the part of Dunbar 
designers in developing the shoe manufac- 
turers’ ideas. 











Dunbar Service is thorough. It 
is dependable. It works for the 
interest of those who make and 
those who sell style footwear. 





AT CHICAGO 
Hotel Sherman Your exclusive designs are safe when 
Room 906 locked in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 
SHOE PATTERN MAKERS 


BOSTON BROCKTON NEW YORK ST.LOUIS CHICAGO MONTREAL’ CINCINNATI 
When writing to advertisers please mention Boot ann SHor Recorper 
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Look Us Up at Chicago and St. Louis 


The grip of a welcoming now be enjoying, we offer 
hand—and the Glove-Grip a demonstration of Qual- 
Line. That’s what awaits ity, Style and Service 
every customer of the which is making many 
M. N. Arnold Shoe Com- eI NN merchants prosperous and 
pany in Chicago and St. ‘ARNOLD > contented. 

anus. GLOVE If you would have fewer 
To every merchant who GRIP lines—less stock and 
comes seeking for better SHOES more profit—check up the 
and more comfortable Glove-Grip Line at the 
lines—surer profits and big western footwear ex- 
more genuine factory co- hibitions. 


operation than he may 
In St. Louis 


In Chicago MAYFAIR HOTEL 
== ARNOLD 
GLOVE -GRIP SHOES 
M. N. ARNOLD SHOE COMPANY, NORTH ABINGTON, MASS. 


iVhen writing to advertisers please mention Boot anp SHOE RECORDER 
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Leorparn CALF ! 
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Cleopatra revelled in her pet leopards in 
the velvet beauty of their spotted skins. She 
loved to rest her feet upon their soft backs, 
recline, and admire the effect little dream- 
ing that, ages later, her thoughts of beauty 
would be expressed in the spirit of a new day. 


oT 


Fantacsce by 
N 


TRIUMPH ! 


Leopard Calf is the latest triumph of today —con- 
sistent with the mode—charmingly feminine— 
and worthy to be introduced in Lozelle Calf. 
Leopard Calf is really mew and has that feeling of 
quality and good taste that distinguishes all Lozelle 


Leathers. There is no question of its wide appeal! 


TkeGRIESS PFLEGER Tanning Company 
Leathers of Character 


BOSTON - CHICAGO +- CINCINNATI + NEW YORK + READING 


On the Mezzanine Floor HOTEL SHERMAN Chicago, Jan. 7, 8, 9. 


When writing to advertisers please mention Boot ann SHoz REcORDER 
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D’Orsay of Skinner’s Shoe 
Satin, embroidered in 
colors. Courtesy Stone 
Shoe Co., Inc., New York. 


THE SHOE SATIN WOMEN KNOW BEST 


Skinner’s Shoe Satin is made especially for use in shoes and of a 
quality and construction which impart the last degree of endurance. 
It is preferred by leading manufacturers because of its dependable 
service. It is also extensively advertised to the women of America, 
who have more confidence in slippers and shoes made of Skinner's 
Shoe Satin and will buy them more readily. 


“Look for the Name in the Selvage”’ 


WILLIAM SKINNER & SONS 
New York Chicago Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 inne e 


The world’s largest manufacturers 
of Shoe Satins 
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36 inches wide and 
supplied in four differ- 
ent qualities to meet 
all the requirements 
of the trade. All de- 
sirable shades in stock. 
Street shoe of Skinner's 
Shoe Satin, Courtesy, 


Laird Schober & Co., 
Philadelphia. 


See our exhibit at the 


; Chicago National Shoe 
oe patin ego 
and 9; Booth No. 19 


When writing to advertisers please mention Boot ann Suoe Recorper 
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Going to the 
Convention? 


At St. Louis 


we'll be pleased to see you 
at the Statler Hotel, Room 
629, Jan. 4, 5 and 6. 


At Chicago 
the Sherman Hotel, Rooms 
854 and 855, Jan. 7, 8 and 9. 


At Boston 


Symphony Hall, Jan. 12, 13 
and 14. 











7 


Special’Showing of 
New Buckle Creations and 
Distinctive Adornments 


HE Reyco line of beautiful shoe buckles and other fanciful adorn- 
ments is very complete. It boasts of the newest styles sponsored for 
Today’s wear. Offers for your approval new and handsomely designed 
buckles which first make their debut at the Conventions mentioned above. 


We cordially invite you to see the Reyco display. See for yourself why 
Reyco’s beautiful buckles win favor with feminine trade. 


REYNOLDS COMPANY 
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‘from Iho yle Depar tment 
Of 
Cushman-Hollis Gompany 
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THE EYES HAVE IT 


FitTING women’s eyes with 
super-smart, popular-priced 
white footwear — 


That, concisely, is the Cush- 
man-Hollis business. 
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For the style leader must 
first fit the eye — or lose his 
leadership. Style, material, 
service — that’s the code. 
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When the vote is taken this 
Spring for the most popular 
white line, that of Cushman- 
Hollis will be elected. The 
eyes will have it — every- 
body’s eyes! 
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WHITE SHOES 
ARE SELLING 


THE annual white avalanche of 
Cushman-Hollis shoes —here are 
six leaders, with more to follow: 

TAMPA — D’Orsay Pump, with 
a new sweeping vamp collar 
which featherweights its ap- 
pearance. 

MISS PASADENA — Neat, 
smart one strap for misses. 
Note the front lattice. 

MISS CATALINA — Step-in 
Pump snapped out by a white 
enamel buckle. 

MIAMI — White Kid step-in 
Pump with unique crossing 
of vamp and quarter collars. 

ORMOND — There’s a tailored 
tone to this step-in pump, with 
its‘ blonde kid inlay on the 
vamp collar and its three 
tricky little buttons. 

EVERGLADES — An_ example 
of that indefinable beauty 
which is born of simplicity 
this one-strap pump with ap- 
pliqued quarter combined 
with a neat gimp stitch design 
on the vamp. 
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BLONDE SHOES 


THAT SPEAK YOUR 
LANGUAGE 


Like our whites — the Cush- 
man-Hollis line of colored 
models never talks down nor 
up to your customer. 


They speak directly to her — 
in the language of practical 
beauty and immediate use- 
fulness. 


For example — these three 
lovely models in the so-pop- 
ular blonde: 


CRI- CRI 
BABETTE 
CAMILLE 


They should figure profitably 
in your spring line. 
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HE gathering of manu- 
facturers at St. Louis 
and Chicago offers you an 


unexcelled opportunity to 
St. Louis, Jan. 4-5-6 


Hotel Jefferson 
one of the reasons why we Rooms 1111-1112 


make comparisons. That is 


displavi h 
are displaying our shoes N.S. R. A. Chicago 


- there. You are cordially in- Jan. 7-8-9 Hotel Shermak 
vited to see them. Rooms 941-942-943 — 





REGORY & READ Co. 
akers of Women’ High Grade Shoes 
LYNN ~*~ ~ MASS. 
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On The Model 
Stock No. 115 — Frat Last 


* Tan Holland Grain Foxed Oxford: Semi- 
soft toe box. Wingfoot Heel. 
Code Name — Campus 
Sizes. A 6%4-11 
B 6 -l1 
cDs5 -i 
Price $6.50 


An imported leather softer and more mellow than 
Scotch grain. 


MwREGHT & CO. Er 
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Sleek and Shining 


cae discard your old ideas of stock shoes once.you’ve 
ordered from our department. Every pair comes to 

‘you sleek and shining — ready to display in your win- 
_ dow or to please your most fastidious customer. 
























This results from a new idea in stock department mer- 
ehandising:— carefully made shoes on which we have 
a stock turnover of more than five times a year. 


And this policy has brought its reward. Some of the largest 
‘dealers in the country are sizing in from our stock daily — and 4 
literally thousands of retailers are constantly 

ordering in single pair lots. 





We welcome both large and small or- 
ders—we are equipped to handle both. 


If you retail men’s shoes at 
from $8.00 to $10.00 write 
for catalog. 


Stock No. 290— Stadium Last 
Light shade tan calf oxford. Heavy 
single sole. Wingfoot heel. 
Code Name — Gridiron 
Sizes: A 7%-10 





B 7 -10 
C D:5 -10 
Price $6.00 


Stock No. 295 — Same style in Black 
Calf. 


Stock No. 190 — Deauville Last 
Light shade tan calf oxford. Deauville 
fitting on eyelet row and collar. Wing- 
foot heel. Code Name-Paris 

Sizes: A 74-10 







B7 -10 
€ D5 --i1 
Price $5.85 





oak No, 185 — Same style in Black 


ROCKLAND., MASS. 
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The Complete Conrad Line will 
be on Display on New England 
Floor, Sherman Hotel, Rooms 
927-928, N. S.R.A. Convention, 
January 7, 8, 9, 1926. 
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CHARACTER SHOES 












HE London Character Shoe 
Company announces~ that 
at the coming shoe expositions 
it will make public a new and 
revolutionary plan of unparal- 
leled interest to independent 
shoe retailers the country over. 


It will be acclaimed the great- 
est forward co-operative step 
in the history of our industry. 


Mr. H. T. Wright, will be on hand at the 
Conventions in St. Louis, January 4, 5 
and 6, Maryland Hotel, and January 
7, 8 and 9 at the Sherman Hotel, -Chi- 
cago, to explain this new program in 
detail. 


Mr. Saul Weingarten will confer with in- 
terested dealers at the Atlantic City Con- 
vention, January 18, 19 and 20 at the 
Hotel Traymore. 


If you are not planning to attend either 
of these Conventions, write for the Lon- 
don Brochure — “The New London 


Plan,”’ now on the press. 





























THE LONDON CHARACTER SHOE Co. 


BROCKTON, MASS. 
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: ip ” JANUARY 4-5-6 
You will Mb Muni AT 
° ° AY 8 IP my eee Te ST. LOUIS 
find us in ||") WA 4. ro MARYLAND HOTEL 
ie “1 x ROOM 800 
the N eWw | | Mn Nola ST. LOUIS MANUFACTURERS’ 
NYA aati 


E ngland ASSOCIATION CONVENTION, 
Section 








JANUARY 18-19-20 
AT 
ATLANTIC CITY 
HOTEL TRAYMORE 


PENN. SHOE RETAILERS’ 
ASSOCIATION 
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BROCKTON SHOES | 


SHERMAN (iicago 
Tig3 

























This line is excelling and outselling all kinds of competi- 
tion. 





VALUE—Nothing else has built the volume and fame of 
DECIDEDLY BROCKTON SHOES. Thousands of re- 
tail merchants all over the country are pulling their neigh- 
borhood trade with them and profiting handsomely from 
every sale. 










Get your share of the prosperity which our shoes bring to 
the stores that feature them. 







At Our Chicago Display you will be welcomed by 


Solly Schweitzer, Pacific Bldg., 
M. E. Schaeffer, 14 N. 4th Street, Philadelphia 
J. B. Harper, Enderlin, North Dakota 

Sidney J. Zeffert, 127 Duane St., New York 
J. Talbot La Prelle, Republic Bldg., Chicago 
Charles T. Hall, 186 Lincoln St., Boston 
Ned M. Lacy, 619 Clinton St., Saginaw, Mich. 










San Francisco 















Brockton Shoe Manufacturing Co. 


Makers of the Best Men’s Goodyear Welts in the World, to Retail at $4-—-$5—-$6 
BROCKTON, MASS. 






Boston Office and Sales Department, 117 Lincoln Street 









New York Office Stock Dept. Atlanta, Georgia San Antonio, Texas Chicago, IIL. Akron, Ohio San Francisco, Cal 
127 Duane St. 15 N. Fourth St. 238 Peachtree Arcade 801 Russell Building 711 Baltimore 335 Walsh 526 Pacific Bldg. 
Philadelphia, Pa. Building Building 
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Models of Smart Shoes 
| will be shown 
at St. Louis Jan. 4-5-6 
May fair otef 
Mr Jennings 
Wr Cox. 
Mr. Bird 
rs Chicago Tan. 7-8-9 
Nat. Shoe Retailers Convention 
Sf; herman Frotel 
ne Frouse /s 
1678 Republic B1od¢ 
Mr Le Dine J 
Mr Clark 
Me: Mazur 
Mr Jennings 
Mr. (ox 
Mr Schaub 


: and Siee Coy 4 OR RLING 
Smart a 
: SMART SHOES - Gernot 
ROCHESTER,N.Y. 


NEW YORK CHICAGO 
Mr. Lobatto, Barclay Bldg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 
OAKLAND, CAL. LOS ANGELES, CAL. 
Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel 


a 


PHILADELPHIA 
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Wichert at the Gonvention! 


THE 


Patented 


An appliance that makes the arch beautiful and 
holds the heel of a turn shoe rigidly in place. Mr. 
John Wichert in attendance will explain its fea- 


tures and sales plan. 


W ICHERT 
7 Sy 
Be cs 
Chicago Convention 
HOTEL SHERMAN 


Suite 1121 
Jan. 7-8-9 


ie 


SHAPE SOAS 


New York Office, Marbridge Bldg. 
34th St. and 6th Avenue 
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Turns for Smart 
Feminine Wear 


Never have Wichert shoes for gentlefolk been so 
attractive, so well designed with that restrained, 
yet modish touch that possesses the greatest appeal, 
than the shoes we will show at the Chicago Con- 
vention. 


WICHERT, Inc. 


Atlantic and Schenectady Avenues 
Brooklyn, New York 
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To See Parisian 





Style Inspiration 
Applied to American 
Footwear, visit the 





Display of 


TPASSBURGERSTILES 
Makers Ladies 


1<~@ 1S, Fine Foolwear 
a Fang Amencan Liner i BROOKEYN, NY ; 
aris foreground USA. 


Room 1506-8-10, Hotel Sherman 
Chicago—Jan. 7-8-9 
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Baker 





Shoes For Women 























Baker models, as they will be shown at the National 
Convention in Chicago and at the St. Louis Style 
Pageant, will as always be in strict conformity with the 
mode—yet have that distinguishing touch that removes 
the artistic from the commonplace. 


AT CHICAGO: 
AT ST. LOUIS: 


Tue Hore, SHERMAN 
Rooms 1514, 1515, 1516 ( THE Hore, JEFFERSON 
Messrs. Geo. W. Baker, Jr.;. Rooms 1019, 1023 
= c. ag oe Harry x db Messrs. Fred C. Earl and 
Pred Edw. W. Hughes, Jr., in 
ttendance 


oss w. 
Je. Edw. Perez and Fred 
C. Earl in attendance. a 


George TA. Baker Shoe Company 


Factory: 325-343 Classon Ave., Brooklyn, N. Y. 
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Footwear for All Piensions 


LATTEMANN STYLES 


and 
LATTEMANN STOCK SERVICE 


will be exhibited and 
explained at Chicago 


HOTEL SHERMAN 
Rooms 1519-1654 


a, 


“LORETTA” “PAMOLA” 


In Pat. Leather, Black 
Satin, and No. 133 In Colored Kid 
Grison Kid Combinations 


IN STOCK SERVICE 
These models are examples of 
what are to be found in stock 
regularly, and are of the usual 
high grade character associ- 
ated with Lattemann produc- 
tion. We will show you many 
others at Chicago—and will 
keep you advised of our stock 
styles always—if you wish. 


JOHN J. LATTEMANN 


SHOE MFG. CO., Inc. 
ST. EDWARDS ST. BROOKLYN, N. Y. 
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We'll Meet You in Chicago! 








Shoes for 


lmerican 


@ 














Meyer Goldstein 














Simon Goldstein 


HOTEL SHERMAN 
Jan 7-8-9 Rooms 1517-18 











Charles Lilian 








Be sure to see “‘Miss American” in person 
displaying her newest spring footwear. 

















Jack Mitchell 


American Shoe Co. | FACTORY 


] 76 Livingston St. 
Showroom: 622 Marbridge Bldg. Brookl 4 * Vy 
34th St. and Broadway NEW YORK yn, iN. 1. 























Established 1911 
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Shoes of the Moment! 


At the National Convention in Chicago, 
January 7th, 8th and 9th, the superb 
creations of SIGMAN & COHEN will, 
as always, occupy a foremost position 
in the public eye for their classic beauty 
and masterly shoemaking. 


This year, in particular, the models we 
have portrayed for Spring are unusual, 
as they portray “Styles of the Moment,” 
individually expressed. 


Our private showing will be held at the 


HOTEL SHERMAN 
Suite 1442-1443 
and 
HOTEL MORRISON 
Suite 337 


SIGMAN & COHEN 
Incorporated 
Ladies’ Distinctive Footwear 
1089 Flushing Avenue 
Brooklyn, N. Y. 
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A Message 


REMIER Shoes have 
attained amazing pop- 
ularity in the country’s best 
stores. The outstanding reason 
for this is that our footwear 
has commanded the attention of the 
women of America because we take in- 
finite pains in designing over lasts that 
have sold in thousands of pairs. 


IMM 
LMM 











Right through the intricate operations of manu- 
facture, from start to finish, our shoes are made 
with a realization that they must move over the fit- 
ting stool to the customer’s satisfaction and the mer- 

chant’s profit. 


Our enaccmeces of the Footwear Mode for Spring 
at the 


HOTEL SHERMAN 
Rooms 700-1-2 


In Attendance: 
Mr. Al Roth Mr. Alex Kessler Mr. Mike Odes 


PREMIER SHOE CO., Inc. 


808 Driggs Ave. 
Brooklyn, N. Y. 
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» HE models our de- 
signer has _ pat- 
terned for the 

Spring Season are truly an 
artistic presentation of all 
the arts and crafts repre- 
sented in modern shoe- 
making. 


Those little extra touches of beauty, such as 
embroidery, applique, intricate designs in lac- 
ing, etc., which mean so much to the feminine 
mind, are predominant throughout the line, and 
add unusual charm and distinction. Come and 
view these original creations while in Chicago. 
You will be impressed. 


OUR MESSRS. M. A. GORDON 


and 
GEO. D. HARRON 
will be at the 


MAYFAIR HOTEL 


St. Louis, Jan. 4-5-6 


HOTEL MORRISON 


Rooms 627-628 
Jan. 7-8-9 


New York—Hotel Imperial 
Room 415 
From January 11 on 


Elbee Shoe Manufacturers Co. 


237-241 VARET ST. 
Brooklyn, N. Y. 
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“It’s Adorable!” 
= the Gilda; just one 


of the entrancing array 
CORNELL has prepared 
for Springtime and for 
your admiration. 


CORNELL SHOES al- 


ways provide more than a 
remembrance of the admi- 
ration they create. They 
daily remind their owners 
of the smart shops where The Shoes You Admire 
they were bought. Are Made by Cornell 


THEY WILL BE SHOWN 
IN CHICAGO 
AT THE HOTEL SHERMAN 
ROOMS 1503-1504-1505 
IN ST. LOUIS 
AT THE HOTEL JEFFERSON 
ROOM 1030 


CORNELL SHOE CO., Inc. 


61-67 NAVY ST., BROOKLYN, N. Y. 
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a 
S STYLE— 

; The verity of Smolen style is recognized the 


country over. Its inspiration is in correct sim- 
plicity rather than bizarre extravagance. 


QUALITY— 


A list of the buyers of Smolen shoes, showing 
as it does the leaders in shoe merchandising, 
those whose discrimination is beyond question, 
is proof of our shoe making skill. 


THE SUPREME TEST— 


A personal inspection of our lines at the Sher- 
man House in Chicago, during the convention, 
or at the factory, will give you the final reason 
for Smolen prestige in fine shoe production. 


DOQOOL 


At Chicago 
Mr. HARRY SMOLEN 
Mr. SOLLY SCHWEITZER 
Mr. JUNIUS SYCLE 
Will greet you at the 
HOTEL SHERMAN 


ROOMS 1659 - 60 - 61 - 62 


At St. Louis 
MR. JUNIUS SYCLE 
HOTEL STATLER 


24-26 BOERUM ST. 
BROOKLYN, N.Y. 
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Revd Your/mmunition 


-— >. &. .» ae &. _Y RK 


If yowre shooting at ducks, bird shot is all 
right; but if youre going after big game, 
carry cartridges of the right calibre. 


DE LIPP SHOES for Spring 1926 chal- 
lenge comparison for Style, Fitting and, 
Practicability. 


They are the original conceptions of Mr. 
B. Lipp, known to the trade as an expert 
designer and stylist. 


Our advance showing has many note- 


worthy examples of rare exclusiveness in Rooms 1535-1536 


Hotel Sherman 
Chicago 


footwear. 


DEGEN-LIPP, Inc. 


133 FLOYD ST., BROOKLYN, N. Y. 
e 


_New York Showrooms: Room 628 Marbridge Bldg. 


When writing to advertisers please mention Boot anp SHoz REcorpEer 
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We thank YOUS- 


—Our Efforts Have Been Rewarded— 


—We have found it necessary to increase our 
production to take care of customers we are now 
serving. 


After January Ist, we will be located in our 
new factory at 505 Court Street, Brooklyn, where 
we shall be able to produce 800 pairs of good 
shoes a day. 


In our new plant, we are installing the very 
newest and most modern type of equipment. 
Every facility that will enable us to carry out 
Lee-Gore’s policy—‘‘Quality With Style Up- 
permost’’—has been embodied in our plans. 


Merchants who are interested in High Style 
Footwear retailing from ten to twenty dollars, 
will find the time given to the inspection of our 
line not only interesting but profitably spent. 


Our increased production will: enable us to 
serve and satisfy a few additional customers. 


At The 


Chicago Convention Jan. 7-8-9 
Sherman Hotel Room 1530 


St. Louis Pageant Jan. 4-5-6 
Mayfair Hotel Room 304 


In Attendance: 


Mr. Jacob Levine 
Mr. Leo Gordon 


LEE-GORE SHOE CO. 


BROOKLYN, N. Y. 
New York Office: Room 449 Marbridge Bldg. 
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UI HE reai reason lies not in the fact that more 
tis i skilled shoemaking is done there, but in 
Ow rete the fact that styles originate there. 

ANG 


e NAR And styles do not originate there because it is 





* 
S 
“ti, 


Brooklyn but because Brooklyn is just across the 
river from New York—the biggest buying center 
of the country and in which, therefore, have con- 
gregated the style experts in every line—experts 
quick to detect impending changes in garment or 
footwear modes. 


Brooklyn, then, owes its pre-eminence to its 
geographic location. This fact makes it certain 
that the country may confidently look to Brooklyn 
and Greater New York for its style inspiration 
just as long as New York continues to be the buy- 
ing and styling center of the country. 


Why carry Brooklyn shoes? Because people 
know-—almost by instinct, we might say—that 
what we have said about Brooklyn and Greater 
New York is true—that this district is a shoe style 
center and that shoes displayed as Brooklyn shoes 
bear the indelible mark of style authenticity. 
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Z Artistic Shoes 

“ : , $ 

; . 
Kun Artistic—known through- , 

‘ in oe : ; 

PS Wy, Ge § out the States for its turn 

¢ = Z £ ‘ > : ( 
XZ) | Gui’ footwear of exceptional uN 

we . 66 * 99 ° 

J fh, wit \ | merit, offers the “Georgie if 





and the ‘“‘Minna’”’ in stock. 



































Two perfect fitting, staple 
shoes to retail at $10. ° 





IN STOCK : 


For Immediate Delivery 














CASE LOTS, 36 Pair 9 
AA to C q: 
. 
4 
The Strongest Line of 
Brooklyn Turns for 
$10 Retailing rt 
= it \f 
it A patent one strap with black ‘ 
1 A black satin step in with a stitching of distinctive design 
le beautiful beaded ornament. on vamp and quarter. : 
) A big selling spring shoe. LAST 1 1—Modified Toe . 
14/8 Spex Spanish. lenis heel. 14/8 er See and 
Price $6.25 Price $5.75 
: Our Initial Display of Spring Styles 
Will Be Held at the 


HOTEL SHERMAN 
Mr. Lou Friedman will be in attendance 


Artistic Shoe Co 


Factory & Showroom 


380 Throop Ave., Brooklyn, NY. 


New York Office, poste. Bidg., 34th St. and Broadway Room 540, 
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BARLIN BROS. 


“Smart Turn Shoes for Women of Refined Taste” 
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eApproved By Those 
Who Know— 


In no branch of the shoe industry is the competitive 
condition so pronounced as in the field of fine footwear. 
Buyers of this grade are critical and have a right to be. 
In the selection of lines they must exercise the keenest 
judgment as to style, quality and especially fit, because 
the women who buy their shoes are entitled to the best. 


That Barlin Bros. product is received in the country’s 
best stores, is the strongest evidence that the line is right, 
both in its appeal to those of discrimination in taste and 


appreciation of quality. 


Barlin Bros. are happy in the number and kind of 
customers they have made. A welcome awaits you at 
the St. Louis and Chicago conventions. 


ST. LOUIS PAGEANT—HOTEL MAYFAIR 
Jan. 4th, Sth, 6th : 


HOTEL MORRISON, CHICAGO 
Jan. 7th, 8th, 9th ; 


In Attendance 


Mr. Morris Barlin 
Mr. Mac Rose 





BARLIN BROS. 


11 EMERSON PLACE, BROOKLYN Tel. Williamsburg 5067 


New York Office: Room 444 Marbridge Bldg. 





When writing to advertisers please mention Boot anv Snow Recorper 
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ANDREW GELLER 


presents 


his version of the coming Spring 
mode in fashionable footwear for 
women. New models—new lasts— 
new materials—in an alluring ar- 
ray for the approval of shoedom’s 
most critical at the 


N. S. R. A. Convention 
in 
Suites 1622-23-24-25 
Hotel Sherman 
Chicago 
The same display will be presented at 


the Hotel Mayfair, Suites 422-424 during 
the St. Louis Style Show 
























































ANDREW GELLER 


244 Broadway, Brooklyn, N. Y. 
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oA successful retailer, recognized for 
style leadership in his community, and 
who looks to ROTHMAN exclusively for 


style shoes, advertises as follows: 





“There are two types of women 
who buy shoes. Those who 
wear the new things first and 
those who wait until they see 
others wear them. Our clientele 
is of the first named type.” 


e 


Rothman Ideas are Original 
Rothman’s Quality and Fit 
are Undisputed. 


We can help you to be an 
outstanding style leader. 


BENJAMIN ROTHMAN 
SOL MAYER 


HOTEL SHERMAN 
Rooms 1224-1225 
Jan. 7-8-9. 














€; 
BENJAMIN ROTHMAN Inc. 


and Builders 


WOMENS HIGH GRADE 
43-TO-47 -WEST - 16%- STREET-NEW: YORK 
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The Wearer is ALWAYS 
Satisfied 


In this headline, we sum up the entire range of -reasons: for 
our success and the success of those merchants who handle 
the UNITY line. 

Women of discrimination may not know the name UNITY, 
but they come back for more to the stores at which they 
have bought shoes made in the UNITY factory.. The mer- 
chant gets the credit—and the profit. 


CHICAGO CONVENTION 

HOTEL SHERMAN 
The ROOMS 1519-1520 
IN ATTENDANCE 


66 R A . MR. DAVE LEVINE MR.N. J. BLOCK 
TU N MR. LOU PREAGER 


“‘In UNITY There is Style and Quality” 


December 26, 1925 








lapigms HOSE who know Martin Weinstein Shoe Company, 
CRE for its success and ability in producing patterns of 
at «the low heel type, will be interested in the fact that 
we have just placed in our line three new lasts carrying high 
heels of popular sizes. 

We can assure our friends in the trade of the same char- 
acter of shoemaking and diversity of design in these new lasts 
as they have enjoyed in our general line of low heel models. 


MR. PHILLIP WEINSTEIN 
MR. WILLIAM G. BRASTER 
Will Be at the 
HOTEL MORRISON 
Room 1738 
JANUARY 7-8-9 


MARTIN WEINSTEIN SHOE CO. 
39 YORK ST. “ “ BROOKLYN 
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ootwear of LAistinction 
At the Conventio 

















An Exclusive Showing 
of our 


1926 Spring Line 

will be held at 
HOTEL SHERMAN Posed by our model, Miss Rose Ostroll 
Rooms 1614-15-16 


Jan. 7-89 “Lax %Abowitz 











FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N. Y. 


When writing to advertisers please mention Boot anp SHor Recorver 





THE “HELENETTE” 


A delightful pattern 
for evening wear, nota- 
ble for its excellent fit- 
ting qualities. In: red 
and silver brocade in 
basket weave effect. 
Silver kid collar and 
trimming, with silver 
kid heel. 














BOOT AND SHOE RECORDER 


In-Stock Department 
Light Welts with Long Counters 
Ory 


A 
Stock No. 102—Black Kid, 13/8 STITT TITANIUM LIL LINN) ony UUUEUSOHUUSALLALLLERLOCAPOOESOOAETET CLUES 
y 
Ye yy 
SHO 


leather Cuban heel, rubber top 
lift $6.85 
rz 

















Stock No. 702—Patent Leather, 
vamp and a * with matt kid 
straps, 13/8 ther, Cuban 
heel, rubber top lift...... 

Stock No. 602—Black Satin, 
vamp and foxing, with black 
ooze straps, 13/8 covered 
Coben heed .cccccvesces $6.85 

Stock No. 402—Golden Brown 
Kid, 13/8 covered Cuban 
SS Oe ere $7.50 

AAAA to D; Sizes | to 10 

NOTE: Widths E, EE and EEE 
in the above stock numbers are 
carried in shorter vamps, medium 
round toe. 


aN 


Stock No. 110—Black Kid, imita- 
tation straight tip, 8" soins 
Cuban heel, rubber top lift, 

$6.50 


PHYSICAL GLTURE SHOES 
Style Plus Comfort 


Trade Builders and Trade Holders 





HYSICAL CULTURE 
SHOES are the culmination 
of over fifty years of fine shoe 
making. They are designed ac- 
curately to fit every foot require- 
ment of your trade, because of 
the COMBINATION MEAS- 
UREMENTS, BUILT-IN-ARCH 
and SNUG-GRIPPNG HEEL. 


Besides these styles illustrated, 
we carry other numbers includ- 
ing seven lines of high shoes in 
stock all year round—assuring 


you of QUICK TURNOVER on 
a SMALL INVESTMENT. 


Our exclusive co-operative 
agency proposition will interest 
you—carrying with it the assis- 
tance of our advertising depart- 
ment, window displays, price 
tickets, mats for newspaper ad- 
vertising, store displays, book- 
lets in your name—everything 
to increase your sales. 





Stock No. 816—White Cloth, Plain 
toe, 13/8 covered Cuban heel, 
$6.25 


AAA to EE; Sizes 1! to 10. 


~*~, 


Stests No. 703—Medium Shade 
Tan Calf, short wing tip, 10/8 
military heel, rubber top 
lift $6.60 


Cee eee eee ewer eeesee 


AAA to E; Sizes 2 to 10. 


~ 


Stock No. 164—Black Kid, plain 





NUIT cca 
actuate 





toe, with silk ee 13/8 
leather Cuban heel, rubber net Samples sent on request. 
A to EEE; Sinne 244 to Write for Detailed Information. 


AAR 


femmes $7 YLE Plus COMFORT 








~ WILLIAM HENNE & CO., Inc. 


Stock No. 102—Black Kid, 10/8 BROOKLYN, N. Y. 
aaa heel, rub 


Seiiantnaaedouwedeies4 * 96.70 ; a 
AAAA to EEE; Sizes 2% to 10. “Known Since 1875 for Quality’ 
When writing to advertisers please mention Boot anp Snow Recorper 
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Stock No. 180—Black Kid, ve 
covered Cuban heel...... $6.50 


ee No. 380—Patent Leather, 
13/8 covered Cuban heel. $6.50 


Stock No. 780—Medium Shade 
Tan Calf, 13/8 covered Cuban 
ee i ere $6.60 


AAAA to E; Sizes | to 10. 





Stock No. 103—Black Kid, plain 
toe, 10/8 military heel, rubber 
GCG: cGaducnsceusetan $6.50 

Stock No. 303—Patent Leather, 
plain toe, 10/8 military heel, 
rubber top lift..........- $6.50 


AAA to EE; Sizes 2% to 10. 


‘ 


Stock No. 710—Medium Shade 
Tan Calf, straight tip, 12/8 
leather Cuban heel, rubber top 
Ge 6ssbsseracsssvaewees $6.35 


AAA to E; Sizes 2 to 10. 





~~ No. 170—Black Kid, 12/8 
& L Cuban heel, rubber top 
ire” PE Peer Ter rn $6.70 


AAAA to EEE; Sizes 2% to 10. 





Stock No. 101—Black Kid, 13/8 
Cuban heel, rubber top —.. ‘ 


AAA to EE; Sizes 2% to 10. 
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Prestige 


and 


Performance 
CONTINUED preference 


among many of the finer 
merchants of the country for 
STARR Shoes has given a na- 
tion wide prestige to the line, of 
which we cannot help but feel 
proud. But Prestige, alone, is 
not sufficient. We must back 
Prestige up with Performance, 
and this we do by giving our cus- 
tomers shoes that are honestly 
built throughout. 


AT CHICAGO 
Messrs. Jos. Starr, Tom Johnson, Martin Brennan 
Will Be At The 
HOTEL MORRISON 
Room 837 
Jan. 7-8-9 








JosepH Starr Co, INc 
325 Gold Street, Brooklyn 
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Announce 
Their Spring Opening 
of Footwear Fashions 


St. Louis Pageant 


Hotel Mayfair, Room 312 
Jan. 4-5-6 


and 


Chicago Convention 


HOTEL MORRISON 


Rooms 830-831 


Jan. 7-8-9 


Thereafter at our showroom, 926 
Marbridge Bldg., New York, where 


our models are always on display. 


© ¢ @ 


Fascinating Styles! Beautiful 
Materials! Clever Combi- 
nations! 


Every variety of shoe to insure 
the perfect slipper for milady 
for every mode and moment. 


A cordial invitation is extended 
you to come and view the line. 


IN ATTENDANCE 


MR. J. SCHOOR 
MR. D. J. GORDON 


GOLDBLUM & SCHOOR 


140 Stockton St. 
Brooklyn 
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‘GALLUN'S: 
«PORTFOLIO 
“OF GOLOR’- 
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~ GALLUN'S 
| PORTFOLIO 
OF COLOR 


The flattering reception accorded to our 
first PORTFOLIO OF COLOR has been 
most gratifying. Practical results achieved 
confirm our original judgment of the 
need for such a co-operative service. 


Many thousands of dollars were saved 
by manufacturers and dealers who were 
guided by the advance information con- 
tained in the 1925 edition. They have 
been quick to appreciate and encourage 
such far-sighted co-operation. 


Volume II of the PORTFOLIO OF COLOR 
containing an index to 1926 color styles, 
is now ready. We are mailing copies to 
all whom we know to be interested. If 
yours fails to arrive we will be glad to 
send another on request. 





A. F. GALLUN & SONS CO., MILWAUKEE, WISCONSIN 
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AN OPEN INVITATION 
To Members of the N. 


S. R. A. 


Rooms 1562-63 


TABLISHED ‘ens 
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‘Shines ThalTel. 











THE stamp of ‘“‘Brooklyn” inside a shoe is 
equivalent to the sterling mark on silver 
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She Brooklyns 





THE woman who appreciates the best 
in style and quality is certain to demand 
Brooklyn made footwear 


243 
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" Garofalo Turns are Good Turns ”’ 





A Record 
Achievement! - 


Recognition on the 
part of the trade that 
“Garofalo Turns Are 
Good Turns” has 
caused our business 
to grow and prosper 
to a point where we 

are now forced to 

seek larger quarters 

in order to serve 

properly our ever increasing clientele. After 

December 30th, 1925, we shall be located at” 
58 Walton Street—a larger and better equipped 

loft—where we will make quality footwear, 

built by master craftsmen embodying the finer 

points in modern shoemaking, and featuring 

exclusive patterns properly styled. 

Our new line of Spring samples is unquestion- 

ably the finest we have ever built, and we are 

confident they will meet with the approval of 

our friends in the trade. They will be shown 

for the first time at the Chicago Convention. 

Hotel Morrison 
Room 735 
Jan. 7-8-9 


Garofalo Bros. Shoe Co., Inc. 


Mfrs. of Ladies’ High Grade Footwear 


59 Harrison Ave. Brooklyn, N. Y. 





Mr. EMIL GAROFALO 
Pres. and Sales Representative 











The’ Cin derella’ 


Buckle 


has all the dependable qualities of an ordinary 
tongue buckle, plus that smart appearance so essen- 
tial to the well-groomed foot. It can be adjusted 
with a snap of the finger, and is practical, be- 
cause it hides from view the frayed strap effect 
bound to show after short wear. 

If you haven’t examined it personally, you had 
better send for samples at once. 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - - 





At the Style Shows 


in St. Louis 
and Chicago 


most of the country’s finest 
shoes will be enhanced by 


VANITY 


Leather Bows and other Leather 
Trims; Vanity Ornaments help your 
sales. Obtainable only through your 
manufacturer. 


The Vanity Novelty Works 


1261 Atlantic Avenue Brooklyn, N. Y. 
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e Announcing--- 
VASSAR 


All Hand Made Turn Shoes 


A PRODUCT OF MASTERS IN SHOECRAFT, 
CREATED FOR THE FINEST CUSTOM AND 
ASSURED OF HONORED RECOGNITION BY 
VIRTUE OF THE EXCEPTIONAL HUMAN SKILL 


CARVING ITS FUTURE. 


P ; h [ 
nice owing VASSAR SHOE co. 
Pep cre INC. 
py 54 GROVE STREET 
NEW YORK 


January 7-8-9 














TERNS 


Sai srier Wanted 


This little shoe, introduced to the. Trade during 
the year 1925, has through sheer merit proven 
a real Children’s ‘‘find’’ in the shoe world; and 
today counts its customers from Coast to Const. 


aS Q' LANTERN FEATURES. 


 Miséked wad Service’ 
Sunes 75. 478, OUD 12/2 
Goodyea r Stitched hed Fleked 



























epics, 









PATENT BLUCHER 
2/5—$1.40: No Heel 
5/8—$1.75; Spring 
8% /12—$2.05; Rubber 
Same in Tan Vea!s or Smoke cr Gun Calf. 
TERMS: 6 off 30 days. 
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VU 













—. 1500—aAll Black Style 750 
style 1 '1000—all Pat. Bea. ne Eid, 14/8 Cuban 
14/8" Cuban | Heel, antes — 
$7.25 6 
@ 
“Caroline” medias “Regina” 
Pinckney-Harding 
Brooklyn-made Shoes 
Style 850 IN STOCK ia 






All Patent Leather Cutout 
Quarter, 14/8 Spike Heel, 
Gold & Black Enamel Buckle. 


Gun Metal Calf, 14/8 Cuban 
Heel, Hammered G.M. Metal. 


$7.25 





HE models illustrated have had 























- $7.25 
such pronounced success in our 
line, that for the convenience of 
“Hannah” our friends in the trade, we decided to jf ,. O p ie 
place a limited supply in stock. They eee Say 
are all styles that have proven themselves 
again and again to the satisfaction of a 
number of buyers. The characteristic 
fine shoemaking of Pinckney-Harding 
shoes is in evidence in each pair. Sev- 
styte 250 eral models carry imported French 
All Black Satin, 14/8 Spa buckles. Style 100 
jae Gold and Black Seana All Patent Leather, 16/8 
uckle. Span. Heel. 
87.25 : : $6.00 
Chicago Convention 
“Regent Opera” HOTEL SHERMAN -_ - 
rsay Pump” 
After Jan. 10 
HOTEL IMPERIAL 
NEW YORK 
Style 200—All Pat. Leath. CO., INC., 
Style 225—aAll Black Satin, Style 125 
na 39-41 YORK ST. All Patent Leather, 10/8 
ee ‘BROOKLYN On 





SIZES and WIDTHS 


SIZES and WIDTHS 














AAA to C—3 to 8 


AAA to C—3 to 8 
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Save This Issue For Reference 
and bring it with you to Chicago 


These Manufacturers Lines are on Exhibit at the 


MORRISON HOTEL 


Eastern Manufacturers 
Exhibiting at the 


MORRISON HOTEL 


Atues Bros. Shoe Co., 1127, 
Adams Bros. Shoe Co., 1129, 
1130. 

A. J. Anderson, 1529-30. 

A. J. Bates Shoe Co., 827-828. 
Alden Walker & Wilde, 1224. 
A. L. Little, 1033, 1733. 
as 'D., & Co., 938, 1029, 


Art Craft Shoemakers, 624. 

Ashuelot Shoe Co., 935. 

Ault-Williamson Shoe Ce. 113i, 
1141-44, 

Barlin pent, 333, 419. 

B. E. Cole, 1827. 

Bloomfield Shoe Co., 1727, 1728. 

Bond Shoe Co., 331. 

Boyden Shoe Co., 1036. 

Brooklyn Shoe Mfg. Co., 929. 

F. Brown Shoe Co., 1132, 1335. 

Burrows Shoe Co., 417, 418. 

Cambridge Rubber, 1237. 

Cardone Baker, 724. 

Collella Leighton. 

Cornell Shoe Co., 425, 426. 

Craig Reed & Emerson, 836. 

Cruise Shoe Co., 1937. 

C. V. Watson, 2034. 

Deauville Ornament, 832. 

Dudley Shoe Co., 936 

Ellis Eddy, 1324. 

Emaus Bros., 517-533. 

Endicott-Johnson, 330. 

E. P. Reed Shoe Co., 1829, 1836. 

F, Brown Shoe Co., 1132, 1335. 

Fargo-Hallowell Co., 1021. 

Felnister Shoe Co., 1724-25. 

Fern Shoe Co., 1439-40. 

Fred A. Eyre Co., 1933, 1947. 

F. Mathes Shoe Co., 1123. 

G. A. Chenoweth, 1039-40. 

Gale Bros., 1936. 

Garofalo Bros., 735. 

Geo. A. Learned Co., 930, 931. 

“> Leavitt, 637, 638, 639, 


Goldblum & Schoor. 

Goodwin Bros. (Last), 937. 

Great Northern Shoe, 1227 to 
1234. 

Greenberg Hiller. 

Green Shoe Mfg. Co., 1538-40. 

Ground-Gripper, 636, 643, 644. 

G. W. Herrick Shoe Co., 1634. 

H. C. Godman Co.. 622-623. 

Harding Shoe, 1722-23. 

Harry Hamburg, 1637. 

Harry L. Jones, 1124. 

Havre Shoe Co., 1534. 


Hebert Shoe Co., 1330. 

Herman Broder, 1327-29. 

Hicks-Goller Shoe Co., 1639-40. 

Hopkins Shoe Co., 1928, 1929. 

Horan YN 1136, 1146. 

Horn Shoe C 1734. 

Howard & Seater. 1433. 

Howland Shoe Co., 1633, 1642. 

H. W. Modlin, 1247-56. 

I. Brockman Co., 833. 

Interstate Shoe, 1238 to 1242. 

Intrater Shoe Co., 1207. 

J. A. Jonas Shoe Co., 1638. 

od Kelly Shoe Co., 627, 628, 

Jos. M. Herman Shoe Co., 1430, 
1431. 


Jos. Starr, 837. 

J. Wellman, 1126. 

Katz Bros., 1407. 

Kleven Shoe Co., 7. 30-31. 
Knipe Bros., 939-94 

Kreider Cross Shoe 1732. 
Krentler Bros., 1624. 

L. B. Evans Sons Co. 

L. D. Lynx Wiler, 1147. 

Le Gore Shoe Co. 
Lexington Shoe Co., 1333-34. 
Liebert Shoe Co., 1824 

Lind Shoe & Slipper Co. 
Mathis Kamm Shibe, 1223. 
Mawhinney Last, 1930. 
Mazor Bros., 525, 526. 
McLaughlin Sweet, 1941. 
Melanson Shoe Co., 1533. 
McNichol-Taylor, 2031, 2032. 
Mildred Shoe Co., 1331, 1332. 
Morris Lapidus, 825, 826. 
Munroe Shoe Co., 632, 633. 
Mutual Shoe Co., 829-30. 


-N. T. Footwear, 927-928. : 


P. Hagerty Shoe ms 1204, 1235. 
Plant Bros. Co., 1 

Plaut Butler, tiga, 

P. W. Minor, 504, 534. 

R. Chenoweth, 1738-39-40. 

R. F. Breck, 1148. 

Rialto Shoe Co., 823. 

Richards Brennan Shoe Co., 523. 
Rubin Bros., 1525-26. 

Saks, 1038. 

Samuel Katz, 925-926. 

Samuel Pincus, 1436. 

Sigman & Cohen, 1922 to 1925. 
Skinner Satin, 1125, 1338. 
Snyder, Inc., 1631-32. 

S. Rosenberg & Son, 2029-30. 
Stone Shoe Co., § 

Supreme Shoe Co., 1432. 
Taylor Shoe Co., 1028. 

T. Lalonde, 1137, 

T. J. Sullivan, 1335. 

Upham Bros., 1425, 1426. 

Utz & Dunn, 1635. 

Vernon Moss, 1138-40. 


Walden Perry, 524, 539-540. 
Walk-Over, 429, 432. 

W. Edelstein, 1134. 
Weinstein (Martin), 1736. 
Wellbuilt Shoe Co., 1026. 
W. A. Withers Shoe Co. 
Witherell Dobbins, 1025. 
W. N. Taylor Shoe, 1735. 
Wolnicar, 1737, 1747, 1748. 


Chicago Territory 
Exhibitors at 


MORRISON HOTEL 


A. M. Legg & Co., 838, 843, 844. 

A. S. Kreider, 933. 

Brown Shoe Co., 1718-1728. 

C. Gotzian Co., 1532. 

Checker Shoe Co., 923, 924. 

Delaware Shoe Mfg. Co., 1839- 
40 


Doreman Shoe Co., 1935. 

Ebner Shoe Co., 1037. 

Edmonds Shoe Mfg. Co., 1536. 
Fiebrich Fox, 1427, 1428, 1429. 
F. Mayer, 1024. 

Foot Schulze, 1531. 

Helmholz Shoe — Co., 1625. 
Huiskamp Bros., 

Ideal Shoe Mfg. Co. "1931. 
James Shoe Mfg. Co., 2022. 
Jarman Shoe Co., 2033. 

John Meier Shoe Co., 831. 

J. W. Carter Shoe Co., 934. 
Manheimer, 610, 611, 625, 626. 
Marathon Shoe Co., 530-31-32. 
Marion, 739-40. 

Milius Shoe Co., ~~" _ 1035. 
National Shoe Co., 

— Shoe Co., 1335. 40, 1424, 


Nunn Bush & Weldon Shoe Co., 
1627-30. 

O’Donnell Shoe . * sae 1826. 

Ogden Shoe Co., 

Ozark Shoe Co., tr S08. 

Riley Shoe Mig. Co., 634, 635. 

Roth Shoe Co., 535-536. 

Shaft-Pierce, 2035, eg 

Sinsheimer Bros. Co., 1636. 

Three Star Shoe Co., -1922, 1923. 

Teeple Shoe Co., 1225-12 

Travaso Shoe Co., aos 

Union Shoe Mfg. Co., 1022. 

TInited Shoe Mfg. Ga. 630, 631, 


646. 
Universal Shoe Mfg. Co., 932. 
Vulcan Last Works, 1167-1168. 
Walter Booth, 1 
Wellauer-Noll, 835. 
Wohl Shoe Co., 1336, 1537. 
Wolfram Shoe Co., 1031, 1032. 
Wolf-Tober Shoe Co.. 527-28-29. 
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December 26, 1925 


When you think of 


BARGAINS 


think of 


ROSENBERG 


We are listing here only a few of 
the hundreds of bargains on which 
we offer you the opportunity to 


Save 15% to 307 


Women’s. Tan, Pat- 
At $1 -60 ent and Gun Metal 
3 Eye Dixie Ties. McKay sewed, 
Rubber Heels. Made with Cuban 


and Low Heels. 


Women’s Patent | 

At $1 85 Strap with Covered 

aren and Cuban Heels. Sizes 
-7, 3-8. 


Women’s Patent | 
At $1 19 Strap Silver Stripe 
on Vamp and Quarter. McKay 
sewed. Leather Heel. Same in 
Covered Spanish and Cuban 
Heels. Price $2.00. 


Women’s Skinner 
At $1 15 Satin | Strap. Span- 
ish and Cuban Covered Heels. 
Sizes 3-7, 3-8. 


Men’s Light Tan 
At $2.10 Good Quality Elk 
Moccasins. Nailed and Sewed. 
Sizes 6-9, 6-10, 6-11, 7-10, 7-11. 


Men’s Tan Elk 
At $1.55 Scout Bals. Com- 
position Sole with Rubber Heels. 


‘Same in Leather Sole. Price 


$1.45. 


Men’s Split Mocca- 
At $1 0 sin Type Bluchers. 
Nailed and Sewed. Rubber 


Heels. A Good Serviceable 
Shoe. 


Misses’ Chrome 
At $1 .29 Patent | Strap with 
Rubber Heels. Sizes 114-2. 


Same in Child’s 84-11. Price 
$1.15. 
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At ST. LOUIS Jan. 4,5, 6 


HOTEL JEFFERSON 


Rooms 924-926 


At CHICAGO jan.7,8,9 


HOTEL MORRISON 


Misses’ Light Tan 
At $1.10 Stitchdown lace 
with Composition Soles. Rubber 
Heels. Sizes 11-2. Same in 


Child’s sizes 84-11. 


Men’s Golden 
At $1 39 Brown Kid Stitch- 
down Romeos. Rubber Heels. 


Sizes 6-11, 7-11. 


Men’s Tan Venti- 
At $1 45 lated Stitchdown 
Oxfords with Rubber Heels. 
Sizes 6-10, 6-11, 7-10, 7-11. 


Men’s Light Tan 
At $2.50 Goodyear Welt Ox- 
fords. Balloon Toes. A Good 
Stylish Shoe. Sizes 6-9, 6-10. 


Rooms 2029-2030 


Women’s Ist Qual- 
At $1 85 ity All Wool Jersey 
4 Buckle Arctic in Cuban Heel 
only. Sizes 24-7 F and M wide. 


Women’s Black Kid | 
At 80c Strap House Sandal. 
Hand Turn Rubber Heels. Sizes 
3-7, 3-8, 4-8, 5-8. Same in Bou- 
doirs. Price 724c. 


Misses’ Patent High 
At $1 15 Cut Lace with Field 
Mouse Tops. Rubber Heels. 


Sizes 114-2. Same in Child’s 
84-11. Price $1.60. 


-§. ROSENBERG & SON 


144 ESSEX ST. 


BOSTON, MASS. 
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A Message of Greeting 


To All Visiting Members at the 
National Shoe Retailers’ Convention 


From the Management of the New 


MORRISON HOTEL 


Madison and Clark Streets, CHICAGO 
The Tallest Hotel in the World 































HE Morrison Hotel extends a cordial wel- . 

come to all who are attending the National 
Shoe Retailers’ Convention. For several years 
the Morrison has been the chosen headquarters 
in Chicago of American shoe manufacturers, 
their representatives and out of town dealers. 
For, while offering accommodation of a char- 
acter found in very few of the world’s 
finest hotels, yet the scale of rates is on a 
lower basis than in any other leading hostelry. 


This is made possible by the large revenues 
drawn from subleased stores, which pay all 
the ground rent, and the saving is passed on to 

the guests. There are 1,944 outside rooms 
(890 in the new 46-story section), and each 
has bath, circulating ice water and Servidor, 
which gives perfect security with its grille 
| 
| 
| 
| 








feature. All guests enjoy garage privileges. 


An Ideal Convention Hotel 


The banquet and ballroom facilities are excep- 
tionally wide and have made the Morrison a 
favorite headquarters for meetings and con- 
ventions. The Cameo Room is in great de- 
mand; it has a seating capacity of over 2,000, 





ew Morrison is the quilts tallest hotel, and when com- 


. . ° The Ni 
without a single pillar or other obstruction to pleted will be the world’s largest and tallest "hotel, 46 stories 
high, with 3,400 rooms. 


the view. 


The Terrace Garden 


Another individual feature is the Terrace Garden, the Morrison’s famous “dance-and-dine” 
restaurant, where tables arranged in “terraces” give every guest a perfect view of the enter- 
tainers. 


Write for reservations, or telephone State 8700. Special convention rates on application. 
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Slaviling Ua 


IN STOCK-At#D 


Style No. 11—Gallun’s 48 Light Tan Calf, Brute Last, 
Soft Box Toe, 9 Iron Oak Bend Outsole, Natural Calf 
Quarter Lining, Leather Counter. New Era Rubber 


Heel. 
Style No. 111—Same in Black Calf. 















The Marion Selling Policy—14 attractive young men’s 
styles with every style carried in stock. All oxfords are 
$3.88, shoes $4.00. Our complete line of new spring 
styles will be on display in 


Room 210 
JEFFERSON HOTEL, ST. LOUIS, MO., 


January 4, 5, 


Room 739 
MORRISON HOTEL, CHICAGO, ILL. 
January 7, 8, 9 


MARION SHOE CO. 


. 
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ALWAYS AT HOME | 
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WELLS ST. a | 
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F. Mayer Boot & Shoe Co. 
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IN CHICAGO - 


od 
Vy 


OR over 40 years, it has been our 

aim to manufacture footwear at 
reasonable prices, combining quality 
with attractive styles. 


We extend to our many friends a 
cordial invitation to visit with us 
at our Chicago Home 





Security Building 
Room 708 


Also Morrison Hotel 
Room 1024 
F. MAYER BOOT & SHOE CO. 


Honorbilt 


Attractive snappy styles 
for Men and Boys 








Martha Washington 


Acomplete line of Wom- 
en’s Footwear Embody- 
ing Style and Comfort. 
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On-We-Go 


A line of children’s shoes; 
full of Pep as well as wear. 






i e~ 


7 
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Milwaukee, Wisconsin 
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Meet Mac / 


HOE Men, meet Mac—Thomas McWilliams, the 


genial greeter and manager of the Hotel Morri- a 

son of Chicago. Mac says that it’s his duty and — 
pleasure to make shoe men comfortable and happy ff. - 
and that the “Welcome” sign is always on the Mor- y. f— 
rison mat for visiting shoe men. Tj K 


AC has done a lot to make the shoe men’s stay at 

the Morrison during the N. S. R. A. Convention 

a happy one and he'll be there in person to meet them 

one and all during the big show—and during the en- 
tire year. 


‘Te big new Morrison is right in the heart of the 
loop and offers splendid facilities for both busi- 
ness and comfort to the guests. 
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LADIES FINE 


ae 


styles by Dodd. 





Ladies’ Fine 
1908 Locust Street 


GS 








TURNS EXCLUSIVELY 


Rooms 1325-1326 


MORRISON HOTEL 
January 7, 8,9 


The advance sensations in high 
grade Fashionable Turns await 
your inspection at Rooms 1325, 
1326, Morrison Hotel. 


Don’t miss seeing these attractive 


“Rs Planaud” TRAVASO SAOE ComPANY 


MANUFACTURERS 


Turn Shoes 


SAINT LOUIS 


: 
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9253. All patent D’Orsay pump with 
attractive loop stitching on quarter and 
imitation perforations on vamp. French 
corded. White quarter lining. 
tion turn. McKay 11 Last. 14/8 
——_ covered Cuban heel with Uskide 
top lift 
Widths A, B and C; Sizes 3 to 8. 
$4.25 









9290. All patent D’Orsay step-in front 
gore pump with small diamond shape 
,cutouts on saddle and beautiful puffed 
patent leather ornament with four rows 
of cut steel beads. Imitation turn. 
McKay. 89 Last. 13/8 celluloid cov- 
ered Ouban heel with Uskide top lift. 
Widths A, B a > Sizes 3 to 8, 


ST. PAUL 





A Happy New Year 


IS THE MESSAGE THESE 


SNAPPY NEW STYLES 


BRING 
YOU 























9085. Dull black kid D’Orsay front 
gore step-in pump with a fancy grape- 
vine silver buckle with black back- 
ground. Imitation turn. McKay. 89 
Last. 13/8 kid covered _ heel. 


Width A to D. Sizes 8 to 9....84.00 
9285. Same in all patent. 
Widths A to D. Sizes 8 to 9....$4.00 


9286. Same in all patent on 88 Last 
with 16/8 celluloid covered “‘Spike’’ heel. 
Widths A to ©. Sizes 8 to 8...84.00 





Fashion Shoes for Women 


STRAT OMI 


Fine Shoes for Men 


Room 1531, Hotel Morrison 
January 7-8-9 


ALL CARRIED IN STOCK 


FOOT-SCHULZE and CO. 


Makers of Shoes Since 1885 


CALIFORNIA BRANCH—LOS ANGELES 



























9552. Black satin D’Orsay pump with 
attractive loop stitching on quarter and 
one row of stitching on vamp. French 
corded. White quarter lining. Imita- 
tion turn. ’ 10 Last. 17/8 
celluloid covered ‘‘Spike’’ heel. 
Widths A to ©. i . $4.25 
9252. Same in all patent with imita- 
tion perforations on vamp and 17/8 
celluloid covered ‘“‘Spike’’ heel with 
Uskide top lift. 

- 84.25 


Widths A to C. Sizes 3 to 8... 


























9243. All patent step-in front gure 
pump attractively stitched with Cham- 
pagne thread and with small diamond 
shape cutouts on quarter. A beautiful 
puffed patent leather ornament with four 
rows of cut steel beads. White om | 
lining. Imitation turn. McKa 10 
Last. 17/8 celluloid covered Spike” 
heel with Uskide top lift. 

Widths, A, B and ©. Sizes 3 to 8, 


MINNESOTA 





When writing to advertisers please mention Boot anv Sxnom Recorper 















































BOOT AND SHOE RECORDER December 26, 1925 


ee 


NEW ENGLAND 


New England's natural 
resources make it undeni- 
ably the logical district for 
the manufacturer of good 


TAN 


“am, 
tt <= pi 


MMMM AMNUiiilNL 


IF Quality means 
.4 as much to you 
as does Style, it be- 
hooves you to be- 
come acquainted | 
with the ArtCraft 


Line. 


We have a special 
roposition for the 
86. 00 buyer. 


AMMA ANIM MANINMIINANUAHIMH RT 


HAVERHILL 


Haverhill is the out- 
standing centre in New 
England for the manufac- 
ture of fine turned foot- 


| _ Wear. 


line has established such a | 

high place in the confi- R ” SOCEFS 

dence of an exclusive clien- | 

tele, which demands sub- HE ArtCraft Line 

stantial, fine-fitting, high- SS will be on Display at 

style turned footwear, that : Hotel Morrison, Room 

you cannot afford not to a) 624, during the Chicago 

eninineiis 3 Show, Jan. "7th, 8th, 9th, 
=) with Nat. Weiss in at- 

a] tendance. 


In Chicago 
HOTEL MORRISON =| EArt Craft 


Rooms | 1 39-40 


BW \, 














During 


N. S. R. A. Convention i | 


Moss-Seamans Shoe Co. | : | Factory at 1 Box PLACE 
Factory, Haverhill, Mass. | LYNN, MASS. 


Boston Office, 183 Essex St., Room 410 
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“FOOT FITTERS 


Show, 


nC ag a 
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RUN OVER SHOES 


SOLE OF : y\e 
COMFORT 














\} 


Jan.G6-7-8* 
MORRISON HOTEL 


: 
: Room 1536 





Milwaukee Wiscons 











Come in and See Gus iy desnicndebvintlints 
a NSA 


When writing to advertisers please mention Boot anp SuHoz Recorper 








BOOT AND SHOE RECORDER 


& 
SHOES 
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“THE BERWICK” 


No. 171 
Lace Oxford in a Rich Shade of Tan Calf. 
A, B, C and D widths. Price $5.50 


“The Berwick”’ is also carried in a black imported box calf 


lace oxford. A, B, C and D widths. Price $5.50 











“THE MIAMI” 


No. 167 


Medium colored tan calf, Brewster lace oxford, 


A, B, C, D widths. Price $5.75 


HOWARD & FOSTER CO. 
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Howard ¥Fe 


SHOES 
MADE TO ORDER 

















A Snappy Sport Shoe for Spring 


One of many shown in the Howard & Foster line. 


White Eric grain calf, tiger lace oxford with genuine red shark 
full wing tip, lace piece, and quarter foxing. 


There will be big opportunities in 1926 for selling men’s sport 
shoes. 





Get in with the Howard & Foster line and see the real ones that 
will make sales and profits for every merchant. 





HOTEL MORRISON HOTEL MARYLAND 
CHICAGO, JAN. 7-8-9 ST. LOUIS 
Room No. 1433 January 4-5-6 
H. M. Pulker and H. R. Sargent R. R. Frogge 

















BROCKTON, MASS. 
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¢ Dp a RE 
. eee IE new light yellow shade 
Se A that sets the vogue in leather 

ae for Spring footwear. 
It is the latest addition in 
Lotus — the outstanding 

PUSS ponents 

So ane = Come and see it during the 
N.S.R.A. Convention -at 
our Chicago office, Room 
801 People’s Life Bldg., or 


send for a sample cutting. 


Other P & V Leathers 
will be on display. 
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WORTH KNOWING WELL 


THERE’S SO MUCH OF UNUSUAL ATTRACTIVE- 
NESS AND STYLE IN THE HELMHOLZ LINE OF 
CHILDREN’S SHOES THAT NO MERCHANT 
SHOULD MISS SEEING THEM. 













SEE THE HELMHOLZ LINE ON DISPLAY 


ST. LOUIS 
JANUARY 4, 5 and 6 
Rooms 611-612, HOTEL JEFFERSON 
















CHICAGO 
JANUARY 7, 8 and 9 
Rooms 1625-1626, HOTEL MORRISON 








OR WRITE US FOR SAMPLES OR SALESMAN 






Mr. W. R. Helmholz 
Mr. S. P. McLanahan 


HELMHOLZ SHOE MFG.Go. 
HIGH GRADE SHOES FOR CHILDREN 


J. K. ORR SHOE CO. HERBERT L. MARX CO. 
Ailants, Goons MILWAUKEE. WIS. Albany, X.Y 
Exclusive Distributors istributors 
Georgia, No. and Se. Carolina New York State Exclusive of 
New York City 


in attendance 








SIMMONS-BRAMHALL CORP. 
Belfast, Maine 






Exclusive Distributors 
Maine and New Hampshire 


« Theyre Better Stitchdowns + Xs 
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TR eR RET TE RET — 


—and good merchants everywhere are reap- 
ing a harvest of satisfaction and profit sell- 
ing this splendid line of children’s footwear. 
The patented and exclusive ACROBAT 
Double Welt construction assures perfect 
fit—certain service and complete satisfac- 
tion to the mothers. 

The Double Welt construction, a feature 
of the ACROBAT line—makes the shoes 
water proof, flexible and easy to repair. 
Don’t fail to visit our display—or write us 
for salesman or samples. 












Th ousandas 
~ of Happy 
© Little Feet 


bi ave Wearing 








See this Line at Room 2035-2036 


Morrison Hotel 
January 7-8-9 


SHAFT-PIERCE SHOE CO. 


244. Third Street, Faribault, Minnesota. 


Specialists in Children’s Good Shoes Since 1892 
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KS-GOLLER 








Harry A. Goller 
will display 
at 
St. Louis Style Show —_— 
Jan. 3-4-5-6 and 


Jefferson Hotel, Room 836 m7 
0 
Beautiful 


Chicago Style Show nena 
to Retail at 
Jan. 7-8-9 $5.00 and $6.00 
Morrison Hotel, Room 1639 

















Hicxs-Go.uer SHOE Co. 
CueELsea, Mass. 


BOSTON SAMPLE ROOM 181 ESSEX STREET 
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The “BONNIE” 


Parchment kid one strap—Brown kid 
trim—17/8 Spike covered heel. 
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The Proof of the 
Pudding, ete. !!! 


Chain store buyers and novelty job- 
bers have found our style McKays so 
much to their approval our factory 
will be busy for several weeks to 
come. We gave them a little more 
for the money and they showed their 
appreciation. 

Our complete line will be on display at 
Room 1324, MORRISON HOTEL, during 
the N. S. R. A. Convention. Mr. W J. Good- 


bar will be on hand to meet the trade. 


Ellis-Eddy Company 


LEWISTON BOSTON SALESROOM 
207 Essex St., Room 202 

























Advertising rates. 


Did You Ever Think of This? 


You probably have used equipment, shop- 
worn equipment, out-of-date models or prod- 
ucts which you do not want but which some 
one else would be glad to get hold of at a price 
under the market. 


Classified Advertising in the BOOT AND 
SHOE RECORDER will move them quickly 


and economically. See Classified Section for 




















When writing to advertisers please mention Boot anp SuHor RecorvER 


December 26, 1925 









































December 26, 1925 BOOT AND SHOE RECORDER 267 


4 


























AYLOR SHOEKS are made to inter- 
est buyers who know value when 
they see it. 


Do not miss seeing this line of Brockton 
made shoes, especially designed for 
building permanent volume sales at 


$6.00 to $8.00 retail. 


On Display Jan. 7, 8 and 9 


at CHICAGO 


HOTEL MORRISON 


Room 1028 


Made on our famous 


“ROUND-UP” LAST 
of 
“TONY-GOLD” CALF 


Barbour Storm Welt 
Heavy Single Sole 










TAYLOR SHOE COMPANY 


BROCKTON, MASS. 
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The Mode 
Calls For 
Metl- Tone. 


Trimming 


The vogue of trimmed shoes 
is rising rapidly. Why not use 
the most popular trim of all 


—Metl-Tone? 


You see it everywhere on the 
most exquisite style creations 
—bright silver—rich gold— 
beautiful blond or our new 
“Fire Copper.” These or any 
of the other 80 Metl-Tone 
shades are ready for immedi- 
ate delivery to any manufac- 
turer. 


Remember — there’s nothing 
better than Metl-Tone — or 
more quickly obtained. 


Snyder's leathers will be displayed 
In Chicago, Jan. 7, 8 and 9 
Room 1631-32 Hotel Morrison 


In St. Louis, Jan. 4, 5 and 6 
Hotel Jefferson 


In Boston, Jan. 12, 13 and 14 
Shoe Wholesalers’ Show 
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Mr. M. P. Clough, Jr. 
will display 


Mervill, Porter & Co.’s | 
Smart McKays 








during the ChicagoShow 
at the 


Morrison Hotel 
Room 930 


MERRILL, PORTER & CO. 
LYNN, MASS. 



























































KEEPS SHOES SHAPELY [a 


FOR MEN WA 10 DAYS 
OR FREE 
women, “4 TRIAL 
wT ; 
'e, “4 2 












fischer, 


Hides irregularities of foot form, affords instant re- 
lief for bunions and large joints. Can be worninany 
style of shoe — outside or under stocking. No larger 
size shoe required. Sold by shoe dealers, druggists 
and department stores for over 15 years. Over one- 
half million in use. Write for free trial offer. No pay 
if no relief. State size of shoes and if for right or left. 


~~ wee SCHER MANUFACTURING co. = 


| HIDES LARGE JOINTS| 
Advertised for Over Fifteen Years 


For more than fifteen years, Fischer Pro- 
tectors have been consistently advertised in 
national magazines of large circulation. 
Every year more people are learning about 
them—over 25,000,000 readers are covered 
by Fischer advertising this year. 












Every day this advertising is sending cus- 
tomers to dealers in every state t s 
that are ready to buy. They are trade tha 
you might not reach with other merchandise. 





Keep Fischer Protectors constantly in stock. 
Display them where the public can see them. 
Your jobber can supply you on call. Write 
him or us, 


FISCHER MANUFACTURING CO. 
425 East Water Street 
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|||THE DREW LINE 


Will Be Prominent at Both January Shows 

















ST. LOUIS 


“Orleans” STYLE PAGEANT 
Jan. 4, 5, 6, 
HOTEL MAYFAIR 
Rooms 414, 416, 418, 420 











CHICAGO 


N.S. R. A. 
“Perette” CONVENTION 
Jan. 7, 8, 9, 
HOTEL SHERMAN 
Rooms 607, 609, 610 




















Make our Show Rooms 
your “home” when attend- 
ing these two Big Shoe 
Events. You will be roy- 
ally entertained, besides 
having an opportunity of 
seeing the very latest in 
Women’s Style Shoe Crea- 
tions. Don’t fail to look 
us up. 


“Charleston” 

















Any of the styles shown on 
this page can be made for deliv- 
ery in 30 working days. Send 
for complete descriptions and 
prices. 


She Irving Drew Co. 


“ PORTSMOUTH OHIO 


“Roena’ 
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THE NEW SAWYER LINE! 


Men’s Goodyear Welts Moccasin Type Footwear | Boys — Youths and 
5 To Retail at $4 & $5 | For Work—And Play Little Gents — For 
5 Dress and Work 
5 (Also Sport Footwear) 


: AT OUR BOSTON OFFICE 
5 NO. 86 BEACH STREET 


5 Dealers visiting Boston should see this new 

5 line of REAL SHOES at attractive prices! 

5 SAWYER BOOT & SHOE COMPANY 
: FREEPORT, MAINE 
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IMPORTED ENGLISH 


RIDING BOOTS and FIELD BOOTS 


The perfect fit and shape of these English Boots, made of leather 
timed in tanning to produce the greatest degree of durability, 
are recognized by discriminating men and women who seek that 
much-desired custom-made appearance. 


“Colt” English Riding Boots and Field Boots are in favor with 
dealers because of their easy fitting qualities and their outstand- 


ing values. IN STOCK 


ENGLISH RIDING ENGLISH FIELD 
BOOTS BOOTS 
are supreme in fit and are just right for hunt- 
finish. ing and out door service. 


STYLE B-2774 STYLE B-2778 
illow Calf Men’s Tan Boots 
Binek or’ tan Wie Full leather lined and has 






















Men’s two full soles to heel. 
$16.59 Vir $13 00 ; 
Women’s e pair 


No. 62780, same as above but 
$] 4,50 pair plain toe 


Colt-Cromwell Co., inc. 
Established 1899 


Style B-2774 596 BROADWAY NEW YORK 
Catalogue of Puttees, Riding and Hunting Boots, and Sam Brown Belts sent on request. 


Style B-2778 
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The Oak Hill 
Smoked Elk, 
Tan Pig Saddle 
and Tongue 














gy HERE'S a place in every community for Pla-Mor 
& Sport Shoes for Women. 


See the Pla-Mor Shoes and the complete Burrows Line at 
Chicago—January 7-8-9. Hotel Morrison. 













BURROWS SHOE CO., INC., ROCHESTER, N. Y. 
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LADIES FINE 


FOOTWEAR 





Dainty and Exquisite Styles for Women 





0527—Blonde Ki 1542—Gray Kid 
As. A. S.C ay Gray Lizard Trim 
ee AA, A, B, C, D 


























These two Styles were chosen from among 
models whose light, airy grace and distinc- 


tive Patterns make them the choice of 
Successful Merchants. 


PENN’A STYLE SHOW BRANCH OFFICES 


Jan. 18, 19, 20 New Orleans: 
Room 106 105 Decatur St.; J. Milton Boze. 


Pittsburgh: 
Hotel Traymore Thos. J. Hamill, 244 Alpine Ave., 


Atlantic City, N. J. N. 8. Pittsburgh, Pa. 


A. E. WESSEL & SONS 


Factory: 222-24-26 Liberty St., Camden, N. J. Sales Office: 5 No. 4th St., Philadelphia, Pa. 
Better Grade McKays 


F 
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“LORRAINE WHITE CALF is a Barnet product.” 














ae Se 
SS =. - 
\ SS Sa ie 
~ — 
> Sa Pe 


LORRAINE 


i | 
ayy \  WHire: CALF 
) Delicate, snowy white, fine-textured, 


= LORRAINE WHITE CALF you will see 
in America’s smartest hotels and re- 
sorts, on the most fashionably dressed 
women who will be wearing White 


Calf shoes. 


Florida has prepared in a most unusual way for this WHITE CALF season; 
ib and countrywide there will be a demand for this fashionable, yet service- 
able footwear in the Spring and Summer months. 


se i= 





BARNET LEATHER CO, we 


; 
| 360 MADISON AVE. NEw YorkK CITY 
i U.S.A. 





Bob Robinson 
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LEON WEIL, Inc. 


LOUIS J. COBLENTZ, Mgr. 


WORKS: 
NEW YORK OFFICE: 
5 RUE DES MARONITES 
PARIS, FRANCE 846 MARBRIDGE BLDG. 





Mr. Coblentz will be 
in St. Louis and Chicago 
during the Conventions 
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Quality Shoes Deserve Quality Cartons 


and an Exclusive Store Should Have a Distinctive Label 


Perhaps You, Too, Can Use Frank C. Meyer Service. The Exclusive Stores 
of America Are Using Meyer Label and Carton Service. If You Want a 
Label of Distinction and a Carton to Fit Your Individual Requirements 


Ask Us to Submit Some 
Ideas to You. Our 
Quality Service and 
Prices Are Right. 


e Franklin Simon s Co : 
— ii 


Our representative will be 
in Chicago during the con- 
vention with a complete 
line of labels and carton 
ideas. See him in Room 


Number 1604, Hotel Sher- 


man, or write to 


263 TO 275 LEXINGTON AVE., 
BROOKLYN, N. Y. 


AMERICA’S GREATEST 
SHOE CARTON MANUFACTURERS 
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If You Want New York’s Latest 
SEE SAKS 


Here Are Two Beauties for Spring in the Approved Shades 


IN STOCK 


Widths 
and Sizes 
A—4 to7 


, B—3 to7 4 7A 
ee ” The “PLAZA 
The “MITZI C—2% to7 No. 501—Blonde Kid vamp, high grade 


No. 3002—Grey Kid fancy  step-in turn Kid quarter lined Front gore 
pump. High grade turn. Kid quarter concealed by tongue with inlay of con- 
lined. Gray lizard overlay saddle and trasting shade. Medium Toe 

underlay trimming on vamp. Medium hal 0. ty ; 

Toe. 17/8 Spike Heel 7 : 

No. 3003—Same in blonde kid with 

Bois de Rose overlay on saddle and 

underlay trimming on vamp $4.75 








HOTEL MORRISON 


a eS Pennsylvania Retailers’ Convention 


St. Louis Style Pageant 
Jan. 4-5-6 IN ATTENDANCE: Atlantic City—Jan. 18-20 


MAYFAIR HOTEL MR. M. J. SAKS HOTEL TRAYMORE 
ROOM 528 ROOM 206 


M. J. SAKS SHOE CORP. 


144 Duane Street, New York 
“IF IT’S NEW, SAKS HAS IT” 
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Kaffor| 


The Ideal Calf 















Style J-225 and J-226. Emily j 
Gore pattern in combination ‘ 
with Black Kaffor Kid by the 
Vollman, Lawrence Co., Cim- 


You are invited to in- 
spect our line of leathers 
at the Chicago Conven- 
tion 















January 7-8-9 
Hotel Sherman 
Rooms 600-601 


cinnati, Ohio. 





One Good Way 


To begin the New Year right, specify Kaffor Kid 
leather in several of your wanted styles. This 
will assure you an added degree of prosperity 
throughout the New Year. 

Kaffor Kid makes a really excellent seller in your 
finely finished welts, in both men’s and women’s 
footwear. 

Its mellowness, its fine grain, its lustre, and its 
sturdy quality place the fine welt in its own dis- 
tinctive class. 

For the elegant appearance necessary in turn 
footwear Kaffor Kid fills the bill. In bench made 


turns, you will find it in several of the top-notch 
lines. 

Quality, fine workmanship and finish are the ex- 
acting requirements of bench made turns and 
Kaffor Kid measures up to these. 

During the past year Kaffor Kid has had many 
endorsements from leading merchants and manu- 
facturers of national reputation. Our apprecia- 
tion of these is our promise to deserve still more 
of them throughout the New Year, for a quality 
leather helps both the shoe manufacturer and the 
shoe merchant to sell faster and thereby merit 
repeat orders. 


Ask your manufacturer to show 
you samples made of Kaffor Kid 


The OHIO LEATHER COMPANY 


GIRARD<QOHIO 
: LS 
|\This is @ Ca Year | 
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wh TOLLER, Pres, L.J. TOLLER, Sec 


She le 





KANGAS CITY. MO MANSAS CITY, KAN 
936 MAIN ST. ADORESS ALL COMMUNICATIONS TO 636 MINNESOTA AVE 
— se WALNUT ST tates a LAWRENCE, KAN 


637 MASSACHUSETTS sT 


October S, 1925, 


Ohio Leather Company, 
Girard, Ohio, 


Gentlemen: 


We are pleased to write you our 
experience with Kaffor Kid, We are using Kaffor 
Kid very extensively for trimming. In fact, we 
specify Kuffor Kid on all shoes that are made with 
dull trimming. 


We find that Kaffor Kid is 
especially adapted for trimming, on account of the 
lightness and smoothness of the leather, 

Very truly yours, 


WHT A ROYAL $s 5 
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Tue shoe business is a highly 
competitive one. Asa shoe mer- 
chant you must know that there 
are many things which can mean 
advantage or disadvantage in the 
merchandise you handle. Some 
of these lie far beyond the ordi- 
nary considerations of style, 
price and outward quality. 

For instance, there can be an 
advantage or disadvantage to 
you and your customers in the 
way a manufacturer operates. 

Endicott-Johnson shoes are 
made under conditions that are 


unique in the shoe industry. — 


“We” make them—17,000 E-J 
Workers who have pooled their 
intelligence and their labor, their 
hearts, heads and hands in a 
common enterprise. 

They have an interest in their 
work which assures care and 

















And remember this: Endicott-Johnson shoes, 
beginning with boys’ and girls’ shoes, are be- 
ing heavily advertised. Millions of homes are 
being reached—month after month. And 
this advertising is not a flash in the pan— 
it is continuous. E-J values and E-J adver- 
tising are the greatest factors for building a 
profitable shoe business you can tie up with. 























workmanship of the highest order. 

There is an advantage to you 
in that. A big one! For, think 
of the superior workmanship 
which comes from men and wo- 
men who are directly interested 
in every pair of shoes they turn 
out. Think of the efficiency it 
means. Think of the losses it 
saves through its solution of the 
labor question. Keeping shoe 
workers busy, contented, pros- 
perous, constantly gaining in 
experience and steadily improv- 
ing in skill must—does—mean 
“Better shoes for less money.” 


And this advantage—which 
is only one of many reflected in 
Endicott-Johnson shoes—we 
pass along to you. There are no 
values in the market today to 
compare, line for line, with 
Endicott-Johnson shoes. 


ENDICOTT-JOHNSON 


Better shoes for less money 


Endicott, N. Y. 


Jersey City, N. J. St. 


Complete Stocks Carried in Warehouses in the Above Cities to Make 


Quick Deliveries 


Louis, Mo. 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 

















Are \ou Coming ? 
Q 4. 


pi 
Y / 1 \make this the 
~ \4 ma A )most enjoyable 
ae o J jaffair that the 

~——< nicage Shc 







] Tester Me | 
| COMMITTEE 
C.S.T.A. 




















HE big event in National Shoe 
Travelers Association circles is 
its Fifteenth Annual Conven- 
tion at the Hotel Sherman, Chicago, 
Jan. 5 and 6. The various locals 
have been electing delegates and are 
manifesting much interest therein. 
Under the leadership of President 
James L. Scanlon, the association 
has during the past year kept up the 
good work which its founders so 
well planned fifteen years ago. 

The past fifteen years have been 
successful ones, because during that 
time the N. S. T. A. has helped not 
only the individual member but all 
of the other kindred associations in 
the trade—real cooperators are 
these members of the National Shoe 
Travelers’ Association. They have 
proved in the past fifteen years 
their value to the merchant and 
manufacturer. For wherever there 
is a movement in which they can 
put their shoulders to the wheel and 


“boost” the other fellow’s project, 
N. S. T. A. men will always be 
found in the front ranks. 

At the Fifteenth Annual Conven- 
tion of the N. S. T. A. shoe travelers 
from the far East to the Golden 
Gate, from the Northern States to 
the Texan Gulf, will again get to- 
yvether, to renew old acquaintances, 
to listen to the viewpoint of brother 
shoeman and to renew their faith 
in the doctrine of national coopera- 
tion. 

On the evening of Wednesday, 
Jan. 6, at the Hotel Sherman, Chi- 
cago, the Chicago Shoe Travelers’ 
Association will be genial hosts to 
the visiting allied trades in “the 
great curtain raising act” of the 
National Shoe Retailers’ Association 
convention. 

Simon Ruwitch is president of the 
Chicago Shoe Travelers’ Association, 
with office at 507 Security Building; 
Charles L. Heilbrun, secretary-treas- 
urer, with office at 45 South Wells 
Street; Dave Davis, vice-president, 
with office at 703 Security Building. 
Dave Davis is also N. S. T. A. treas- 
urer. Tickets for the banquet may 
be obtained from any of the above 
three men and should be procured 
by Tuesday, Jan. 5. 


R. A. T. S. S. to Elect Jan. 2 


The annual election of the Roches- 
ter Association of Traveling Shoe 
Salesmen will be held on Saturday, 
Jan. 2. President A. J. McLeod is 
making every effort to bring out a 
large attendance so that he may in- 
sure his re-election or as “Mac” puts 
it “insure the election of Roy F. 
Schneider the rival candidate who 
heads the so-called insurgent ticket.” 

As has been the custom for several 
years past, the annual meeting which 
will be held at the Chamber of Com- 
merce on Saturday noon, Jan. 2, will 
be a complimentary dinner, free to 


All Aboard for Chicago N.5S.'T. A 
Meet Jan. 5-6 





all members and the officers are hop- 
ing to entertain all the members at 
that time. 

The candidates nominated by the 
Regulars are: President, A. J. Mc- 
Leod; vice-president Charles J. Vie- 
gard; second vice-president, Fred S. 
Brill; third vice-president, Ray 
Statt; fourth vice-president, Harry 
Joy, secretary-treasurer, Clarke B. 
Rowley. 

Insurgents — President, Roy F. 
Schneider, vice-president; Joseph P. 
Byrne; second vice-president, Jack 
Castle; third vice-president, E. E. 
Evarts; fourth vice-president, Harry 
J. Beatty; secretary-treasurer, Gus 
A. Schaub. 





Simon Ruwitch, president of the 
Chicago Shoe Travelers’ Associa- 
tion. The Chicago boys are hosts 
to the visiting members of the 
N. S. T. A. and to the allied 
trades at the banquet of Wednes- 
day evening, Jan. 6, at the Hotel 
Sherman, Chicago. President Ru- 
witch “lives” at 507 Security 
Building. Banquet tickets may be 
secured from him 
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SERINE ene 








A REAL GOOD SHOE 


That will satisfy the most exacting customer 
you serve and convert the casual window shop- 
per into a willing buyer. 
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WORCESTER 












IN STOCK dene 


Stock No. 848, Snap last, 

Gallun’s color No. q 
Mandarin Calf, Wingfoot 
Heel, plump single sole, 
widths Ato D. $5.35 


“There’s Pride in the Wearing” 














ate Deck Shoe Co. 2 


MEN’S AND WOMEN’S FINE SHOES 
126 Chandler Street, Worcester, Mass. 


New York Office Boston Office 
859 Marbridge Building 432 Rice Bidg., 10 High St. 
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Edward Gunnerson, who covers 

Illinois, Iowa, Nebraska, Wiscon- 

sin, Minnesota, North and South 

Dakota for the Interstate Shoe 
Company 


Gunnerson with Interstate 


The newest acquisition to the 
Interstate Shoe Co.’s salesforce is 
Edward Gunnerson, who makes his 
home at Des Moines. 

Mr. Gunnerson spent ten years 
with different branches of the In- 
ternational Shoe Company, and left 
to enter another field of work about 
two years ago. He is thoroughly 
familiar with the company’s policies 
and merchandising methods. A. Lee 
Briggs, sales manager of Interstate 
says that Mr. Gunnerson is very 
welcome back again to “the fold.” 

“Ed” is to cover the principal 
points in Illinois, Iowa, Nebraska, 
Wisconsin, Minnesota, North and 
South Dakota. He is well known to 
the trade of the Middle West, who 
will undoubtedly be glad to know of 
his return “to his old love.” 


A Correction 


In “The Shoe Traveler Depart- 
ment” of Dec. 12, in connection with 
the item regarding Harry L. DuBrin 
joining the salesforce of the Sawyer 
Boot & Shoe Co., the office of the 
Sawyer Boot & Shoe Co. was given 
as 86 Lincoln Street. This should 
have been 86 Beach Street. The 
factory of the Sawyer Boot & Shoe 
Co. is located at Freeport, Maine. 
Mr. DuBrin states that his company 
is getting out some “snappy” new 
dress shoes for men, boys and 
youths—also a new line of Moc- 
Shoes. 


Consistency is a jewel often sold 
to pay the price of success. —Bos- 
ton Transcript. 
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Here is “Philly’s” Shoe Travelers’ 
Champion Bowling Team. They are 
members of the Manufacturers’ League 
Team of the Quaker City. According 
to recent advices, they are leading the 
League on games won. Here is a bunch 
of the bowlers—Standing—left to right 


—Ralph Starkey, representing Paul 
Bros., in Philadelphia; I. Frank Ober- 
field, representing F. M. Hoyt Shoe Co., 
in eastern Pennsylvania and New Jer- 
sey; John Fleming, representing John 
Pilling Shoe Co., in eastern Pennsylva- 
nia. Seated—left to right—Paul S. 
Lippincott, Jr., representing Dixon- 
Bartlett Co., in Philadelphia, New York 
City and New Jersey; Frank Straub, 
representing Paul Bros., in Philadel- 
phia. In addition to the above, the fol- 
lowing men are members of the team— 
Herbert Brandauer, representing the 
Hood Rubber Products Co., in Philadel- 
phia; Newton Compton, representing 
the Carlisle Shoe Co., in Pennsylvania, 
New York State and New Jersey; 
Horace Cunningham, representing De 
Cou Bros. Co., in part of Philadelphia 
and Eastern Pennsylvania; F. I. Meany 
of Jos. I. Meany Co. (Philadelphia 
Branch of Rice & Hutchins, Inc.), call- 
ing on the larger accounts in Philadel- 
phia. Frank Meany, a first string man, 
has been lost to the team this year, 
because of a long illness. After posing 
for this picture and enjoying a dinner 
at the City Club, the team proceeded 
to take three straight and are still in 
first place. 


Hector Lynch Off for 
Florida 


Hector E. Lynch, President of 
Howard & Foster Co., recently re- 
turned from a short Western trip, 
and almost immediately took an early 
train for Florida. Here he will 
spend the greater part of the winter, 
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playing golf, at which he is an ex- 
pert. He also plans to attend all of 
the meetings of the Rotarian clubs 
in sections where he may visit, as 
he is a Rotarian with a big capital 
— * 


Murphy with Degen 
Lipp, Inc. 


E. J. Murphy has been appointed 
member of the sales staff of Degen 
Lipp, Inc., shoe manufacturers of 
Brooklyn, and will in the interests 
of that house cover Greater New 
York and its vicinity. He also will 
have charge of the New York show- 
rooms in the Marbridge Building. 

Mr. Murphy is a well equipped 
shoe man, enjoying many friends in 
the industry, and is especially 
qualified to present shoes of the 
higher grades with which the 
Degen-Lipp product is identified. 


Kidder with Brophy Bros. 


L. M. Kidder, formerly of the 
Sargent Shoe Co. of Lynn, has taken 
over the line of Brophy Brothers 
Shoe Co., also of Lynn, for which 
concern he will cover Ohio, Michigan 
and part of Indiana. This repre- 
sents a change in territory as well 
as in line, as Mr. Kidder while with 
Sargent covered the territory be- 
tween Rochester, N. Y., and Wash- 
ington, D. C., and as far west as 
Harrisburg, Pa. 

He will be glad to meet any of his 
old friends at the Brophy Boston 
offices, 89 Bedford Street, at any 
time, should his stay in Boston co- 
incide with trips to this market. 





L. M. Kidder, who covers Ohio, 

Michigan and part of Indiana for 

Brophy Bros. Shoe Co.—Boston 

Office at 89 Bedford Street, Bos- 
ton 
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A. F. Gardiner, the popular chief 

clerk at the United States Hotel. 

He is a big favorite with all shoe 

salesmen and buyers visiting the 
Boston market 


Hurry on Reservations 


A. F. Gardiner, chief clerk at the 
United States Hotel, Boston, says 
that reservations are already pour- 
ing in for Jan. 15 and thereabouts. 
New England firms anticipate that 
with the impetus of the two big 
Western shows the buyers will want 
to wird up their tours of the mar- 
kets of the country at Boston. “Our 
business is, fine now,” says Mr. 
Gardiner, “and with the extra res- 
ervations that we expect for Janu- 
ary, it would be as well for all 
wishing accommodations to write or 
wire me as early as possible.” 


Hugh P. Massenburg Is 
Dead 


Hugh P. Massenburg, one of the 
old Southern shoe salesmen, of 2000 
Summit Avenue, Little Rock, Ark., 
part owner of the Guarantee Shoe 
Store and for a fifth of-a century 
traveling shoe salesman for the 
Selz-Schwab Shoe Co. of Chicago, 
died suddenly at the Quapaw Club 
on Saturday afternoon, Dec. 5. He 
was 51 years of age. 

Acute indigestion was pronounced 
the cause of his death. Mr. Massen- 
burg was born at Boston, Tex., 
March 8, 1876, but had made his 
home at Little Rock for the past 
quarter of a century. He had only 
returned from a road trip the night 
before his passing away and, Mrs. 
Massenburg said, complained of be- 
ing ill. The day of his death he 
visited his business partner, Roy 
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He afterward left the store and 
went to the Quapaw Club, of which 
he had been a member for more than 
twenty years. 


A physician reached Mr. Massen- 
burg shortly after he was seized, but 
was unable to revive him. 


Mr. Massenburg is survived by his 
widow, two daughters, Sarah and 
Rose Mary, and a son, Hugh Mas- 
senburg, Jr., all of Little Rock; 
three brothers and two sisters. 

George A. Stratman of Little 
Rock, Ark., who styles himself “an 
old-time retail shoe merchant” of 
the big Arkansas capital city, writes 
the RECORDER of the death of Mr. 


Massenburg. Mr. Massenburg had 
a wide circle of friends. All the 
boys who “make” Dixieland knew 


and respected him. 





Charles G. Puchta, the “Cahill 


Catchy Creations” superinten- 


dent, who will attend the St. 
Louis Pageant of Footwear 
Fashions 








Roy A. Black on Trip 


Roy A. Black, formerly metropoli- 
tan representative for Dyanshine and 
also Griffin Mfg. Co., is now asso- 
ciated with the Shu-Milk Products 
Corporation of Newark, N. J., as 
general sales manager. The Shu- 
Milk Products Corporation manufac- 
ture a white shoe cleaner for all kinds 
of white leather or fabric shoes. 

Mr. Black left on Oct. 25 on an 
extended trip through the Southern, 
Southwestern and Middle Western 
States. He has met with unusual 
success on this trip, having secured 
contracts for between five and six 
carloads of Shu-Milk for immediate 
and future shipment. He has re- 


Levy, at the Guarantee Shoe Store. turned to the metropolitan territory. 











Iowa Travelers to Meet 
Jan. 2 


The next meeting of the 
Iowa National Shoe Travelers’ 
Association will be held at 
Hotel Fort Des Moines, Des 
Moines, on Saturday, Jan. 2, 
1926, to appoint delegates for 
the National Shoe Travelers’ 
Convention, to be held in Chi- 
cago, Jan. 5. 




















Harry Walker is one of the Pacific 
Coast boys. He covers the North- 
west for the Daniel Green Felt Shoe 
Co. He reports business in that sec- 
tion as very good. 


Sol Sands Is lowa’s 
Secretary-Treasurer 


At a special meeting of the Iowa 
National Shoe Travelers’ Associ- 
ation, held in Des Moines, Dec. 5, at 
Hotel Fort Des Moines, Sol Z. Sands 
was appointed secretary-treasurer 
of the Iowa National Shoe Travel- 
ers’ Association, to fill out the un- 
expired term of A. C. Robertson, 
former secretary-treasurer, who dis- 
continued traveling in Iowa. Mr. 
Sands succeeded A. C. Robertson, 
carrying the Brown Shoe Company 
line of St. Louis, and occupies the 
same office and sample room—226 
Frankel Building, Des Moines. All 
communications in behalf of the 
Iowa National Shoe Travelers’ Asso- 
ciation will reach him there. 





Sol Z. Sands, the new secretary-treas- 

urer of the Iowa National Shoe Travel- 

ers’ Association. Office, 226 Frankel 
Building, Des Moines 
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A few masters of the violin may do it and please the 
ear. Others—many others—require all four strings 
to make the human soul vibrate in adoration of the 
music. 


Business history relates how some masters of man- 
ufacturing and merchandising have “fiddled on one 
string” and prospered. More—many more—found 
the fullest returns on invested capital in the produc- 
tion and distribution of different products. Not dif- 
ferent to the extent of being unrelated, but varying 
in consumer appeal and usefulness. 


Wisdom oozing out of one business is being absorbed 
by others more generally to day than ever. Credit 
that to the privilege of “rubbing elbows” in trade 
press. Where footwear—and footwear alone—was 
once relied on for profit; hosiery, shoe trees, arch 
supports, shoe polish and other things now help make 
the business pay. Stores that have proved this true, 
may be outnumbered by those who have not; still, 
the movement is forward. 


The slogan of the times is—“make it snappy”. If 
business is to be snappy, we advise against “fiddling 
on one string.” Interest customers in findings. En- 
courage them to keep shoes looking new by regular 
use of Whittemore’s Superior Shoe Polishes. 


We have persistently advocated the utmost attention 
to sales of shoe polish by retail shoe merchants, be- 
cause it pays them well. For the little effort required 
ps Bar retin ei sant fae Sante rte 
Superior Shoe Polishes we know of nothing that pays 
better. Push your turnover up. 


WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS FOR NEARLY A CENTURY 
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CONVENIENT 


SERVICE STATIONS 
for the famous 


GOODYEAR GLOVE 


fear 





MARION, IND., COLUMBUS, OHIO 
DETROIT, MICH., CHICAGO, ILL. 
GRAND RAPIDS, MICH. 


For bigger profits, prestige and lasting good 
will, feature GOODYEAR GLOVE RUB- 
BERS—the quality line. 

With liberal stocks, a wide variety of pat- 
terns, a rubber for every last, we are ready 
to give you 100 per cent service, with same 


day as ordered deliveries. 

Wire or mail your at once orders to the 
branch nearest to you and save the advance 
effective January |. 





Women’s on Brit, Ashton and Eton. . $2.00 


ee Ob Ds i ood ecsetecvanen 1.90 
Cn 6. MR isa < canbeseus 1.65 
Men’s on Brit and Ardsley......... 2.50 
OS a ipa ee ran 2.25 
We GN sc be Abad 044% 2.00 


Prices Subject to Change Without Notice 


Marloipafber Coy 





When writing to advertisers please mention Boot anv SHor ReEcorDER 





December 26, 1925 

















December 26, 1925 


BOOT AND SHOE RECORDER 


Rubber Stocks Move Faster 
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By Perpetual Inventory 


Second Talk on How to Keep Stock 


of this page shows how the 

lower part of the first sheet in 
the perpetual inventory system of 
rubber shoe stocks, as taken from 
the actual files of a retail shoe mer- 
chant, was recorded. We showed 
the upper half in last week’s issue. 
The sheet shown herewith measures 
8% inches across by about 6 inches 
high and, when folded and in the 
file, becomes the last page. Here are 
recorded the dates ordered, the 
amounts ordered and the dates that 
the various amounts on these orders 
were received. 


T=. illustration at the bottom 


T the bottom are spaces for vari- 
ous records. For instance, the 
first is the date of the memo—then 
the number of the memo slip, which 
goes from the buyer’s office—after 
he has made a record of same as to 
the selling price, cost price and 
other details—to the accounting of- 
fice. This is done as an extra 
check-up on the system—the buyer 








This is the Countess—one of the new 
automatic fastener gaiters. Made by 
the United States Rubber Co. 





keeps a carbon copy of this memo. 
The “O. P.” means the number of 
old pairs on hand and the “N. P.” 
the number of new pairs that have 
just come in. The cost price and 


the selling price are also noted. 
The reverse of this card and of 


the card shown Dec. 12 contain a 
continuation of the recording of the 
various widths and sizes on order, 
received and sold. These cards will 
be presented in the.two following 
issues of the RECORDER. 


O supplement this system and 

to enable the merchant to know 
when the sizes have been sold, in 
order to check them off the cards, 
there is a ticket attached to the 
shoes. Every pair of shoes in stock 
carries a string tag in two parts; 
each part contains the model number 
of the shoe, the price and the size. 


Herbert E. Smith Promoted 


Herbert E. Smith, general sales 
manager of the United States Rub- 
ber Co., has been elected a second 
vice-president of the company in 
general charge of sales activities of 
all commodities except tires, suc- 
ceeding George H. Mayo, retired. 
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Two Unusual Shoe Ads 


They Are So “Different” as to Merit Special Notice 


Monsieur I. Miller 
312 South Michigan Ave., 


Ghicago. 


Monsieur, 

Permettez-moi de vous 
feliciter au sujet des superbes Sou- 
hiers de Soirée que vous avex ertés 
pour lasaison. Des photos.m'en sont 
parvennes et j'en ai défa entendu 
parter par des Américaines venues 
@ Paris qui sont allées dans vos 
magasins. Je ne puis en faire de 
plus bel éloge qu'en vous disant 
gu'ils sont véritablement inspirés 
par Paris. 

Recevez, Monsieur, mes sinceres 


salutations. 











1 OU likely won’t hear this ad quoted very 

much—and you may hear some remarks 
about “throwing money away on stuff that the 
public can’t read.” However, there’s something 
to be said on the other side. The I. Miller store 
in Chicago runs plenty of ads in English, so 
the public well knows what is sold there. They 
can see at a glance that this letter is a testi- 
monial from Paris. They know that Paris is 
the birthplace of Fashion for women’s dress. 
And, as this follows a series of ads showing 
Miller shoes in connection with costumes from 
famous salons of Paris, many will guess that 
the writer is an eminent couturier. 
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CHAS -A: STEVENS ‘& BROS 
évening ri ippery 


Sketched Below ay. Sketched Below 
Silver and Gold Brocade \A J ake N Gold¢and Silver Satin— 
splashed with Red, Green <: y Metal Kid Bands, $22 50 

Sifver Starburst, $18.50. 


or Violet, $15. 








Black ang Gold Directoire 
Crocade -and Satin, $18.50, 
Bronze and Silver Starburst, 






HE Parisian influence 

is noted in this clever 
shoe ad of Chas. A. Stev- 
ens & Bros., Chicago. This 
modern type of decorative 
treatment is a new sensa- 
tion in art circles. It is 
cleverly used here. Suffi- 
ciently in evidence strong- 
ly to draw attention, yet 
instead of “killing” a lot 
of space and detracting 
from the shoe cuts, it 
leads the eye right to 
them. 








$16.50. 



















White Brocaded Satin qs G Ki¢ 
or Ting S250 ao ™ 
(Below) Belew) 








& 
if Silver and Satin Basket- 
Re weave for tinting. $12.50. 
Silver and Gold Kid, $15. 





SHOES—FIRST FLOOR-\WABASII 
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Specialties Helped Out Retail 
Trade This Year 


Slippers, Hose and Buckles Sold Well 


CHICAGO 
Holiday Trade Good 


These have been hectic days 
among Chicago’s shoe marts—hec- 
tic and flustered with the rush of 
Christmas buying and Christmas 
waiting. But the month of Decem- 
ber hasn’t been marked with any 
great buying fever save in those 
items that must ordinarily adorn 
the Christmas tree—slippers for 
dad and brother—hose for sister 
and mother. 

Generally speaking, buying of 
style footwear has been light, either 
in anticipation of after Christmas 
sales or because of the demands 
that Christmas makes on every 
purse. The hosiery trade has been 
splendid. Hosiery stocks right now 
are very nearly exhausted of the 
novelty types and pretty well 
cleaned of the fancied colorings 
and your correspondent is writing 
almost ten days before the big day. 


Hosiery Business Excellent 


The Loop stores have never had 
such a hosiery Christmas—never 
before and there is plenty of indica- 
tion that the January clean-up 
sales will have a splendid attend- 
ance if the buyers in the stores are 
to be believed. 

Footwear will play quite a part, 
too, in Christmas giving this year, 
especially the extreme style varie- 
ties, silver and gold brocades and 
the like and the pre-holiday sales 
on children’s footwear have been 
good. 

Recently a heavy snow storm set 
the buyers to frantic scurrying af- 
ter some of the _ slushy-weather 
types of footwear—rubbers, 
galoshes and hi-cuts for boys, and 
many of them found depleted stocks 
in the hands of the wholesalers. 


Patents and Satins Again 


Blacks in the men’s lines are still 
showing the spurt they took a few 
weeks ago and are now selling al- 
most neck and neck with the tans. 

There is little that is new in the 
women’s lines. Patents and satins 





continue to be the preferred mate- 
rials in these lines. The ornament 
vogue rides “high” in these mate- 
rials particularly, and tans are 
probably doing about 25 per cent of 
the work for the stores. Patterns 
are practically at a _ standstill— 
nothing new or even different has 
been seen in the past few weeks that 
would mark any departure from the 
vogue. Oxfords have been more 
popular in the past few weeks than 
at any time during the year and 
stores like F. E. Foster and I. Mil- 
ler have had feature displays on 
these patterns. 


A Kiwanis Shoe Banquet 


Thanks to the interest of Rube 
Metz, the Chicago Kiwanis Club 
has issued a special and broadcast 
invitation to all shoemen who at- 
tended the N. S. R. A. Convention, 
to be their guests at the usual 
Thursday luncheon that will be held 
at the Bal Tabarin of the Hotel 
Sherman at 12.15—the Kiwanis 
Hour. About 60 per cent of the 
shoe men in the country are mem- 
bers of the Kiwanis in their home 
town and so the Chicago Club is 
going to stage a Kiwanis Shoe Con- 
vention of its own on that day, and 
Rube asks that every shoeman— 
Kiwanis and non-Kiwanis—be pres- 
ent at the affair. 


CINCINNATI 
Christmas Slippers the Best Bet 


An easing up in the activity in 
the general sales of shoes was no- 
ticed in the Cincinnati district dur- 
ing the last week. Merchants were 
unanimous in their statements that 
the usual run of shoe sales were 
slow and some hinted that the week 
ran behind the previous week and 
that it was not quite up to that of 
a year ago. The big boom is now in 
Christmas slippers. All retail mer- 
chants declare that this is one of 
the best slipper seasons they have 
experienced, but added that it took 
several pairs of slippers to equal in 
price the amount of money forth- 
coming in the sale of a pair of 
shoes. 


What shoes are being sold are 
still in the black patent leather 
types of pumps, straps and gore ef- 
fects for women and brown and 
black low shoes for men. Because 
of the lack of prolonged wet weath- 
er sales of zippers and galoshes are 
not very rapid. The weather has 
been what may be termed good shoe 
weather but the demands on buy- 
ers’ purses because of Christmas 
gift trade has lessened the appro- 
priations for footwear. 

Women Still Buying Patent 

“We have been experiencing one 
of the best slipper seasons we have 
had for some time,” was the opin- 
ion of Edward R. Koos, manager of 
the shoe department of the Alms 
and Doepke company. “On the 
month’s business we.are ahead of 
our total of last year, but could 
stand a little more attention from 
shoe purchasers. Patent leather 
pumps and strap effects is still the 
cry among women. We have had 
quite a demand for colored kids. 
When the downtown stores do not 
have a particular type of shoe, pat- 
rons expect us to supply their de- 
mands; hence, the demand for col- 
ored kids. Ties, particularly south- 
ern ties, are selling good, but do not 
come up to our sales in patent and 
velvet.” 

“Business in general shoe lines 
is not so good, although we are hav- 
ing a fairly rapid turnover in slip- 
pers,” said J. Lambert, manager of 
the shoe department of the Hanke 
Brothers company. 

“Men are dividing their choices 
between black and tan low shoes 
with broad soft toes and leather 
heels,” was the statement of A. 
Hartner, of the Emerson Shoe Com- 
pany. “We also are experiencing a 
fairly lively trade in _ hosiery. 
Christmas always puts a little kink 
in the shoe business and the pres- 
ent slowing up is merely an annual 
situation for which there seems to 
be no antidote.” 


Higher Heels Predicted 


A half inch higher! This is the 
forecast of manufacturers and re- 
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tailers for the heel situation during 
the coming season. High heels, par- 
ticularly,in the dress shoes will be 
milady’s ,desire when the’ real buy- 
ing starts after the first of the 
year. “Reptile” materials will be 
the outstanding compositions of 
shoes for women of discriminating 
tastes. Shoes will be shown in 
snake, alligator and lizard skin 
leather, it is believed. 

“Style shoes are just in their i in- 
fancy,” according to Harry Mc- 
Laughlin; vice ‘president'’’'and gen- 
eral manager of the’ Potter Shoe 
Company; who has returned from a 
business’'trip to Eastern markets. 
He ‘cotitinued: 

“It is only in the past few years 
that the women of this country 
have realized the degree to which 
beautiful shoes can enhance their 
costume: The footwear which is 
manufactured today is more pleas- 
ing to the eye than that of any pre- 
vious year. The day of the smart 
looking .shoe has just begun. Now 
that women are becoming accus- 
tomed to wearing beautiful foot- 
wear it is beyond conception that 
they will ever wish to return to the 
types of shoes that they formerly 
possessed.” 


DENVER 
Rubbers Most In Demand 


The holidays speeded up business 
for the retail shoe merchants in 
this city during the past month to 
a considerable extent. Cold weath- 
er and some snow also aided in dis- 
posing of rubbers and other storm 
footwear. The new step-in ox- 
fords for women have caused inter- 
est in Denver and sales in this line 
has been good. Patent leather 
pumps with medium-high heels and 
a sturdy foot-hugging contour are 
moving well also. These. usually 
have silver or gold buckles and are 
further ornamented with a perfor- 
ated design. Biggest sellers of all 
still remain the strapped pumps, 
rather simply trimmed with some 
contrasting leather, according to 
Denver shoe merchants. In fact, 
the two outstanding notes of this 
season in shoes are almost univer- 
sal use of contrasting leathers and 
the simplicity of strap-arrange- 
ment and trim. 


Retail Trade Good 


Robert Johnston, of the Johnston 
Shoe Company, this city, states that 
business has been good during the 
present season and that he looks 
for increased 1926 business. 

Harry Fontius of the Fontius 
Shoe Company is another Denver 
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shoe merchant that says business 
has been good this fall and that the 
holidays speeded up business at his 
store to .a considerable extent. 
The National Shoe Company, 1522 
Champa Street, this city, is making 
ready’ to move back onto Fifteenth 
Street. The company, 
operated by Flebbe Brothers, will 
probably be in a new location on 
Fifteenth Street, early in the new 
year. The store has been conduct- 


‘ing a removal sale in order to cut 


down its stock before moving. 
Williams Store Expands 


A hugh electric sign, bearing the 
words “Florsheim Shoes,” has been 
erected in front of the Williams 
Stores Company, Broadway and 
First Avenue, this city. The Will- 
iams store has enjoyed an immense 
volume of business since its estab- 
lishment eight years ago, and just 
recently has enlarged its floor and 
window space by the acquisition of 
25 ft. fronting on Broadway and 50 
ft. fronting on First Avenue. The 
Broadway store is under the active 
management of Wylie Williams, 
who predicts an increased business 
during the coming year of 1926. 


SAN FRANCISCO 
Look for Good 1926 Business 


Generally good business condi- 
tions, a spirit of optimism for the 
coming year and ideal weather con- 
ditions combine to make the pre- 
holiday buying season an active 
and prosperous one for San Fran- 
cisco retail shoe shops. Both morn- 
ing and afternoon hours find the 
smart shops of Geary Street and 
the popular priced stores of Market 


which is. 
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Street well supplied with custom- 
ers, who are buying liberally of 
shoes, hosiery and buckles for per- 
sonal and gift purposes. 

The greater volume of business is 
still being done in patent leathers 
and black satins, but there are un- 
mistakable signs that black will be 
displaced by gray, tan and all the 
lighter sand shades by spring. In 
fact, the prediction is made in some 
quarters that possibly the middle of 
January or the first of February 
will see a tremendous volume of 
business being done in all shades 
of tan, sand and gray. This is not 
impossible since California weather 
conditions permit the wearing of 
light colored footwear even in mid- 
winter. 


Growing Faith in Gray 


Catering to this growing demand 
for gray Werner’s Geary Street 
shop displays a lovely model in 
pearly gray, slender of line and 
with a medium long vamp. Its 
only adornment is a silver cord, 
which traces out a square conven- 
tional design on the side of the shoe. 
Sommer & Kaufmann’s Market 
Street store shows, as one specialty 
in gray, a well designed pump with 
a wide, high tongue, which provides 
a background for a small ornamen- 
tal bow. The Bootery on Geary 
Street displays a specialty of a dis- 
tinctly “faddy” nature in a single 
strap pump cut low at the sides and 
with the body made up of half-inch 
squares of red, black and gold or 
tan, silver and black leathers. 

The men’s shops, too, are getting 
their share of the prevalent good 
business. Pebbled effects in all 
shades of tan with soles of good 


H, A. Goodman, 22 W. oer ggg * Street, sells: more. cordovan shoes 


than any shop in Baltimore 


he windows are always attractive, 


the shoes being displayed to every advantage 
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weight are in popular demand just 
now with the younger men. Black 
in the conservative lasts is given 
the preference by the mature busi- 
ness man, who seeks dignity as well 
as style and comfort in his foot- 
wear. 


NEW YORK 

Business Best in Five 
Years 

The pre-holiday business in the 
New York shoe stores has been uni- 
formly good, with most retailers de- 
claring that this year’s total volume 
of business for the month of Decem- 
ber is far ahead of that of a year 
ago. In fact, it is safe to say that 
business this year has been the best 
since 1919. 

While the demand for seasonable 
footwear is holding up well, some of 
the larger organizations have 
jumped into their clearance sales. 
In addition to those named last 
week as having entered the clear- 
ance sale arena, I. Miller & Sons 
started their sales this week. Shoes 
selling up to $12.50 a pair were re- 
duced to $7 and those up to $16.50 
were reduced to $9 a pair. In addi- 
tion to this, prices on “Millerkins,”’ 
or children’s shoes, were cut to 
$2.95 for sizes 4 to 8, and hosiery 


Holiday 


prices were cut to 3 pairs for $3.75. 
Coming just the week before Christ- 
mas this sale stimulated business 
tremendously. A 15 per cent reduc- 
tion on‘all buckles and ornaments 
also helped to swell the volume of 
trade, particularly at the Miller 
store on Forty-second Street. 

At the other clearance sales now 
running, such as Shoecraft and 
Cammeyer, a good response is re- 
ported, with the stock moving out 
rapidly. 


“Nut” Shades for Men 


The Adler shoe stores for men 
are stressing the nut family of shoe 
shades at present. In blaring ad- 
vertisements in their windows they 
announce the advent of three nut 
shades, hickory, black walnut and 
pecan. Shoes of these shades are 
well displayed in the typical Adler 
manner. 

New $6 Line 


The Queen Quality Boot Shop on 
Thirty-fourth Street, has put in a 
line of women’s shoes to sell at $6 
a pair. Shoes at this price are an 
innovation at this store. 


Plain Oxfords Now 


Oxfords seem to be the strongest 
of the new notes in women’s foot- 





David I. Lear, manager of Martin’s, New Haven, Conn., a subsidiary 


of the Boston Shoe Stores, with 


headquarters at Portland, Me., is an 


ardent believer in unusual windows as good and inex ive advertising 


media. He recently worked out this unusual wi 


display, which 


attracted considerable attention and brought many new customers into 


the store. 


The background covering the entire wall consists of an oil 


painting on beaver board of a peacock in its full life size resting on a 


marble balustrade, on whic 


a relief has been painted of a natural fall 


scene identical to the location in. which a bird of this beauty may be 


found. Above the 
gracefully with g 


inting is a silk drape done in blue and covered 
oak leaves. On the floor, the same color scheme of 


blue and gold are worked out in the form of arcs, covered with blue and 
gold foil, puffed. The foie also was covered with an old gold brecaded 


paper with a border o 





blue metallic tape. 
unusually well against the luminous effect of gold and blue 


The black shees showed up 
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wear. In addition to the numerous 
types of fancy oxfords that have 
been exploited, a plain suéde ox- 
ford, in either black or brown, with 
a turn sole and spike heel, blind 
eyelets and narrow silk ties, is be- 
ing shown by Winkleman, Forty- 
second Street. 


Capezio Honored By French 


Salvatore Capezio, shoe manufac- 
turer and retailer of this city, was 
awarded the grand prize and medal 
of honor (gold) by the French Gov- 
ernment for his display of toe danc- 
ing ballet slippers at the Paris Ex- 
position, this year. The diploma 
and medals are being proudly dis- 
played by Mr. Capezio, who has 
made ballet and costume shoes for 
the Metropolitan Opera Company 
stars for more than 30 years. 


MILWAUKEE 
Dress Shoes Selling Well 


Business in Milwaukee shoe 
stores was somewhat spotty during 
the first part of December, but a 
marked improvement has been no- 
ticed since a snow storm and drop 
in temperature brought forcibly to 
mind the approach of Christmas. 
Prior to the storm, stores noticed 
that fair weather created a ten- 
dency to put off shopping, but the 
volume showed a noticeable in- 
crease when snow covered the 
ground. Holiday items hold the 
center of the field, while dressy 
types of shoes follow second in line. 

“Our business has been very 
good,” reported George Virmond of 
Caspari & Virmond. “Blacks have 
been leading in patents and some 
satins and Colonials are still very 
popular. However, things are lead- 
ing gradually into colors. I expect 
colored kids to be wonderful for 
spring business, and I believe that 
they are the biggest thing ever put 
on the market. So far it is a little 
difficult to determine what styles. 
will be good as they appear ‘in 
many different patterns.” 

Mr. Virmond commented on the 
big demand for fancy buckles for 
Christmas gifts. He stated that 
they were very good in cut steel de- 
signs, shown in regular jewelry 
boxes for holiday trade. 


Fancy Slippers for Christmas 


Gimbel Brothers have been doing 
a very big business on fancy house- 
slippers for holiday trade, and: fig 
ures by the end of the month are. 
expected to be equal to or somewhat 
ahead of last year, according to. 
Charles Collar, buyer. He states 
that quilted satins in D’Orsay and 
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plain styles have been especially all roads from all points in Mon- BALTIMORE 
active, although there has also been tana, Wisconsin, North and South fives Saved by Slipper Business 
a good call for felts in novelty pat- Dakota and Minnesota, while ad- 


terns. Felt slippers have also been vance indications point to the lar- | From various sources comes the 
very good in both the children’s and gest attendance in several years. opinion that the underly ing judg- 
men’s departments as well as wom- Many lines of shoes representa- ment of those whose opinions are 


en’s. The popularity of fancy tive of all shoe manufacturing cen- worth while points to six months 
buckles is also noted at Gimbel’s, ters will be spread in Hotel Radis- °f good substantial general trade 
Mr. Collar stated. son, while all the resources of the Movements. This is the feeling in 

“Business has been coming along association are being expended in Baltimore, predicated upon the ex- 
nicely since we got the snow and an endeavor to bring a large num- Périence of manufacturers and 
colder weather,” stated John Gei- ber of retailers to the meeting and Wholesalers up to the present date, 
singer of Rosecky & Geisinger. “We to impress upon those same retail- plus inquiries into the future, 
have been doing our biggest busi- ers the fact that the cooperation of which they themselves have made. 
ness on slippers for Christmas and firms and salesmen spreading their Although stores in general early 
overshoes. The colder weather was lines in the convention hotel is took on the pre-Christmas rush, 
needed to bring our holiday trade what makes possible the conven- Shoe retailers maintain a dissatis- 


up to expectations.” tion in its present magnitude. fied attitude toward the business 
The official program for the con- situation. They claim that business 

Features Personal Appeal vention ie as fellows: is on a par with last year, but that 

The Hillyer Boot Shop, at Far- ' it is not good. Chain stores seem 
well and North Avenues, used a WEDNESDAY, JANUARY 13 to feel the situation more keenly 


and several managers, upon being 
interviewed, say that business for 
them is not as good this year as 


personal touch in announcing to Forenoon 

their customers that special prices : ; aa 
om elt: Mees of teatenens Meet Ye i of sample lines and registra 
offered for a few days before Afternoon last, not even for the first two weeks 
Christmas. Postal cards, written Reports of officers in December. 

in long hand, told the customer Address—“The Peddler and the Retail AS to best materials and styles, 
that “we will appreciate your call- Shoe Store,” T. K. Kelly, Minne- patent and satin are still in the 


: * " apolis. lead. In fact anything in black ma- 
ing Tuesday, Wednesday or Thurs- | ddress—“Service That Profits, and terials is strong this season. For 


day to select from our fine assort- ” ; i- : Z 7 
ment of shoes, overshoes and house ne ne Say evening wear, silver and gold kid 
slippers for the family.” Such an Evening are selling well. More white satins 
appeal proves effective in attract- gam Davis Night—A session for retail are being dyed to match milady’s 
ing customers to a store of this type _ salespeople. gown than ever before. Opera 


pumps are without doubt the best 


located in one of the outlying busi- : 
sellers, with gore and straps second. 


Dred : ’ 4 
ness districts of the city. vue, cane ¢ 


Forenoon Mr. Mazer, manager of Feltman 

New Florsheim Manager Inspection of sample lines until 10:45 & Curme, has just received a ship- 
o’clock. ment of blond If, i 

Harry J. Day, formerly manager Address—“The Shoe Traveler and the nine Sr. Sak ane eae 


of J. H. Biles shoe store at Kansas ~ ghoe Retailer,” Ross Bates, Minne- ®@e! pumps with flower design of 
City, Mo., is the new manager of apolis, ex-president Northwestern Contrasting colors on vamp. Mr. 
the Florsheim Shoe Shop on Grand Shoe Travelers Association. Mazer states that the public is al- 


be iy ‘ : 
Avenue here, succeeding A. M. Ti- ~~ Merchonditeg” "Mise Hilde ready asking for light shades of 


tus. Mr. Day was in the shoe busi- Rau, Style Service Director, Robert kid, in blonde, gray and champagne. 
ness in Kansas City for twenty H. Foerderer, Inc., Philadelphia. Low-heeled Evening Slipper 
years, having been connected with Afternoon 
J. H. Biles for six years and with Addiess—"Protection ‘Agden Bae- An interesting shoe for the young 
Furgeson & Davis prior to that. lary,” O. B. McClintock, Minneapolis. !ady who prefers the low heel even 
Address—“Making Your Records Make for evening wear may be found at 
MINNEAPOLIS bis Money in 1926,” G. D. Horras, Sljesinger’s. It is in silver brocade, 
cago. . . 
Big Convention Planned Address—“America, the Average Man’s °™© strap with cutouts at sides and 
WUD dich tetellind teeatnes 00 Paradise,” James H. Stone, Boston. retails at $12. : 
; Hahn’s are showing a four eye- 
Miss Hilda Rau of Robert H. Foer- Evening . “ 


derer, Inc. of Philadelphia; Sam Annual Banquet. let light tan kid oxford with four 
Sierin Geneeee Geb naneiteee of T. K. Kelly, Minneapolis, Toastmaster. inserts of contrasting leather at 
5 y of the Add 2 ; : 
° . ress—“After the Food, Food for sides, running from eyelets to shank 
N. S. R. A.; G. D. Horras, leading “afterthought,” Sam Davis, Chicago. f sh iow S00 tealien Toned 
accountant of Chicago; T. K. Kelly, of shoe, carrying 18/8 spike heel. 


sales authority of Minneapolis, and FRIDAY, JANUARY 15 S. Honiksberg, manager of the 
others of similar caliber, the pro- Forenoon Dr. Kahler Shoe Store, has recently 
gram for the tenth annual conven- Buying of shoes. introduced a complete line of men’s 
tion of the Northwestern Shoe Re- Afternoon shoes to retail from $11 to $12.50. 
tailers’ Association, to be held at Open Forum. The sizes are from 5 to 12—triple 
Hotel Radisson, Minneapolis, Jan. Committee Reports. A to double E. Mr. Honiksberg 
13, 14 and 15, 1926, is a noteworthy Election of Officers. states that the “younger set” is tak- 
one. Evening ing more to these orthopedic shoes. 

Special Railroad Rates Annual Ball. This he attributes to the fact that 


All business sessions of the conven- 4 * 
Special railroad rates on the cer- tion will be held in the Gold Room of S®appier models in dressier types 


tificate plan have been granted by Hotel Radisson. are being handled. 
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Shoe Factories Now Speeding 
Up Production 
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Good Spring Season in Prospect 


CINCINNATI 


U. S. Shoe Company Report Shows 
Increase 


Much interest was manifested on 
the Cincinnati stock market, last 
week, when the annual report of 
the United States Shoe Company 
was filed. The filing of the report 
caused a liberal increase in the 
number of shares of stock sold and 
ordered. 

The statement for the quarter 
ending Oct. 31 contained a consoli- 
dated statement for six months end- 
ing on that date as compared with 
the same period of last year. This 
showed a gross sales for 1925 of 
$2,545,233.27 as compared with $2,- 
170,075 for last year and income 
from sales $2,405,341.61 as com- 
pared with $1,926,168.79. The net 
profit for the six months’ period 
was $44,824.87 as compared with a 
net loss of $173,888.75 for the six 
months of 1924. Operating profit 
was $95,554.51 as compared with an 
operating: loss of $146,992.74 in 
1924. 


Stock Department Opened By Voll- 
man Lawrence 


“We have opened a stock depart- 
ment in welts and McKay novelty 
shoes,” «was the greeting from 
George Vollman, Jr., advertising 
manager of the Vollman Lawrence 
Shoe Company when the RECORDER 
representative visited him last 
week. “The novelty shoes are in 
the high colored kid leathers. Upon 
looking over the leather market we 
found that it would be well nigh 
impossible to obtain any colored 
leather in the mid-season so to as- 
sure our customers that they would 
get what they wanted when they 
ordered it we have installed this 
new department. This new depart- 
ment is already supplying the 
needs of our customers and as the 
season progresses we expect that 
none of our customers will be dis- 
appointed because materials could 
not be obtained.” 


New Catchy Creations 


Tom Cahill, style man for the 
Cahill Shoe Company, has received 
samples of some new catchy crea- 
tions. Two especially attractive 
styles are made up on a D’Orsay 
last in silver and gold applique 
trimming. These pumps reflect the 
trend toward higher heels, for they 
are made up in 20/8 and 19/8 heels. 
“We are having quite a big busi- 
ness and the prospects are for even 
greater business as the work for 
the spring season progresses,” was 
the opinion of L. B. Cahill, adver- 
tising manager. 


New Line of Samples 


“We have added a big line of Mc- 
Kays to our samples and now have 
a big spread to show our custom- 
ers,” declared Edwin A. Wenstrup, 
secretary and treasurer of the 
Stanley Duttenhofer Shoe Com- 
pany. “Much of our spring goods 
will be made up in light colors with 
the spike or 19/8 heels. Our sales- 
men have been adding right along 
to the already big list of orders 
which we now have on file.” 


ST. LOUIS 


Retail Trade Registers a Gain 


The week ending Saturday, Dec. 
19, in the retail shoe trade, showed 
improvement over the previous one 
and an increase over the same pe- 
riod of a year ago. This was all ac- 
complished without the added im- 
petus of Christmas business which 
has been sparse in the trade. The 
weather has held in abeyance some 
of the shopping anticipated by the 
retail merchants. This was true, 
particularly in the stores offering 
felts of various types. 

The shoe business was good and 
stores reported active trade, al- 
though many believe this condition 
could be improved upon should we 
have a snow or sleet storm. 


Kid Shoes Next Spring 


In the field of footwear fashions 
a few kid shoes are reported as be- 





ing demanded. An extreme novelty 
shop stated that the colors of parch- 
ment and gray were rather active. 
Gray had received such prestige 
that the first lot was disposed of 
and the order duplicated for a sec- 
ond shipment. This slight tremor 
in the style field toward colored 
kids is hardly a period in the day’s 
volume, but it does indicate that 
the preponderance of black which 
women have been wearing for the 
past eight months will unquestion- 
ably be set aside in favor of colors 
when the spring season approaches. 

At least all merchants have 
bought these styles for their best 
spring bets and all are in accord 
on the vogue that will be fashion- 
able after the first of the year and 
until Easter. Tan calf, as well as 
patent and satin are selling well at 
present and some silver slippers 
for holiday parties are receiving 
attention. 


Sales Conferences Planned 


The entire sales forces of the 
large general houses will be 
brought into headquarters between 
Christmas and New Year’s when a 
sales conference will be held by the 
various institutions. These travel- 
ing forces will be back into their 
territories right at the start of the 
new year and will carry their new 
lines. Some will remain in St. 
Louis for the Pageant of Footwear 
Fashions, while others will attend 
the N. S. R. A. Convention at Chi- 
cago. 


Spalsbury Goes to Europe 


Charles B. Spalsbury of the John- 
son, Stephens and Shinkle Shoe Co., 
sailed Tuesday, Dec. 15, for Europe, 
where he will spend the Christmas 
holidays. He was accompanied on 
the trip by Mrs. Spalsbury. 


A Spring Style Forecast 


Howard Stephens, president of 
Johnson, Stephens and Shinkle 
Shoe Company, in a style talk be- 
fore a group of St. Louis retail shoe 
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merchants, Wednesday evening, 
Dec. 9, made the prediction that 
colored kids for spring would be 
the most influential style trend. He 
illustrated his talk with full kid 
skins which proved beneficial when 
describing colors and combina- 
tions. 

“Colored kids for spring will be 
big,” said Mr. Stephens, “Parch- 
ment Sauterne, Bois de Rose and 
Opal Gray in my judgment will lead 
the style procession. Reptile leath- 
ers will as well receive much pres- 
tige in the demand. I see a strong 
tendency for gray and it appears to 
be more definite than many believe. 
Parchment should be strong at the 
inception of the season, with a ten- 
dency toward Opal Gray later. 


Lop-Sided Patterns 


“In patterns I believe lop-sided 
effects (for want of a better name) 
will predominate. This fasihon is 
an evolution of the women’s dress 
vogue so popular in France now, 
where every effort is made to elimi- 
nate as much as possible an evenly 
balanced gown. The trend is for 
an uneven appearance. Following 
this vogue I look for patterns of 
this character. 

“Piping and underlays should be 
good for Easter selling. Harmoni- 
ous shades, of course, will be the 
fashion. The trimmings must be 
delicate and airy. 

“Strap effects, no doubt, will be 
better than pumps. Dainty, light, 
airy one and two straps will sell bet- 
ter than they have in the past. 
Pumps will be fancier. They won’t 
be the plain types now being sold, 
but will have scroll effects on the 
vamp, or other decorations. 


Geo. S. Cort Shoe Mfg. Co. 
Organized 


A new shoe concern was recently 
organized in St. Louis under, the 
name of the George S. Cort Shoe 
Manufacturing Co. The officers are 
George S. Cort, president; M. W. 
Tuttle, vice-president; R. B. Brund- 
rett, secretary and treasurer. This 
company is manufacturing a line of 
high grade novelty shoes for women 
in which a special method of con- 
struction is used. It is one that 
accomplishes the lasting operation 
without the use of tacks, and is 
stiched with a special lock-stitch 
machine. Flexibility is claimed to 
be an outstanding feature as a re- 
sult of. this method of construction. 
The George S. Cort Co. is the pion- 
eer of this method in the West. 
Their capacity is 8000 pairs daily. 


The Cort family has been identi- 
fied with the shoe industry for 
many years in the East. Mr. Cort 
is the dean of this shoemaking fam- 
ily, having been in the game for the 
past fifty years. He has been asso- 
ciated with the best factories in 
New York and Brooklyn, and before 
coming to St. Louis was, for many 
years, secretary of Thomas Cort, 
Inc., at Newark, N. J. 


LYNN 
January Jam Expected 


Manufacturers are ready for the 
January jam. They have taken 
more floor space. They have set up 
additional machinery. They have 
started making the new season’s 
shoes earlier than a year ago. 
Nevertheless, they expect the usual 
January jam when buyers crowd 
markets with orders. 

Some manufacturers report that 
deliveries of colored kid are behind 
schedule. Prices on much wanted 
colors, or grains, are stronger. 
Bottom stock is firmer, especially 
light soles suitable for flexible 
shoes. Problems of price loom up 
again. They usually do in a brisk 
market. Increase in exports of 
leather, both sole and _ upper, 
strengthen raw stock prices and 
may influence future prices of 
shoes. 

Calf, in pastel shades, and of 
light weights, is getting new atten- 
tion. Some snappy samples of calf 
shoes are being added to sample 
lines. 
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Pastel Fabrics Given Trials 


Fabrics, such as cottons, in cork- 
screw weaves, and in pastel colors, 
are being tried in cutting rooms. 
Samples of them will be shown 
later. Linen shoes are on the list. 

Patent continues the favorite 
stock of Lynn manufacturers. It 
is low in price, comparatively 
speaking. It is economical to cut 
and to wear. Some firms report 
patent the leading stock for popular 
grade shoes, especially those made 
on a volume basis and volume busi- 
ness is what is wanted. Patent in 
a copper tan tone is new. 


Reptile Grains As Trim 


New sport and walking models 
will present reptile grains in com- 
bination with patent, parchment or 
other novelty leathers, as well as 
the familiar Russia calf. These 
shoes will have fancy tips, saddles 
and quarter trimmings. It looks 
like a good season ahead for sport 
models. They will save leather 
soles and a number will have wood 
heels, low and covered with reptile 
leathers. By the way, a genuine 
snakeskin costs $10 and yields 
scarcely enough leather for a pair 
of shoes. But $1 will buy enough 
embossed “snake” for a pair of 
shoes. 

Turn shoes are in larger demand 
than a year ago. Two firms are 
starting to make them. Other con- 
cerns, already handling turns, ex- 
pect to make more of them. This 
new demand for turns comes from 
buyers. There is nothing in the 
circumstances of manufacturing to 





Kinney’s, a new shoe store at Pine Bluff, Ark. 
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suggest a development of turn 
shoes. The flexible McKays came 
in to popularity through improve- 
ments in methods of making them, 
especially the new Electro-McKay 
machine. But turns are still made 
in the standard way. 


Little Change in Lasts 


Lasts continue as previously re- 
ported, that is, vamps of 3 in. or 
more, and heels from 9/20 to 20/0. 
Patterns are myriads. They empha- 
size color and grain, rather than 
lines. 

Some buyers are asking for softer 
counters. Manufacturers are cau- 
tious in this matter. Counters, as 
is, served well, an important point 
since counter and heel shape has 
become a main point in shoe 
styling. 

Lynn expects to send a strong 
delegation to the Chicago show. 


MILWAUKEE 
Manufacturers Expect Big Season 


Milwaukee shoe manufacturers 
have been working ahead on spring 
lines during the month of Decem- 
ber, in anticipation of a big spring 
business. Although the usual De- 
cember lull in orders has been no- 
ticed during the month, buying is 
expected to start off with a spurt 
after the first of the year. 

The Walter J. Booth Shoe Co., 
manufacturers of popular priced 
men’s shoes, has just announced 
that Otto Hilderbrandt, well known 
designer, has been added to the staff 
of the firm. This is a departure 
from the regular course followed 
by manufacturers of men’s popular 
priced shoes. Although some man- 
ufacturers of higher priced men’s 
dress shoes employ designers on 
their regular force, it is probably 
the first time such a plan has been 
adopted by a popular priced shoe 
firm, and the Booth company ex- 
pects to derive great benefit from 
this progressive measure. Mr. Hil- 
derbrandt was formerly designer 
for the Dunbar Pattern Co., having 
been connected with that firm for 
fifteen years. 


New Styles Under Way 


The F. Mayer Boot & Shoe Co. is 
also working on spring patterns for 
women, men and boys, and the be- 
ginning of 1926 is expected to bring 
forth heavy orders. 

“Our present business has been 
very satisfactory for December. 
We are noticing the usual lull which 
comes at the close of the year, but 
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the demand has been better than 
we anticipated,” stated C. H. Mad- 
sen, sales manager for the Mayer 


company. “We are planning to 
show many new styles in our spring 
lines, for women, men and boys. In 
women’s shoes, we will stress pat- 
ents and satins, but there will also 
be a representative showing of 
other leathers that are in vogue for 
the season, such as colored kids. 
Colonials and various cutout effects 
will be given spring attention. Our 
men’s line includes a number of 
snappy new lasts which should be 
very good for spring business. 
Lighter shades of tan show the 
most promise in men’s shoes for the 
coming season.” 


Hold Christmas Meeting 


Members of the Milwaukee Shoe 
Credit men’s Association heard sev- 
eral very interesting talks by men 
of interest in local business circles 
when they gathered for their an- 
nual Christmas meeting at the Hotel 
Medford. The principal address of 
the meeting was given by Thomas 
Nimlos, manager of the adjustment 
bureau of the Milwaukee Associa- 
tion of Credit Men, which has just 
been reorganized and incorporated 
under the State laws. Mr. Nimlos 
explained that the new bureau 
would do collecting for members 
of the association; handle bank- 
ruptey cases, and act as trustee 
under civil deeds of trust. He em- 
phasized that the bureau would do 
constructive work among firms that 
were in financial! difficulties rather 
than destructive work which would 
put these firms out of business. At 
the close of his address a resolu- 
tion was passed by the shoe credit 
men indorsing the bureau and 
pledging it support. 

Other addresses at the meeting 
were given by Robert Wittig, local 
manager of R. G. Dun & Co., and 
Adolph A. Rinker, superintendent 
of the Bradstreet Co. An entertain- 
ment program of musical numbers 
was arranged for the evening, a 
feature of which was the appear- 
ance of Flora Gompert, member of 
the association, who rendered two 
piano selections. 

D. L. Sawyer, credit manager of 
the F. Mayer Boot & Shoe Co., pre- 
sided at the meeting. 


A. B. Caspari Honored 


A. B. Caspari, president of the 
Milwaukee Shoe Retailers’ Associa- 
tion during the past year, was pre- 
sented with a wrist watch in appre- 
ciation of his services to the asso- 
ciation at a meeting of the board of 
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drectors held at the Elks’ Club. At 
the same time Max Diamond, who 
served as president during 1924, 
was given a gold fountain pen and 
pencil set. Otto A. Hensel, mem- 
ber of the board of directors, made 
the presentation speeches, calling 
attention to the time and effort 
spent by these two men in the in- 
terests of the association. The 
board of directors also authorized 
the nominating committee to prepare 
a slate for the election of officers 
which takes place at the next meet- 
ing. John Geisinger is chairman 
of this committee, which includes 
Ed Schneider, Henry LeMay, Joseph 
Schumacher, Otto A. Hensel, Clar- 
ence Bertler and Charles Collar. 
Due to conflict with the N. S. R. A. 
convention, the January meeting 
will be skipped and the next meet- 
ing be held Feb. 4. 


HAVERHILL 


Manufacturers Plan Intensive Drive 


Following the unqualified accep- 
tance by local shoe workers of the 
three-year industrial peace pact, 
Haverhill shoe manufacturers are 
making extensive plans for the new 
season’s business. Assured of 
peaceful operation in the local shoe 
industry for several years, and thus 
being in a position to guarantee 
prompt deliveries of Haverhill-made 
footwear, members of the local 
trade are enthusiastic over the out- 
look for 1926. Haverhill is in a 
stronger position today than for 
several years past. 

Beginning with the N. S. R. A. 
Convention and Style Show in Chi- 
cago, Haverhill manufacturers are 
planning to show their new samples 
broadcast throughout the country. 
Chairman Everett Bradley of the 
New England delegation at Chi- 
cago says that a large representa- 
tion of local concerns is assured 
and that every manufacturer in 
Haverhill is planning new styles to 
interest shoe buyers. Haverhill 
manufacturers and their represen- 
tatives are already canvassing the 
trade with new samples and are 
booking substantial orders for de- 
liveries early in 1926. 


Hussey Joins Witherell & Dobbins 


Harlan F. Hussey, formerly of 
Ellis & Hussey, cut sole manufac- 
turers, Haverhill, is now associated 
as a member of Witherell & Dobbins 
Co. of Haverhill, manufacturers of 
women’s turn shoes. Mr. Hussey 
will have charge. of the selling and 
styles departments of the business. 
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He has many friends in the trade 
who will be interested to know of 
his affiliation with an old estab- 
lished house. The officers of With- 
erell & Dobbins Co. are now: Presi- 
dent, Harlan F. Hussey; treasurer, 
George W. Dobbins; clerk, Raoul 
Therriault. 


F. E. Hutchinson Dead 


Frank E. Hutchinson, for many 
years a manufacturer of misses’ 
and children’s shoes in Haverhill, 
died suddenly at his home in this 
city, Dec. 10. He was 64 years old. 
When Mr. Hutchinson began shoe 
manufacturing at the age of 17 he 
was one of the youngest in that line 
in the United States. He estab- 
lished a small plant in Plaistow, 
N. H. From this small shop Mr. 
Hutchinson built up a_ business 
which grew to important propor- 
tions, and later was brought to 
Haverhill as a means of increasing 
its output and efficiency. Besides a 
widow, Mr. Hutchinson is survived 
by two daughters, one brother and 
eight grandchildren. Frank E. 
Adams, well-known shoe manufac- 
turer of Seabrook, N. H., also a resi- 
dent of Haverhill, is a son-in-law 
of Mr. Hutchinson. 


Patent for Cementing Sock Linings 


Irving L. Keith of Haverhill has 
taken out a patent for a machine for 
cementing the sock linings of shoes. 
This process, it is claimed, permits 
the sock lining to be placed in the 
shoe without daubing the cement 
on the shoe while the sock lining is 
being inserted. Machines under this 
patent have been added to the line 
of cementing devices with which 
Mr. Keith is identified among the 
trade. 











Emil Strassburger 


BROOKLYN 


Colored Kid Heads the Way in 
Shoes 


Advance orders for spring foot- 
wear are coming into the Brookiyn 
factories in better volume than was 
the rule a year ago, according to 
most manufacturers. Some factories 
are booked solid for the next two 
months, and a few even farther. 
Production is being expanded and the 
outlook is decidedly optimistic. 

From all indications so far, the 
spring season will be mainly one of 
colored kid predominance. All the 
light shades of tan, ranging from 
parchment and ivory, to the deeper 
tones are in demand. Already the 
shoe manufacturers are experienc- 
ing some difficulty in getting ade- 
quate supplies of first grade kid 
skins. 

Kid Has Drawbacks 


While colored kid is moving brisk- 
ly, according to George Rosenfield of 
the Cornell Shoe Company, this de- 
velopment is not without its draw- 
backs. “Shoe buyers who want 
colored kid shoes,” he said, “should 
place their orders early. Because 
of the reluctance of the leather manu- 
facturers to stock leather in antici- 
pation of demand, production of 
colored kid shoes is a slow process. 
Buyers cannot expect to get service 
on delivery of colored kids in three 
or four weeks.” 


More Reptile Leathers Used 


Colored kid is by all odds the lead- 
ing material for women’s high grade 
shoes for spring, in the experience 
of the Andrew Geller Shoe Manu- 
facturing Company. All light shades 
of brown are moving well and grey 
is a big seller. The 20 eighths heel 
is most frequently demanded. This 
house finds a growing demand for 
all the reptile leathers, not as trim- 
ming, but as body materials, on 








Paris and U. S. Styles Mingle 


Emile Strassburger of Strass- 
burger-Stiles, Inc., Brooklyn, has re- 
turned from Paris with a host of 
fresh style ideas in mind. In con- 
junction with Maurice Weiss, gen- 
eral manager of the factory and 
former member of the joint style 
committee, representing the retail- 
ers, these style ideas are being 
adapted to American use. Many of 
the company’s new samples bear the 
unmistakable stamp of the trend 
toward “new art,” featured at the 
Paris industrial exposition this year. 
High style is the aim of the com- 


pany. 
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which calf and other staple leathers 
are used for trimming purposes. 


Mason With Premier 


Business with the Premier Shoe 
Co., Inc:, is picking up now and offi- 
cials of the company anticipate 
further activity in the near future. 
The company is almost completely 
booked up on orders for January de- 
livery. Carl Mason has been added 
to the corps of traveling salesmen 
who will leave for their territories 
immediately after the style show. 
Mr. Mason will cover the Pacific 
Coast. The company will exhibit its 
line in New York City at the Hotel 
Pennsylvania, Jan. 11 to 16. 


Smolen Enlarges Factory 


Business with Harry Smolen & 
Company, Inc., has been increasing 
so rapidly that an expansion in fac- 
tory facilities has been made neces- 
sary. The company will take an 
additional floor at 24 Boerum Street, 
after Jan. 1, which will increase the 
productive capacity to 500 pairs a 
day. 


Sawyer Boot & Shoe Co. Open 
New Boston Office 


The Sawyer Boot & Shoe Com- 
pany of Freeport, Me., have opened 
a Boston office at 86 Beach Street. 
Frank E. Stone, a well known sales- 
man and veteran in the shoe busi- 
ness, will be in charge of this office. 
Here will be displayed the full line 
of this well known concern, men’s 


dress welts, sport footwear and 
moccasin type footwear for men, 
women and children at popular 


prices. During January the sales- 
men will be in Boston. 
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Address all communications to the factory 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N.Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Foerderer Issues Unusually 
Practical Color Chart 


Style authorities agree that for 
spring, pastel shades will rule in 
women’s garments and that the shoe 
manufacturer is at liberty to choose 
leather and fabric colors which will 
either blend or contrast harmonious- 
ly with these dress colors. It will 
be, they say, a season of blending 
and contrasting effects. 

An unusually practical color chart 
by which leather and dress colors 
may be reconciled in accordance with 
this style edict has just been issued 
by Robert H. Foerderer, Inc., of 
Philadelphia, manufacturer of vici 
kid. 

This is a durable folder of heavy 
cardboard on which have _ been 
mounted the newest vici kid color 
samples and, opposite, fabric 
swatches furnished by courtesy of 
Forstmann & Huffmann and Cheney 
Brothers. The samples of each of 
these two fabric houses are divided 
into two groups—the colors which 
blend and those which contrast. For 
instance, with Vici Parchemin the 
blending colors are seen to be the 
Forstmann La Blonde and Corncob 
and the Cheney String and Beige. 
Contrasting colors in good taste are 
the Forstmann Julep and Hydrangea 
and the Cheney Catskill and Shell. 
Three other principal vici colors are 
shown with their complements of 
blending and contrasting colors in 
fabrics—Crystal Grey, Bois de Rose 
and Gypsy Brown; while at the bot- 
tom of the leather page are smaller 
swatches of Sudan, Apricot, Cream 
and Caramel, which already have 
established their popularity for 
early spring. 


J. & T. Cousins to Broadcast 


Philip P. Barron of J. & T. Cous- 
ins Co., Brooklyn, N. Y. writes us: 

“We have just made arrange- 
ments with the _ radio station 
WMCA, located in the Hotel Mc- 
Alpin, at 34th Street and Broadway, 
New York City, to broadcast a 
series of ten minute talks each 
week for a period of twenty-four 
weeks. Jan. 5 at 12 o’clock we will 
start our talks. On Jan. 12, another 
talk will be given in the morning 
and on Jan. 15 and 22 we will 
broadcast at 10 o’clock p.m. The 
gist of these talks is to acquaint 
the consuming public with shoes in 
general, emphasizing the shoe for 
the occasion, the shoe wardrobe 
and style in shoes.. We will refrain 
from using this medium as an ad- 
vertisement. 




















HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
“ 


SHOES and RUBBERS 
Every Wednesday and Friday 








STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


to be Snappy” Me 
THE STETSON SHOE CO., Ine. 
Seuth Weymeuth, Mass. 














SNAPPY SHOES 
FOR YOUNG MEN 


Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG- —- & EMERSON, Inc. 


Boston omen, aT) igh St., Room 304 
New York Office—Marbridge Bldg. 



















BRIDGEWATER 
WORKERS’ 
CO-OPERATIVE 
ASSOCIATION 


Factory, Bridgewater, Mass. 
Beston Office, 183 Essex Street 
Room 307 
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FlexibleTurn Shoes 
for the Jobbing Trade Exclusively 
F. S. ELAM LAM SHOE co. 


Susie aioe S48 een eee 




































































PARISTYLE FOOTWEAR MFG. co., INC. 


41-45 W: 
Chicage Office, Was’, iss W. 


HIGH GRADE MULES and D'ORSAYS 
Made of Satin, Ouilted Satin, Embossed 


Leather. Tinsel and Brocade 
Prices frem $23.00 per dex. up 
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Seft-Sole Leather 
Beudoirs and Novelty 
Kimone Sandals 
Write for Prices 
BEST-EVER SLIPPER CO., inc. BROOKLYN, N. Y- 
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Better 

Grade 
BEST-EVER 
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profitable 
stantly in Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N. H. 













DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St, 
New York City 




















i 
Ne. 250. $2.50 per 100 


EMIL RUBLACK 
Maker ef Artistic 
Price and Sale Tickets 
Samples Mailed Free on 
140-142 WEST BROADWAY 
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Ohio Valley Association to 
Meet in March 


CoLumBus, O.—At a joint meeting 
of the officers of the Ohio Valley 
Retail Shoe Dealers’ Association 
and the membership of the Colum- 
bus Shoe & Leather Club, held Dec. 
11 it was decided to hold the an- 
nual convention of the Ohio Valley 
Retail Shoe Dealers’ Association at 
Columbus, March 1 to 8 inclusive. 
The New Neil House has been se- 
lected as headquarters for the 
meetings and the exhibit which will 
be one of the features. The mezza- 
nine floor has been set aside for 
booths in which manufacturers will 
display their product to the mem- 
bers of the association and visitors 
attending the convention. The dis- 
play will be in charge of Louis J. 
Bamberger, 80 North High St., who 
will take care of reservations for 
display space. 

All of the rooms on one floor of 
the hotel have been set aside for 
sample rooms at the usual charges. 
Salesmen wishing reservations will 
be required to send a deposit of 
$10.00 and the hotel will make the 
reservations. Perry W. Smith, is 
chairman of the hotel committee 
and he will look after reservations, 
if desired. 


T. S. Rovelstak Joins Barnet 
Organization 

The Barnet Leather Co., Inc. an- 
nounces that commencing Dec. 
14, 1925, T. S. Rovelstad be- 
comes associated with them at 
Little Falls as factory superintend- 
ent, cooperating with Mr. R. L. 
White, manager of the tanneries of 
the Barnet Leather Co., Inc. Mr. 
Rovelstad comes to the Barnet or- 
ganization after a varied experi- 
ence as a tanner in other plants 
throughout this country and Can- 
ada. 


New Vode Kid Color Folder 


The Standard Kid Co., makers of 
Vode Kid, have just issued a very 
handsome folder, bearing their 
principal new shades of Vode Kid 
for Spring and Summer. 

The folder is printed in a con- 
venient size for leather buyers or 
retailers to carry either in their 
pocket or have about their desk for 
constant reference. 

The Standard Kid Co. feel that 
inasmuch as these colors are care- 
fully made in elose cooperation 
with the best color authorities, that 
they constitute a most valuable 
guide in this respect. 
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BALLET SLIPPERS—IN STOCK 
the unusyel bier Bi. Glesed 


Kid, Seft Tee 
6-11 11%-2 rh 
$1.30 $1.35 46 
ee ~~ 


Speciafists in Ballet Manufacture 
241 No. lith Street - Philadelphia, Pa. 














ome ew 
$1.16 pr. 


IN STOCK 
BLACK BALLET SLIPPERS 
$1.25 pr. 
Mba oe 
yt 
BLOG SHOE FINDING CO., Be. 
147 Duane St., New York, N. 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 


to 11...... $1.28 
9D: Bocce $1.30 
0 Bicccced $1.38 
Men’s Sentines House 














T T 
6/11 $1.15 
134/330 ig ae 
2 1.25 2144/7 3.35 
18¢c Extra — 


Also Men's and Women’s Slippers of every description. 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. New York 











ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 
MASS. 


50 MAIN ST., BROCKTON, 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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331 FOURTH AVE., NEW YORK 
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Employees to Take Over 
Rosenwasser Plant 


N unique plan of philanthropy has 
been developed by Morris Rosen- 
wasser, owner of Rosenwasser Bros., 
Inc., shoe manufacturers, with four 
plants in Long Island City, who, on 
Jan. 1, 1926, will turn the business 
over to fifty of his oldest employees, 
in point of service, allowing them to 
pay for the property out of the fu- 
ture earnings of the enterprise. 

Mr. Rosenwasser announced his 
plan early this week. He said that 
he had refused an offer of several 
millions of dollars for the shoe prop- 
erty. The profit from the business 
last year was $500,000. The name of 
the firm as good will is estimated to 
be worth around $1,000,000. This, 
he will give to his employees out- 
right. Machinery and raw materials 
on hand figure out at about $3,000,- 
000. The buildings are valued at 
another $2,000,000, but Mr. Rosen- 
wasser will retain ownership of 
these. He will not sever his execu- 
tive connection with the firm, but the 
new owners will have the advantage 
of his advice and counsel for several 
years, or until they are able to con- 
duct the business themselves. 

“This is no Utopia,” he said at his 
Riverside Drive home in discussing 
his plan. “I am not giving the busi- 
ness away. If you give somebody 
something for nothing, the receiver 
feels that, not having cost him any- 
thing it is not worth anything.” 


L. C. Hart to Devote All Time 
to Boyden 


L. C. Hart, for 19 years represen- 
tative of the Krippendorf-Dittmann 
Company, Cincinnati, from the East 
to St. Louis, will, on Jan. 1, 1926, 
sever his connection with that 
house to devote all his time to the 
executive management of the Boy- 
den Shoe Manufacturing Company, 
Newark, N. J., of which he has been 
president since March, 1924. 

Expansion of the Boyden busi- 
ness, according to Mr. Hart neces- 
sitates his devoting his entire time 
to that enterprise in which he be- 
came interested a little less than 
two years ago when under a reor- 
ganization he purchased a control- 
ling interest in the firm. Under the 
reorganization he was elected 
president and his son, Norvin B. 
Hart was made secretary of the 
company. 

“Lou” Hart is one of the best 
known shoe men in the country. He 
ever has been in the front ranks of 
the workers for the general good 
of the footwear industry. 
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F. E. JONES CO. 
FANCY COLORS 
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96 SOUTH STREET BOSTON, MASS. 
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W ater proof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK co. 
Tanneries at Danverspert 95 Seuth St., Besten, 














Robert B. Smith will continue to 
represent the Boyden line in New 
York with offices in the Bush Ter- 
minal Sales Building. 

At this time no successor for Mr. 
Hart with the Krippendorf-Ditt- 
mann Company has been named. 


Boot and Shoe Club Holds 
International Travel Night 


Boston—The annual ladies’ 
night and 230th dinner of the Bos- 
ton Boot and Shoe Club was dedi- 
cated to “International Travel.” 
President John A. Gardner was 
toastmaster and Willis R. Fisher 
was sponsor. On the reception com- 
mittee were Osmond H. Casavant, 
Frank R. Briggs, Charles C. Hoyt, 
Major Charles T. Cahill, J. Wallace 
Allen, Sig Rothschild, Horace R. 
Drinkwater, August H. Vogel, Jr., 
and George W. Wright. 

Willis R. Fisher and Sig. Roths- 
child were two of the “Internation- 
al Travelers” who responded with 
most interesting talks on their 
travels abroad. 
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Prepare 
for 1926 


Now is the time to de- 
cide on merchandising 
policies for 1926. 
To safely increase 
profits nothing is 
better than good 
classy merchandise. Ideal 
Spats and Shoe Orna- 
ments are made to meet 
your quality demands. 


IDEAL SPATS 
Doz. Pair 


Style 110—Felt, guaranteed all wool—Black, 
Brown, Beaver, Fawn, Taupe, Clay and Pearl 
WS datas des tesa cccend ekuaeowewsaieee $11.50 
Style 112—Kersey—Black, Brown, Beaver, Fawn 16.00 
Style 112A—Genuine English Cloth in Gray only 20.00 
Style 114 — Kersey — Beaver, Fawn — leather 
trimmed—4 hand sewed buttons ........... 


Style 115—Genuine English Box Cloth, Gray and 
Peer r reer ye rs toe eee OO 30.00 


Women’s Felt Spats—Doz. Pr. $14.00—Kersey 20.00 


IDEAL SHOE ORNAMENTS 
























No. 112 and 116. No. 140. Rhine- 
Welt Beaded stone Buckles— 





For brilliance, for artistry of 































Buckles, 


as illustrated above, assorted, 
with attachments, doz. pr. 


design and for careful work- 
manship these are unrivaled 


HH $12.00 at the price. Without inlays 

ai} and attachments, per doz. pr. 

i No. 144. Beaded $28.00 

Buckles— With inlays and attachments, 

; per GOS GR. ccccccescs $30.00 
/ a very popular number. Two 

i] ag a — of he a Our very finest Rhinestone 
) and blue beads—assorted de- 

signs—Per doz. pr., with at- Buckles, assorted, per oz. 

CReRMOMES csc ccccececs $10.50 Bs: cacteresevedenves $36.00 





A New Number in Metal Buckles— 
Assorted ie aed Doz. Pr. 


$4. 
Complete with Inlays and Attach- 
ments, Per Doz. Pr. $7.80 





Per doz. pair 
Rhinestone Vamp Ornaments, a pleasing assortment. . .$4.00 
Rhinestone Vamp Ornaments, finer grades... .$6.00 to 8.00 
Rosettes with Rhinestone Buttons—knife pleated ribbon 8.00 


Ideal Powder Puffs of very fine ribbon............... 6.00 
Beaded Edge Bows, a fine selection.............+++++ 6.00 
Instep Straps, braided, patent leather or satin........ 5.50 


Mail Orders Receive Prompt Attention 


Ideal Manufacturing Co. 


The House of Shoe Specialties 


4248 N. Crawford Ave. CHICAGO 





























Effective Shoe Display 


Attention can be concentrated more 
successfully upon distinctive group- 
ings than upon an entire window 
full of foot-wear. 


The group of shoe display fixtures 
here pictured suggests the effective 
manner in which they could be used to 
sell quality foot-wear. 


In large windows they would serve 
to separate your high-class goods from 
the more ordinary kinds, and would im- 
part the very atmosphere of exclusiveness 
that is necessary to the sale of merchan- 
dise of that character. 


Smail windows are made doubly effective by a 
group of fixtures such as this—a background of 
exquisite design and finish; a hosiery stand, and 
shoe display units that are eye-compelling in at- 
tractiveness. Money invested in fixtures of this 
nature pays year ’round dividends in sales. 


Our shoe store book will be sent 
free upon request. Send for your 
copy today. 


HUGH LYONS & COMPANY 
Lansing Michigan 


New York 35 W. 32nd St. 
Chicago 217 W. Jackson Blvd. 
Baltimore No. 1 Eutaw St. 
Boston 52 Chauncy St. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 














y | Before You Invest—Investigate 
) Your Own. Business 








LL through the harangue the 

J eer gentleman over by the 

window smiled a kindly smile 

and quietly puffed away at a nice, 

“comfortable looking” pipe. How- 

ever, as the smooth talking fellow, 
the haranguer, left the smok- 










By A. V. FINGULIN 


Editor, Shoe Repair Service; and Assistant Secretary-Director, 
National Leather & Shoe Finders’ Association 


was sadly in need of fresh water to 
As the group of men in that Pull- drink. “Rush fresh water, crew 


vestigate—your own business.’ ” 


rman smoker proceeded to discuss dying of thirst,” was that captain’s 
this idea further there came back to wireless appeal, to which he added 
my mind the plight of the captain of the longitude and latitude of his ves- 


an oceangoing steamer whose crew sel. Another captain who picked up 
the message flashed back 


these amazing instructions: 








ing room of the Pullman the 








there is about us that should 
make us look like easy marks 
for him. 











‘“ PVE heard fellows like him 

talk before, and by the 
way he juggled those ‘divi- 
dend’ figures around, he must 
have thought he was talking 
to a bunch of doctors and den- 
tists. I’ve seen enough of this 
‘blue sky’ selling of stocks to 











that doctors and dentists are 
the most gullible creatures 
on earth. And I’m sorry to 
see so many of what one 
might call the ‘average sized’ 







the doctors and dentists in 
their eagerness to buy these 
stocks dangling dazzling divi- 
dends. 
















to me they could very profit- 
ably add to it ‘your own busi- 
ness,’ with emphasis on the 
‘own,’ so that the slogan 
with this alteration would 

















just about make me believe January 11-16 


retailers joining the ranks of January 18-23 





read—‘Before you invest, in- ———— 


“Drop your bucket in the 


hitherto quiet gentleman be- 
RECORDER MERCHANDISING ocean; you are near the 


gan, in a peculiar sort of 

way, to size up the three or CALENDAR FOR JANUARY mouth of the Amazon.” 

four other men who remained. J 

“I’m just trying to figure —e bee ‘ ait HE first captain, not 

out,” he explained, “what BB re, a veteran A —— knowing that the water in 
& oe ee See wee ee the South Atlantic Ocean is 


been made—errors of omission as well as of 
commission. There are several numbers 
that haven’t moved as fast as expected. 
Some may not have been bought right. 


fresh for many miles out from 
the mouth of the Amazon 
River, was begging for fresh 


Some have not been sold right. Analyze water while his ship was rid- 

the situation in each instance. Glean your ing all over it. 

own lessons therefrom, and see that your I wonder if that isn’t about 

nary cape a ce ig to — mistakes the position of those retailers 
ut to guard agains eir repetition. who are looking for “easy 


Don’t miss the conventions if you can 
help it. St. Louis Pageant of Progress 
January 4-5-6. N.S.R.A. Convention at Chi- 
cago January 7-8-9. 


money” in fields afar. I 
wonder if it isn’t a case of 
the grass looking greener “on 
the other side of the fence.” I 
If the weather suggests it, push galoshes tags oA Pag! se ny oo 

and felts—and push them hard. Many b es ayaa 
ucket” and digging deeper 


people are wearing some that were not : > . 
bought this winter. Replacements may be into their own business for 
profits, real .tangible profits 


in order. 
that are there. I wonder if 
This is Thrift Week. Use your window 4 —_ By yw wee . 
and advertising space to bring forward famonds in thelr Own Dac 
yards—and deeper digging. 


some good buys that spell thrift to the cus- . 
tomers. The week will be well advertised I wonder, for example, if 


“I wonder why those re- and you profitably can tie up with it. those retail dealers couldn’t 
tailers do not give more heed January 25-30 take that money they “hand” 
to that warning ‘Before you No doubt you still have some winter to the stock promoter and use 
invest, investigate’? It seems goods on hand—and you'll have to depend it to better advantage by dis- 

counting their bills. The dis- 


mainly on the power of price to dispose of at 
them. Large groups of marked-down shoes counts actually earned in that 


offered at a single price have a strong ap- way are profit on buying— 
peal. Use few prices, beldly displayed, in just as good money as the 
the windows and ads. profit on selling—and make 
those promised “dividends.” 
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One quality for all / 


Rigid manufacturing requirements 
maintain the high quality standard of 
construction, workmanship and finish for 
which New Way equipment is famous. 


Tremendous resoutces, special machinery, 
skilled labor and enormous output permit 
us to sell at the lowest prices available. 


For throughout the entire New Way 
line of store equipment—from the finest 
fixtures obtainable to the lowest in price 
that’s good—is to be found the finest 
quality at the lowest comparative prices. 


It is no longer a question of where to buy 
store equipment—but what type of New 
Way equipment is best suited to fill indi- 
vidual store requirements. 


Ask our representative to show you—or 
literature and prices will be sent —as requested. 


Factories 


December 26, 1925 





GRAND RAPIDS SHOW CASE CQ 


Worlds largest manufacturers of finest quality store equipment 
GRAND RAPIDS, MICH.- PORTLAND, ORE.- BALTIMORE, MD.-NEW YORK, NY. 
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LI THRIFT | 
WEEK 
SALE 















































Tie up with the national campaign for Thrift Week, Jan. 17-23. Show the actual 


money D thet will be left in the pag 


ocket or in the bank as a a of your price reductions 
e shoes in this display—Fig. 1 


Start the Year Right With 


Business Building Trims 


ing thought of as “dull months,” they 

should be made the busiest months of 
the early part of the new year. True, there 
is a great deal to do in connection with 
winding up the old year’s business, taking 
inventories and squaring away for a new 
start, but if these are allowed to interfere 
with regular business, or considered of 
more importance than plans for increasing 
business, the dull season will prevail. 

There are four distinct paths that lead to 
increased business in the month of Janu- 
ary. These are: 

1. Special sales, including the clearance 
sale of winter footwear. 

2. Footwear for the Southern tourist. 

3. Footwear for local sports. 

4. Winter footwear, including galoshes, 
rubbers, etc. 

With the exception of lines for Southern 
tourists, even the smallest store in the 
smallest hamlet will find in the above a 
wonderful line of action. It must not be 
thought because the sales in December 
were heavy that the people are all sup- 
plied with winter footwear. Many have 
not yet made their purchases, and others 


|: STEAD of January and February be- 
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Here’s something 
they haven’t seen in 
your window before. 
When people notice 
something out of the 
ordinary they step 
up to see what it’s 
all about—Fig. 2 


are finding that they require new supplies. 

In the Shoe Store Service section of the 
BooT AND SHOE RECORDER issued Nov. 28 
a number of ideas and suggestions were 
given for conducting the special sales 
during January. These were presented at 
that time in order to give the shoe mer- 
chant an opportunity to make the neces- 
sary preparations for these events. If the 
issues of the RECORDER are not kept on file, 
these service sections should be clipped and 
filed for reference. Even though an idea 
is not used now, a year soon slips by and 
the merchant will again be looking for sale 
ideas. If this section is preserved and 
looked over occasionally the merehant will 
be getting more than the double worth of 
the money spent in subscriptions. 


HRIFT WEEK, Jan. 17-23, affords the 
shoe merchant another opportunity to 
tie up with the “thrift concept” and in- 
crease his sales of footwear. During Thrift 
Week there is usually a day devoted to 
Banks, Insurance, Budgets, Pay-Your-Bills, 
Own-Your-Own-Home, Make-Your-Will and 
Share-With-Others. 
Thrift Week should not be considered as 
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MILLER SHOE TREES 
ARE BENEFICIAL TO 
THE CUSTOMER AND 
PROFITABLE TO YOU! 




















ck 
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‘ 

@ Merchants who try to protect their interests ‘ 
by buying good shoes will profit by going a step t] 
farther and advise use of Miller Shoe Trees in cl 
shoes sold, , 
f 

@ Miller Shoe Trees fit the shoe, are quickly p 
adjusted and have an exclusive ventilating : 
feature. t 
n 

i 

t! 

a 

Q 

O. A. MILLER TREEING MCH. CO. 
BROCKTON, MASS. 

i 

You may have a catalogue for the asking. : 

y 
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Going South—everybody’s doing 
it! A window setting like this 
is the thing for showing linen 
and white footwear and sport 
shoes. Suitable illustrations may 
be cut from posters—Fig. 3 


merely a plea to the people to prac- 
tice thrift by putting their savings 
into the bank and leaving it there. 
That is hardly the brand of thrift 
the American people can practice 
without lowering their standard of 
living. Thrift means taking advan- 
tage of every opportunity to better 
one’s self. Every one of the special 
days offers the shoe merchant a 
chance to tie up with the national 
campaign in such a manner as to 
reap a benefit from it. 


HRIFT WEEK opens on the an- 

niversary of Benjamin Frank- 
lin’s birthday. This comes during 
the clearance sale period and the con- 
cept of thrift may easily be included 
in the sales arguments of the sale. 
In Fig. 1 we illustrate a simple idea 
for a Thrift Week display. The cut 
prices prevailing at this time help 
to make this a real sale to the public. 
The shoe merchant has an oppor- 
tunity to show the pepole of his com- 
munity how they can save by spend- 
ing a few dollars at this time for 
their footwear. 

A picture of Franklin is hung 
against the center of the back- 
ground. If no picture is available 
the silhouette in the illustration 
may be enlarged and cut out of black 
paper and pasted on a white disk. 
The window that visualizes the sav- 
ings made by purchasers has a big 
pull on the purse-strings. It is not 
wise to place too much money in a 
window display, but it serves a 
wonderful purpose in connection 


with a sale display. Show cards for 
a Thrift Week display may bear the 
words “Thrift Week Sale” as a 
heading. 

Price tickets are a necessity in a 
sale display. These should show the 
regular price, the cut price and the 
saving to the customer. The fol- 
lowing is a good example: 


Regular Price. $10.00 
Reduced Price. $ 6.95 
You Save ..... $ 3.05 


Try pasting three one dollar bills 
and a nickel on the price ticket in- 
stead of using the figures for the 
amount saved. This will require 
large price tickets so that it will be 
well to group several styles together 
at one price in the display. By 
showing the actual money saved the 
customer is more easily convinced 
of the reduction in price and made 
to realize the actual value of the 
amount saved. 

Here is another little idea for a 
“Sale” display. Instead of the cut 
and dried displays of shoes usually 
made during sales, borrow from the 
hardware merchant a number of 
step-ladders, pails, mops, brooms, 
scrub brushes, etc. Set the step- 
ladders up as illustrated in Fig. 2, 
with the pail on the top step, bear- 
ing the name of the sale. In order 
not to damage the pails, show cards 
may be tied around them. Then 
stand a mop and a broom against the 
ladder, and on the steps display the 
special offerings, properly priced 
for the Clean-Up. Soap, washing 
compounds and other cleaners may 
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be distributed over the floor of the 
window between the shoes displayed 
there. 


HERE there is likely to be any 

number of people leaving for 
the Southland the shoe merchant 
should make a special appeal to them 
early in January for the purpose of 
providing them with the proper foot- 
wear. The advantages of buying at 
home are numerous and the shoe 
merchant should point these out. 
Better fitting, newer styles, lower 
prices, home store reliability and 
other points should be remembered. 
In Fig. 3 an idea for a display is 
suggested. Have a number of guide 
posts pointing in different directions, 
but all bearing the legend “South.” 
The window setting should be bright 
and airy, palms, flowers and other 
accessories indicating a tropical at- 
mosphere. Pictures and posters of 
the South may be introduced freely 
as well as those of travel toward 
the warmer climate. Linen and 
white footwear should be shown ex- 
clusively in this display, except that 
sports lines for summer should be 
included. 

February is but a continuation of 
January in its usual business condi- 
tions. Sales will continue until the 
spring advance styles are shown. 
Here’s a little idea that can be 
worked into the display for ground 
hog day, Feb. 2. Build a unit of 
display depicting a winter scene. 
Have a ground hog peeping out of 
a hole in the snow. A card may 
read, “Will he see his shadow?” If 
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Abraham Lincoln’s birthday is Feb. 12. Better take the preliminary 
steps now toward getting the materials for a suitable setting. This 
Lincoln display can quickly be removed when the day is over, and 


other 


ecorations substituted on the wallboard back—Fig. 4 
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‘eee, 
Wishing 
we WE CAN HELP 
Prosperous YOU 
9d REALIZE THIS WISH 


Year 











art the New Year Kight 


MAKE YOUR WINDOWS DO FULL DUTY IN YOUR 
EFFORTS TO MAKE 1926 


A PROSPEROUS NEW YEAR 


With 
THE NEW RECORDER SHOW CARD SERVICE 


SPECIAL INTRODUCTORY OFFER 8 Cards 


FEBRUARY CARDS MAILED JAN. 15th 
EASTER CARDS MAILED FEB. 15th Per Month 


With special feature cards for the important 

holiday events in these months and our monthly O 

merchandising letter service-sales helps, etc. dD VY month 
; € 


($30.00 per year if paid in advance) 











SEND THE COUPON 





COUPON 


Recorder Show Card Service, 

Room 607, 189 West Madison St., 
Chicago, Ill. 

Please enter our order for _ the 
RECORDER SHOW OARD SERVICE choice of two colors—silver grey and bronze brown. A generous assort- 


f from this date. W - > . 
> ner pee Le per Ga tee ee ment of blank price tickets to match the cards. Also special pen holder 
service. with pens and ink with instructions on lettering price tickets. 


We carry Men’s, Women’s and Chil- 
dren’s Shoes and Hosiery. Every month: Eight hand designed card inserts to $3 00 
e 


(Cross out lines not carried). slip into the mat board frames with a generous sup- 
We prefer the (Grey) (Bronze) Mat ply of blank price tickets to match the cards with 
. complete instructions for getting the most benefit h 
per Mont 


Letter our name on the mats as per : 4 
cap atubal te tle erupen. from the service, also selling helps, etc. 


WHAT THE SERVICE CONSISTS OF 


With your order: Four handsome display mat frames with your store name 
hand lettered. Two large 8” x 14” two small 6” x ”. You have a 





THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois_ 
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=we are pleased to tell them it is a "Kawneer" 


f Shoe Compan 


Ae St - - Corbett Building 


Portland. Orego" 7 n J 
Such words of praise come to us from innu- 
merable merchants who are enjoying the extra 


profit derived from their 


FO PC rSAAT 
~ | \ V V/ 
» » ( a 
) YR SOLID COPPER 


STORE Ltd 


Let us send you this / The 
book suggesting a store KAWNEER 

" Company 
front for your particular 


line of business—IT IS 3213 N. Front Se. 
FREI > Niles, Mich. 


Send me “Suggestions 
for Your Store . 


NAME 


ADDRESS 
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"To You MERCHANTS Who PLAN To 
REMODEL YouR SHOW WINDOWS — 


Turn to the preceding page and study for a moment 
the Kawneer Store Front shown. Note its attrac- 


tiveness; its commodious facilities for display. 


A Kawneer Solid Copper Store Front planned to fit your 
own individual needs will write off its own cost in in- 
creased sales in a remarkably short time. This statement 
is based on actual figures kept by Kawneer Store Front 
owners—and, there are more than a quarter of a million 
of them in all, located in every one of the forty-eight 
states, and more than a half dozen foreign countries. 
When remodeling, install a Kawneer Solid Copper 
Store Front. 


The largest 
manufacturers 
of CopperStore 
Fronts in the 
world. 












Over a quarter 
of a million in 
twenty years 
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St. Valentine’s Day provides a theme for a colorful window setting 


that will attract. 


the day is bright and sunny the shoe 
merchant should advertise the con- 
tinuation of winter and a continua- 
tion of the clearing sale. 


EB. 12 is the anniversary of 

Abraham _ Lincoln’s birthday. 
This event is usually recognized in 
the windows of the shoe stores of 
America. Patriotic displays are 
always in order. In Fig. 4 a setting 
that can be installed with little 
effort and at low cost is suggested. 
Temporary wallboard panels may 
be used as indicated in the illustra- 
tion, or the regular panelled back- 
ground may be utilized. From one 
of the many printed crépe paper 
patriotic designs cut out an eagle 
and shield unit and paste it on 
cardboard, cutting that out along 
the outlines of the design. In the 
center of this place a picture of 
Abraham Lincoln. 


This trim is easy to prepare, as described, and the 
materials are inexpensive. 


Fig. 5 


St. Valentine’s Day is another 
anniversary that is often featured 
in the store window. It may be 
installed immediately after the Lin- 
coln window is taken out and left 
for a couple of days. The design 
illustrated in Fig. 5 can be made of 
inexpensive materials and will get a 
great deal of commendation from 
the public, especially the little folk. 

The hearts are to be cut out of 
red cardboard. The dart may be 
cut out of cardboard or wood. It 
may be made of a strip of wood and 
the spearhead and feathered end of 
cardboard may be tacked at each 
end. A drape is hung across a part 
of the background and the symbolic 
design will hide the place of hang- 
ing. The large heart is hung by 
cords from the upper design, from 
which also is suspended steamers of 
hearts. The top of the shoe stands 




































































Here is a highly pleasing window 
back decoration for an early show- 
ing of spring footwear. Fig. 6 


may be covered with red hearts and 
the stands may also rest on hearts. 

With the advent of new colors for 
spring the shoe merchant should 
make preparations to cash in early 
on his showings. In Fig. 6 a little 
suggestion of a decoration for the 
center of a setting is illustrated. 
This is Japanese in motif and will 
fit in well with the new colorings. 
A silk banner is suspended from a 
bamboo rod, over which the rings 
and cord and tassel are also hung. 
A part of a disc is painted to repre- 
sent a window and foliage is at- 
tached to this as shown. Cherry 
blossoms are suggested, although 
other spring flowers may be used as 
a substitute. 


T is time to begin planning the 
spring displays and to prepare 
them in advance of their use. 
Catalogs of spring 











This may then be 
hung in the center 
of the background. 
At each side place 
a cardboard disc. 
To one attach a 
law book and to 
the other an axe. 
From the _ center 
unit to these discs 
drape a festoon of 
flowers and foliage. 





























Flags and the pat- 














decorations should 
be studied and deco- 
rations ordered as 
goon as possible in 
order to insure de- 
livery in plenty of 
time to make the 
most of them. Mer- 
chants attending 
the N. S. R. A. con- 
vention -in Chicago 
may well devote 
some time to look- 








comfort 








riotic celors may be 
used freely in the 
setting, but the flag 
should be used cor- 
rectly or the public 
will resent its use. 


Pertinent 


mnes a 
papers 


illustra- 
tions for any show 
card copy can be 
clipped from maga- 
; news- 


Seroll lines may be A 

used effectively in 

many ways for cen- 

necting two ele- 

ments on a show 
card 


and 


curtain design, 
done in color imparts 
beaut 


directly to the read- 
ing matter 


ing over the lines 
of leading artificial 
flower houses there. 
Many new ideas can 
be gleaned from this 
source. 


to a card 
ads the eye 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth Preece. “icinimam ‘amount accepted, seventy-Ave cents. For 
page per issue: other ‘‘Want’’ advertisements, seven cents per word for each 
Space l1time T7times 18times 26 times 52 times yy By Bg will De received ry he Boston office of the 
1 in..... - $5.00 $4.00 $3.50 $3.00 $2.50 Heation dete. w ay BAB Ln 4 = band 4 = 
2in......10.00 800 7.00 6.00 6.00 Saas (Fite cormmtanes' ensues replies Seraehea sine ts 
8 in......15.00 12.00 10.50 9.00 7.50 Setecthament Sof poll Sor sosstiagiy, "When dupiay apace. i 
4in......20.00 16.00 14.00 12.00 10.00 ~ aoe 4 5 words to inch. Answers to ads must be sent under 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





























SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 














WANT SALESMEN 


Can you sell a line of Men’s Genu- 
ine Calf Skin shoes with 9 and 10 
iron Bend Soles for $3.50 less 5% 
discount? The greatest values in 
Young men’s Snappy shoes in the 
World. Stock carried on floor. 
Don’t apply unless you have an 
established trade. Sold on straight 
commission basis 6%. 


COBLE SHOE COMPANY, 
HUMBOLDT, TENN. 








WONDERFUL 
SIDE LINE 


Live wire salesman wanted for 
snappy line of children’s branded 


shoes. Can be sized from stock. A 
line that will stay sold in any good 
store. Good companion line for sales- 
man selling women’s shoes. Attrac- 
tive territories open. Write at once. 


Address B-870, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 











Established Line of Men’s 
Medium Fine Welts to Re- 
tail at Four to Seven Dol- 


lars. 


Wanted experienced shoe salesmen for 
the following territories: New York, 
New Jersey, Delaware, Maryland, East- 
ern Massachusetts, Eastern Pennsylvania, 
Kentucky, Tennessee, Alabama, Kansas, 
Iowa, Wisconsin, Minnesota, Missouri, 
North and South Dakota, Montana, 
Idaho, Nevada. Our new season begins 
January 2nd. Recent acquisition of x 
ditional factory space enables us to 
practically double our output. Strictly 
commission 7%. When applying ve 
references. Address B-865, care oot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 
































SHOE SALESMEN 


Several fine Middle West territories 
open for live salesmen with actual road 
experience. Fargo-Hallowell Shoe Co., 
for twenty years makers of well-known 
Kinder-Garten Line of children’s shoes 
now selling direct to trade. You will 
be aided by our aggressive newspaper 
advertising and dealer material and by 
the style and long wearing qualities of 
the shoes themselves. Liberal commis- 
sion basis. A real opportunity. Write 
us today. 


FARGO-HALLOWELL SHOE CO. 
311 W. Monroe St., Chicago, Ill. 











MISSOURI, INDIANA AND NEW ENGLAND TERRITORY 


We have openings in the above territories _for experienced shoe men. Knowledge of 
territory and trade must be e in territory essential. Our line is 
standardized at $4.60 for oxfords and $4.85 for high shoes. Kid, Arch Support and 
Specialty numbers included. Territories are established. In reply state age, past record, 
references and send picture. Confidential. 


EDMONDS SHOE COMPANY 
Milwaukee, Wis. 

















Volume Salesmen Wanted 


Exceptionally high grade, full time road salesmen to sell 
complete line famous “Lion Brand” Men’s and Boys’ Work 
and Semi-Dress Shoes—also new line world’s Best Men’s 
Dress Welts retailing at $5.00. Straight commission basis. 
Will create several additional territories after January first. 
State age, names of past employers, territory travelled and 
amount shipped this year. Address: 

















HARSH & CHAPLINE SHOE CO., Milwaukee, Wis. | 





WEST VIRGINIA KANSAS IOWA 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORKS SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 











SALESMEN WANTED OPPORTUNITY 
Manufacturer of quality fee ef branded chil- 
with established trade to carry side line 14 gy  ---y a f —. 
all or part of growing girls’, misses’, salesmen having established retail trade. Draw- 


Children’s, infants’ and boys’ shoes in ing account seven per cent commission. Cor- 
stock in Chicago. Seven per cent straight ow pl . | in strict ae aaniee 
t & 


commission. References ——— The Shee Wovcrten S57 tenth Street, Bes- 


following territories ope Arkansas, ten, Mass. 
California, Idaho, Iowa, Piilinois~ Indiana, 











Florida, Georgia, Kansas, Louisiana, 
Detroit, Northern Michigan, Minnesota, 
exclusive of Minneapolis and St. Paul, 
Montana, Nebraska, exclusive of Omaha, 





New Mexico, North and South Dakota. WANTED by Canadian Shoe Manufacturer 
Oregon, Tennessee, Washington, West already doing business in the States, an 
Virginia, Northern Wisconsin, Missouri, experienced salesman to carry as side line on 
Nebraska, Pittsburgh and _ surrounding $ libe beral commission basis, our line of hockey, 
territory. Address B 835, care football and Rugby shoes. State age, references 
Boot and Shoe Recorder, 189 and names of other lines carri Apply to 
W. Madison St., Chicago, Ill. 5” Samson Reg’d, 20 Arago Street, Quebec, 
ie. 











GALESMEN WANTED—To carry as side 


WANTED~—Salesmen with well established line our quality soft soles and intermediate 


trade in Western Texas, New a, Ari- | infants’ first walking shoes “‘Self-Starters.” 
zona and scion, "Misses". Childres's °m Fifty live numbers carried in stock. Ten per 
ST owl Spring li S and any cent commission, good territory -open. hy 
isth, Sidineuaes Md “Baward | A Re acy spend your main line money for traveling X- 
nedy, No. 9 Furnace Street, Rochester, ~ oid: Nye en ee 








Facies senescent who _. ot fol- ag ng awake successful salesmen 
wing to carry’a r ice line for a represent ass. manufacturer of popu- 
New York ork Jobbing house. Foe line New lar prieed, mee ’s shoes with Aen te eteeinent. 
Yoel - a Co.unecticut and. Pennsylvania. Write giving full Re tH and territory. Addre ms 
ress care Boot an Recorder, . Recorder, 

207 South Street, Boston, Mass. Se osese, —— 
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SALESMEN WANTED 


GALESMAN with established retail trade to 
carry short line men’s =. grade turn 


leather sli Give experience and territory. 
Address B8S8, care Boot and Shoe Recorder, 
207 South Sy Boston, Mass. 








GALESMEN WANTED—We at the present 
time have limited amount of territory open 
for experienced side line salesmen with estab- 
lished shoe ome, | to carry on liberal commission 
basis our well known line of Hapytoz Moccasins 
and Soft Sole Shoes, sizes 0 to 4; Flexible First 
Step Turns, sizes 1 to 5, and New Process 
Welts, sizes 2 to 5, 5% to 8 and 8% to 12. 
This 5 line is not only manufactured in 
our own factory, but sonnindy advertised and 
backed by IN STOCK Department, carrying 
$100,000 worth of = at all times, thereby 
making an ideal proposition for live wire sales- 
men. Mention one Ce and give refer- 
ences in first letter C. Goodger, Inc., 89 
Allen Street, Rochester, N. Y. ss 





eS ‘SALESMEN—Live wires with es- 

tablished trade to sell line of fast selling 
women’s McKay’s wholesaling at $2.85 to $4.50. 
Liberal commissions, monthly settlements. Ter- 
ritories open extreme West and entire North- 
west, also Indiana, Ohio, and Carolinas. Send 
references with application. Shu-Stiles Incor- 
porated, 1330 Washington Ave., St. Louis, Mo. 








WANTED—High- -grade salesman _ represent- 
ing well known and up-to-date factory gt 
ing women’s fine McKay shoes, to r 

$5.00 and $6.00. New York State p Brn 
or will consider adjoining states. Only men 
of unquestionable ability need apply. Address 
B-871, care Boot and Shoe Recorder, 207 South 
Street, Boston. 


GALESMEN whe cover their territory close 
to represent Middle West manufacturer in 
the following states—Iowa, Missouri, Illinois. 
Complete Instock line of Ladies’ Novelty Shoes 
to retail at $4.00, $5.00 and $6.00. State ex- 
perience, age and references. Address B-866, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, IIl 








ANTED—Men in the following a 

—Baltimore, Pittsburgh, Detroit, 
New Orleans and Texas, to handle a eee 
Manufacturers’ line of Women’s turns. Splen- 
did opportunity for men with established trade. 
Replies held strictly confidential. Can be 
carried as a side line. Address B-868, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 





SALESMEN WANTED—To carry as side 
line our well known Soft Soles and “Self- 
Starters.” “Self-Starters” have a field all their 
own completely filling the long conceded gap 
between soft soles and the heavier shoes. Ready 
sellers wherever infants’ shoes are sold. Ten 
per cent commission, good territory gpen. The 
Carpenter Shoe Co., Rochester, N. Y. 





SALESMEN WANTED—Real producers in 
“ the following territories: Ohio, Georgia and 
Florida, Arkansas and Oklahoma, Mississippi 
and Alabama, Illinois, New York, North and 
South Dakota, North _ and South Carolina, 
Iowa, Kentucky and West Virginia. We sell 
one of the oldest work shoe lines, real quality 
shoes; big commissions ms to the right man 
—only live wires need apply. Address B-840, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicdgo, Til 





W ANTED—Experienced men to carry as a 
side line, our up to date Turns and Stitch- 
down, best nu in stock. Strictly 7 per 
cent commission. In Pennsylvania, Ohio, Indi- 
ana, Wisconsin, Michigan, Illinois, Arkansas, 
tah, Colorado, Nevada, . Dakotas, 
Kansas, and New Mexico. Men with 
established trade and experience eqneidereé. Ad- 
-dress with reference, The Rehr Shoe Co., Or- 
wigsburg, Pa. 


POSITION WANTED 

















Retail Shoe Manager . 

















POSITION WANTED 


FOR SALE 





genio wanted by first class American 
Shoemaker Salesman Window trimmer and a 

Post Graduate of Dr. 

of Practopedics. Can operate all 

(References. ) Address B+ B 867, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 


ll’s American S 





YOUNG MAN, 25, married, desires position 

with manufacturer tc become salesman. 

Salary secondary. Seven years’ factory ex- 
rience. Address N-511, care Boot and Shoe 
ecorder, 239 W. 39th St., New York. 


] DARK OAK SET of wood window fixtures, 
alee 1 Light Osk Set. Address Ideal Shoe 
Store, Anderson, Ind. 








LINE WANTED 





WANTED woman’s line of In Stock medium 
priced shoes for Georgia and Florida. Ad- 
dress Cohen, P. U. Box 827, Atlanta, Ga. 








HO wants a man with eighteen years’ ex- 

rience as manager of shoe stores or depart- 
ment? Thoroughly | experienced in buyin and 
merchandising men’s, women’s and children’s 
shoes. Gained five promotions in seven years 
under last employer. Two hundred sixty eight 
thousand in one year; twenty-one thousand in- 
ventory; city fifty thousand. Will - anywhere 
in United States. Chain stores preferred where 
there is chance of promotion after proving abil- 
ity. Reference and bond if desired. Address 
B-864. care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





SINGLE man with 20 years’ experience in re- 
tail shoe business looking for position after 
January 1. H. W. Colborn, Sue, Pa. 











SITION WANTED. ie manager or 
buyer. Twenty years’ experience, eighteen 
years in business for myself. Know New York 
and Boston markets. Address B-863, care Boot 
pe Shoe Recorder, 207 South St., Boston, 
ass. 





POSITION as buyer or manager a a well 
rated retail shoe store. Can give unques- 
tionable — of ability, honesty and following. 
Ladies’ fitting a -specialty. iddle West pre- 
ferred. Address B-862, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SITION WANTED. Shoe salesman with 

several years’ experience with chain stores 
department —_ would like to make change 
any time after February 1. Address B-859, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





EXPERT style man and buyer will be open 
ie a real live proposition about February 
1, 1926. Do not answer unless it is a big 
hlen. Address N-508, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 





GHOE buyer and manager of both men’s and 

women’s shoes, now employed, desires to 
make a change. Nine years’ experience, age 28. 
A-1 references. Would like to connect with 
live concern operating one or more stores. Ad- 
dress B-861, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR RENT 





ILL sublet part of sample room in Mar- 

brid Bldg., New York. Shoe concern 
referred. Address N-509, care Boot and Shoe 
ecorder, 239 W. 39th St., New York. 











WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or s lus stocks 
of shoes or other merchandise. Any 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 














CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 

taken over. We will send a repre- 

sentative to investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








We buy quick and pay highest cash 
price for retail and wholesale stocks 
of shoes or any other merchandise. 
Quantity no object. 

For 30 years our specialty. 

Bank and mercantile references. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn, 
Phone Pulaski 1796 























BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 








and women’s shoes. 


to the source of leather supply. 


service. 
For full particulars address the 





ow 


Retail Shoe Men Say There Is a Wonderful Opportunity 
for Establishing in Minneapolis of Shoe Factory Making 
Good Grades of Men’s and Women’s Shoes 


Minneapolis, with a population of 475,000 and 6,500,000 within the 
trade territory, needs a shoe factory producing good grades of men’s 
Production in trade territory is only 11% of 
demand and retail trade conditions assure local patronage. 
conditions are most favorable; an abundance of labor available such 
as can be used in factory making a good grade of shoes. 


are unexcelled and it is the center of extended motor bus and truck 


Minneapolis Civic and Commerce Association 


Minneapolis, Minnesota 


Labor 


It is close 
Railroad transportation facilities 
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Powder Puff 
Beaded Rosette 


$7.50 Doz. Pairs 
Plain—$4.50 Doz. Pairs 
Sold by Leading Shoe Stores, Supply 
Houses, also by 


Superior Shoe Ornament Works 
588 Howard Ave., Brooklyn, N. 


tures. 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 











Are Business Getters 
Send for Catalog and Prices 

















~— 











ready. 


Get the Good Will of Your Neighborhood 


Through the Children 


Our catalogue of novelties for children is now 
We also have some very fine novelties for 
the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 
i RETTY SOUVENIR ——— te 
37 yd 28th Street 


New York City, N. Y 

















Metal Shoe 
Fitting Stools 


and 


Floor Mirrors 


wh 


Write for 
Catalog and Prices 


THE CHICAGO WIRE CHAIR CO. 


621 N. La Salle Street - Chicago, Ill. 




















WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or whol e. Short 
term leases eB off your hands. 
Wire or = Correspondence 
confidentia: Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 
ws also Las ge clothing, hats, fur- 
shing goods, etc. Dry Dock 0352 








Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for pret. 
enCa 


Tug Oscar 
17 Ww. rounrs sy, 
CINCINNAT!, O. 


cy CARTON 


abels 


We design and print most 
of those used by the Shoe Trade 


Complete sel of samples on request 


Er, 


OFFICES ano PLANT: BROCKTON M 
ALSO HOSTON 


2 ESSCx ST 














IDEAL ROLLING 
p= LADDERS 
are 
E = 25% Cheaper 
. : and Guaranteed 
Write for Oatatog 
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WANTED TO PURCHASE 











oN AE: 





THE NEW YORK EXPORT 
PURCHASING CORPORATION 
5896 BROADWAY, NEW YORK, N. Y. 
Phone—Canal 6874 
WILL SLOW SELLERS } FOR 

CASH 
always on hand for 











FOR CASH 


We offer you cash for surplus shoes, slow 
sellers, and manufacturers’ cancellations. 
Also buy entire shoe stocks. Quick terms. 
25 years in the jobbing business. 
MARTIN POSNER & CO. 
326 Church St., New York, N. Y. 
Phone Walker 5846 

















ATTRACTIVE 
SHOE CARTONS 


LABELS 


for the exclusive shoo trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


Ke) (er 


<7/7'> LEXINGTON AVE 
BROOKLYN AW.Y 
GMA 408 CAR 
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FOR RENT 


FOR RENT 


Iowa Merchants Meet Febru- 





S60 h0c—= 


= 


There’s No Better Location to 


Sell Shoes in N. Y.! 


You can now secure a New York City sales office and display room 
in the best location in the largest shoe buying center in the world. 

Suitable for a substantial line alone or for two non-competitive 
houses. 

For details address 


B-856, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 


enema 


ary 16-18 


DES MOINES, IowA—The annual 
© convention of the Iowa Shoe Retail 
f] Dealers’ Association will be held at 
© Hotel Fort Des Moines, Feb. 16, 17 
and 18. The program will be as 
follows: Tuesday night, Feb. 16, 
style show; Wednesday night, Feb. 
17, inspection of lines; Thursday 
o. night, Feb. 18, banquet and dance. 
q 


Every morning until 12 o’clock 
will be free for inspection of the 
various lines. Right after 12 o’clock, 
travelers and merchants will lunch 
together; the merchants will go into 





session immediately after the lunch- 





MISCELLANEOUS 


MISCELLANEOUS 


eon and have promised the Shoe 





Money Back Guarantee. 


ERRY'S 


Something New! 


Waterproofs the Soles 


Specially Recommended for Women’s and Children’s Shoes 
One bottle is a year's supply. Filty applications. Any child can apply. 
Single Dozen $6. One Gross $72. Less 
5 Gross Less 7%%. 10 
Terms: Cash with order. 


dozen or more. 
advertising on five gross orders. 


TERRY SALES COMPANY 





Science's Latest Gift te Mankind 
For Dress, Work and Play Shoes 


LIQUID , 
: Sion Eliminates Half Soles yg 
Makes Shoe Soles Wear as Long as the Uppers ~ 


Keep the Feet Dry Without Rubbers 


Gross Less 10%. 
Charges prepaid on three 
Exclusive sale and local newspaper 


Colo..do Springs, Colorado 


Travelers’ Auxiliary of Iowa mem- 
bers that they will close their ses- 
sions by 4 o’clock each day, which 
will give additional time—from 4 
p. m. to 6 p. m.—for inspection of 
the various shoe lines on display. 

The manufacturers are engaging 
their models and all look forward 
to the 1926 event being one of the 
best conventions that Iowa has éver 
held. 

Carl P. Ortlund, the secretary- 
treasurer of the Shoe Travelers’ 
Auxiliary, maintains an office at the 
Hotel Fort Des Moines. 


5%. 











Bates’ 


M. H. 


Makes Peppery Patterns Possible 


Striped Welting 


manufac- 
show lines 
up that 
Merchants’ 
shoes 
that 


Shoe 
turers’ 
snapped 
way. 
specify 
snapped up 
way. 


Customer’s 
Eye and You 
Get His 
Business. 
Ask “Bates”’ 
How You Can 


BATES CO. 


Do It. 


Manufacturers 
BROCKTON, MASS. 





APPROVED BY 
MEDICAL MEN 


asa s support for the ankles of 
growing children and as «& lly 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled. 
Well known surgeons recommend its 
use. 

Make your stock of 


yEnTHLATIORS ‘hildren’s shoes com- 


PATENTED plete by sending your 


order today. 

Phone Brockton 2183 
for immediate action. 
BURKLEY 
SHOE CO. 


1186 Ne. Main Street 
Brockton, Mass. 











UNITED FRUIT COMPANY 


STEAMSHIP SERVICE 
NEW YORK—BOSTON—NEW ORLEANS 


TO AND FROM 
CUBA, JAMAICA, PANAMA, COLOMBIA, CENTRAL 
AMERICA, ALSO WEST COAST PORTS OF CENTRAL AND 
SOUTH AMERICA AND MEXICO. 


We have departments especially equipped for preparing bills of 
lading and consular invoices, also for transferring eargo to piers 
and rendering full service at ports for shippers. your 
shipments or write for full information to 


FREIGHT TRAFFIC DEPARTMENT 


17 Battery Place, New York City 140 S. Dearbern St., Chicago 
321 St. Charlies St., New Orieans Long Wharf, Boston, Mass. 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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Here’s a Rare Opportunity! 


A Leading Manufacturer 
of 





ly 299 

















23 Women’s Popular Priced Novelties 
a Proposes to set up in business a number of men 





whose character, reputation, selling ability and 
financial responsibility will stand close scrutiny. 


The men selected must have sufficient capital, together with the manufacturer’s 
liberal assistance, to establish a wholesale business of their own. 


Preference given to men who have an established trade in ladies’ popular 
priced novelties, and who can build a successful sales organization. 


Address B 869 c/o Boot & Shoe Recorder, 207 South St., Boston 
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Stylish Practical Comfortable 
13 . e n° 
P * A VUPTTY: 
P *0:0.0,. so 3 : 4 
‘ "820:0:0 0:90:56 ° 
¢ 
| , SUCre 
._.Made in Many Beautiful Styles 
Manufactured & Imported by 
GOLO SLIPPER COMPANY 
Special. Exhibitions at the 
ST. LOUIS PAGEANT BOSTON CONVENTION 
BANQUET ROOM HOTEL MAYFAIR ESSEX HOTEL 
N. R. S. A CONVENTION IN CHICAGO 
AT OUR PERMANENT SALESROOM, SUITE 803, SECURITY BLDG. 
* OFFICES 
129 DUANE ST., NEW YORK, N. Y. 189 W. MADISON ST., CHICAGO, ILL. 
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BOOT AND SHOE RECORDER December 26, 1925 


RocEeRS BROS. 


Manufacturers and Distributors 
59 LINCO! ‘ ST., BOSTON, MASS. 
135 BUSH Sjf., SAN FRANCISCO, CAL. 


N EXHIBITION of modes appeal- 
ingly new, so charmingly varied in 
materials and colors and so beauti- 
fully styled that they need only to be 
seen to get real business for us both. 


We have spared no effort for the spring of 1926 
—the results are so highly successful that in all 
truth we declare this to be the most compelling 
presentation ever held by us. 


For the convenience of the trade attending 
the St. Louis and Chicago shows JULIAN W. 
ROGERS and HENRY J. SULKIS will exhibit 


AT ST. LOUIS AT CHICAGO 
Jefferson Hotel, Room 809 La Salle Hotel 
January 3 to 6 January 7 to 11 


“Good Shoes that Make Good’ 
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